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PREVIOUS RECORDS 


HIGH 
903,789 Cars—March 1, 1956 


LOW 
157,607 Cars—Nov..1, 1954 


—Automotive News compilation 


U.C. Stocks Tumble Again, 
Reach 26.8-Day Supply 


By Robert M. Lienert 


Associate Editor 


FOUR-MONTH downward 
trend in stocks of unsold used 
cars held by new-car dealers has 
pulled the inventory figure to the 
lowest point in 19 months, accord- 
ing to Automotive News estimates. 


As of July 1, the average deal- | 


er’s used-car inventory was good 
for only 268 days of selling. 
This represented a reduction of 
104 percent from the June 1 level 
of 29.9 days’ supply, which in turn 
had represented a contraction of 18 
percent from the previous month’s 


count. 


* = a4 


AScoapure to dealers’ reports 
from the field, shrinking used- 
car inventories have been brought 
about by a combination of brisk 
used-car sales and lethargy in the 
new-car market. 

“The only way we are able to 
get used cars is to trade for 
them,” said a Western dealer. 
Used cars, he continued, were 
“selling well” with “good” profits. 

} In a Midwest metropolis, a vol- 
ume dealer reported “a strong 


Top Cars 


New-car registrations for five 
months, plus one state for June: 
1957 

Pos. 
594,902— 2 
632,0738— 1 
259,518— 3 
170,514— 5 
185,881— 4 
143,913— 6 
43,204—12 
121,911— 7 
112,987— 8 
62,612— 9 
48,719—11 
48,932—10 


3 


Make 
538,779 Chev. 
413,552 Ford 
167,609 Plym., 
141,469 Olds. 
120,932 Buick 
103,045 Pontiac 
61,302 Rambler 
58,794 Mercury 
57,820 Dodge 
57,315 Cadillac 
27,563 Chrysler 
22,630 DeSoto 

18,761 Edsel 
17,293 Stude. 
13,533 Lincoln 
7,318 Imperial 
4,578 Met. 
1437 Packard 2,840—17 
124,931 Misc. 64,356 
Total All Makes 
1,958,661 2,554,846 
Further details on Page 28. 


_ 
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25,610—-13 
17,358—14 
15,453—15 

4,058—16 
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| wholesale demand because of the 
shortage of good, medium-priced, 
used cars. Retail demand not as 
strong but grosses are high.” 

His used-car lot is virtually clean, 
and he has only a six-day supply 


on hand. 


= < . 


N MOST other cities, dealers’ 
stories were pretty much the 
| Same. The only common complaint 
| was that used-car business would 
| (Continued on Page 4. Col. 2) 
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Price Pack KO’d 


By Sticker Law 


New Tags Required 
| When °59 Cars Bow 


ASHINGTON.—The price pack, 
which has been called one of 
the worst evils ever to hit the retail 
| auto business, was dealt a crippling 
blow last week as President 
| Eisenhower signed the Monroney 
price-labelling bill. 
Many authorities contend that 
| the pack was killed outright by 
the new law which requires 
manufacturers to affix a price tag 
to the window of each new auto- 
mobile. 

Even the skeptics admit that the 
law will halt one of the nastiest 
forms of the pack—the advertising 
of highly inflated prices together 
with claims of “$1,500 discount” or 
“double the book value for your 
tradein.” 

= 

HE law becomes effective Oct. 

1, 1958, or on the day of intro- 

duction of any new model, which- 

ever shall occur last. Imported cars 
are covered, but trucks are not. 

The Automobile Information Dis- 
closure Act stipulates that the 
sticker must show the manufac- 
turer’s suggested retail price, in- 
cluding excise tax and the factory- 
suggested preparation charge. 
Freight must be listed. So must the 
price of factory-installed aeces- 
sories. 

Other required information is 
the make, model and serial num- 


x x 


the name and address of the 
(Continued on Page 4, Col. 3) 
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98 Cleanout Drive Lops 


Clear 


By Maynard M. Gordon 
News Editor 

HE slimmest new-car inventories 

since the record lows of 1954 
are shaping up for franchised 
| dealers. 

With the July 1 stockpile below 
700,000 units for the first time in 
six months, the downward inventory 
trend has finally drawn parallel 
with 1958’s pattern in dealer sales 
and profits. 

Nationwide, the July stockpile 
amounted to an estimated 672,342 
new U. S. models. That was 9 

percent below the previous 
comparable levels for both June 
1 this year and July 1 a year ago. 
| Not since 1954 has a July sci 
tory count been lower. The mid-| 
year stockpile in = year of sell- 
1 
; - 





ing reverses was 65. 
cd * 


Or NOV. 1, 1954, just prior to the 
alltime-high record year for 
new-car sales, —_ “ . 
a low of 157,607 uni 
According to an A 
dealer survey last we 
of the '58 stockpile 
come about Oct. 
production will 


Between now , > 
succession of four-year lows in 
the monthly stockpile appears 
likely. The 750,000 cars scheduled 
for output in the third quarter 
are relatively few. Sales in late 
June and early July have done 
nothing to justify higher cleanup 
scheduling. 

The July stockpile, for that mat- 
ter, amounted to a 47%-day supply 
of new cars, compared with a 52- 
day supply on June 1.. That is still 
regarded as a formidable number 
of unsold néw merchandise, and 
production schedules obviously have 
been geared to making it as easy 
as possible for the dealers to un- 
load the surplus by new-model time. 

Dealers in most of the better- 
selling lines now are agreed that 
the “clean ’em out” approach of this 
cleanup period will result in short-~ 
ages. 


B 
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UT factory officials, who in times 
past would have turned somer- 


*~ 
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Now, the ‘Piggy Back’ Deal— 


saults to head off model scarcities, 
seem unconcerned this year. 
“Many '58 models fell flat because 
too many ’57s were available last 
fall,” a Big Three marketing ana- 
lyst said. “Lack of new ’58s this 
fall should concentrate interest on 
59s.” 
Dealers, 


however, reported 


slight interests as yet in ’59s and | 


one went so far as to warn the 
interviewer against “breathing 
the word 59.” 


At this stage, the prospects for 
improved profits through the bal- 
ance of the model year are dim. 
Skimpy inventories can be as 
profitless as bulging pantries, deal- 
ers agreed, if deal-closing is as 
rough as it has been this year. 

Profits and volume have deterior- 
ated for dealers in all lines. 

* + * 
CHEVROLET dealer in the 
Rockies said the fact that he 


Dealer Stocks to 672,000; 
Decks Due for ’59s 


year will give him a “minor” 
cleanup problem. Profits, he added, 
|}are “way down.” 

Cleanup expectations for a Plym- 
| outh dealer in the South were rated 
| “good” despite a moarthly profit de- 
cline of $5,000 to $10,000. 

Not untypical was this appraisal 
by a GM dealer in New England: 

“Year-to-date net is 40 percent 
| of last year (new-car gross off). 
Prospects for ’58 cleanup are very 
good—no problems.” 


An M-E-L dealer in the West re- 
ported that most traders in his 
community were showing losses, but 
that nonetheless the cleanup would 
| be “good” with shortages probable. 

He also predicted an auto work- 
ers’ strike at new-model time, re- 
sulting in higher prices for ’59 


models. 


at * 


tor. of the big imponderables in 
the cleanup and new-model pic- 


>= 





hasn’t ordered as many cars this| 


(Continued on Page 4, Col. 1) 


Olds ... 


Model Runs Ending 


Whitmyer 
Staff Writer 

7s week is expected to mark 

the last five-day period of near- 
normal assembly operations before 
the industry goes into model 
changeovers on a large scale. July 
production is pegged at approxi- 
mately 275,000 cars. 

At least three manufacturers— 
Dodge on July 21 and Chrysler and 
Imperial on July 23—will shut down 
for changeovers to 59 models next 
week. The following week will see 
Oldsmobile join a list which already 
includes Buick and DeSoto. 

General Motors’ seven B-O-P 
plants will start to close for change- 
overs on a staggered schedule the 
first week of August. Pontiac and 
M-E-L are others whose ’58 runs 
will cease early next month. 

= *€ * 
ESOTO halted its Detroit work 
Wednesday night. DeSoto, how- 
ever, still is building Firesweep 
models on Dodge lines and will 
continue to do so until Dodge 


The latest sales promotion is the “Piggy Back Bargain," introduced by Elliott of 


Isetta at half price with the purchase of a 
by Elliott. 


ber, the final assembly point and | Bedford (Dodge-Plymouth) jn Bedford, O. The owner, Frank Elliott, is offering a new 


new Dodge, “Good results"’ are reported 


closes next week. Buick has slated 
an Aug. 18 assembly start on ’59s. 
oa « = 

LTHOUGH last week’s car as- 

sembly operations failed to hit 
the 85,000-unit-a-week level of the 
first six months of the calendar 
year, the estimated 74,103 cars pro- 
duced during the five-day period 
were more than double the previous 
week’s output. 

In the week ended July 5, only 
35,273 cars were built for the 
lowest rate since last fall. The 
week’s operations were affected 
heavily by weeklong shutdowns at 
Buick, Cadillac, Edsel, Mercury, 
Oldsmobile, Pontiac and the seven 
B-O-P plants, plus July 4 closings 
by other makers. 

Edsel, Packard and Studebaker 
took last week off, but all are sched- 
uled to return to assembly opera- 
tions today (July 14). 

Chevrolet, with a production of 
an estimated 28,300 cars last week, 
as compared with 8,409 assemblies 
a week earlier, led all makers in 
output last week as five-day sched- 
ules were in order through most of 
the industry. 

Plymouth worked only three days 
in Detroit due to labor difficulties. 
B-O-P operations in Kansas City, 

(Continued on Page 45, Col. 1) 
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By Martin L. Whitmyer 
Staff Writer 
gs a slight rise in as- 
sembly operations during the 
second quarter, Canadian vehicle 
output for the first six months of 
this year was 18.7 percent below 
the corresponding period a year 
ago. At the end of the first quarter, 
total vehicle production was 20.9 
percent behind a year ago. 

Canadian manufacturers turned 
out 214,137 vehicles during the 
January-June period of this year, 
as compared with 263,389 cars and 
trucks during the first half of 

1957. : 
Showing the sharpest decline 
were truck assemblies, which 
dropped from 44,514 units during 
the first six months of last year to 
31,630 units during the January- 
June period of this year—a loss of 

28.9 percent. 
- 


* * 


period dropped from 218,875 


units a year ago to 182,507 units | 
this year for a 16.6 percent decline. | 


General Motors was the only 
maker to show a _ percent-of- 
industry gain over a year ago in 
car assemblies, while Chrysler 
Corp., International and GM 
showed percentage gains over the 
first six months of 1957 in 
commercial-car assemblies. 


GM, with an output of 102,109) 


cars during the first six months of 
this year, as compared with 97,352 
during the same period a year ago, 
was the only maker able to show a 
numerical gain over last year in 
either car or truck assemblies. 


GM's Share Rises Near 56 Pet... . 


Canadian Output Off 18.7 Pet. 





Hardest hit of the car makers! 









Stocks July? July 2 1958 Range 
AMC....... 11% 12% 15%-11 
Chrysler... 47% 47% 57%-44 
Ford....... 39% 41% 42%-37% 
ess. .%. 39% 39% 40%-33% 


Business Barometer 


Automotive News Economic Index — 


86.5 Percent of Last Week 
89.4 Percent of Like Week Last Year 


EE ssedecesecescce 35,273 38.2 47.6 
Truck Production .............. 7,630 46.2 54.5 
Auto Registrations—Yeor to date. 1,958,661 76.7 
Truck Registrations—Yeor to date. 283,594 aii 80.7 
Steel Production—Tons ......... 1,376,000 82.6 68.3 
Lumber Production—Board feet... 230,729,000 95.6 93.5 
Paperboard Production—tons ... 193,815 69.9 122.6 
Soft Coal Output—tons ........ 8,940,000 101.9 101.1 
Oil Refinery Output—Borrels .... 46,564,000 100.3 93.3 
Electric Output—Kilowott hours .. 11,150,000,000 94.8 100.9 
Barometer Freight Car Loadings 341,620 98.9 82.9 
Department Store Sales index .. ae 94.9 96.5 
Stock Market Price Index....... 335.4 101.3 92.8 

U.S. Government Spending 
—Complete 1958 fiscal year ...... $83,183,037 485 hee 105.1 
Commercial and Industrial Loans $29,842,000,000 100.0 93.6 
Savings Deposits .............. $28,324,000,000 100.2 120.2 
Used-Cer Prices—Average........ $965 99.6 108.1 
87.2 153.7 


* Kaiser Industries, parent firm of Willys Motors. 
(daly 14, 1968) 
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was Chrysler Corp., which saw its 

numerical output decline 45.9 per- 

cent from a year ago, and also lost 

8.15 points in its percentage of total 

industry production. 
* 


* * 


HRYSLER turned out 27,424 

ears for 15.03 percent of total 
industry auto assemblies during the 
first six months of this year, com- 
pared with 23.18 percent gained on 
50,731 cars a year ago. 

GM picked up 11.47 percentage 
points with a production of 102,- 
109 cars. This was good for 55.95 
percent of total industry output 
during the first six months of 
this year, compared with 44.48 
percent on 97,352 units during the 
same period a year ago. 

Ford Motor Co. saw its numerical 
car output decline from 65,792 as- 
semblies a year ago to 50,983 units 
during the January-June period of 


| this year. Ford also registered the 
bye assemblies over the same} 





Chrysler Gets Credit 


From 115 Banks 


DETROIT.—Chrysler Corp. re- 
ported last week that it had com- 
pleted arrangements for a revolv- 
ing credit of $150 million with 
115 banks. The credit agreement 
runs until Sept. 30, 1961. 

F. W. Misch, financial vice- 
president, said, “No borrowings 
are contemplated this year. We 
are simply anticipating possible 
short term credit requirements 
that may arise in the next few 
years in connection with our 
long-range plans.” 































Percent of 
Percentof Like Week 
Last Week Last Year 





Com 

Stocks July? July 2 1958 Range 
itnennees 35% 34% 36 -27 
Kaiser* 9 8% 10%- 7% 
Mack...... 27% 26% 28 -21% 
ticaanda 4h, 5% 6%- 2% 
White...... 45% 45 48 -40% 













second largest percent-of-industry 
loss of any maker. 

Ford lost 2.13 percentage points 
on the basis of 27.93 percent of 
total industry’ car assemblies this 
year, compared with 30.06 percent 
a@ year ago. 

* = = 

TUDEBAKER - PACKARD su f- 

fered a 40.7 percent dip in nu- 
merical output during the first half 
of this year, and also declined 0.44 
percentage points from a year ago. 

Despite the heavy Chrysler and 
Ford declines, the Big Three was 
able to pick up 1.19 percentage 


points as it turned out 180,516 | 


cars good for 98.91 percent in 
total industry output during the 
first six months of this year, com- 
pared with 97.72 percent of 213,- 
875 during the same period of 
1957. 


S-P’s output of 1,991 cars during | 


the first half of this year was good 
for 1.09 percent of total output. 
Last year S-P and American Mo- 
tors combined to pick up 2.28 per- 


production in Canada this year. 

GM showed the biggest percent- 
age gain in total industry truck 
output despite the fact that its 
numerical production was off 23.7 
percent from a year ago. 

> a * 

|‘ corporation turned out 13,- 

604 trucks for 43.01 percent of 
total industry truck output during 
the first six months of this year, 
compared with 40.03 percent on 17,- 
819 units a year ago—a percentage- 
point gain of 2.98. 

Chrysler, which saw its numeri- 
cal output decline 24.2 percent 
from 4,596 assemblies a year ago 
to 3,483 units this year, picked up 
0.69 percentage points in total in- 
dustry output, and International, 
despite a 28 percent decline in 
numerical output, added 0.22 
points. 

Chrysler accounted for 11.01 per- 
cent of total truck output this 

year, as compared with 10.32 per- 
cent a year ago, while International 
captured 17.60 percent on 5,567 
units this year, compared with 17.38 
percent on 7,735 assemblies during 
the first half of 1957. 

Ford Motor showed the biggest 
numerical decline as its output 
dropped 37.5 percent from 14,364 
truck assemblies a year ago to 
8,976 units this year, and also suf- 
fered a 3.89 percentage-point loss. 
Ford got 28.38 percent of total out- 
put this year, compared with 32.27 
percent of total truck assemblies 
during the first six months a year 
ago. 


Ford Dividend 
Cut to 40 Cents 


DEARBORN.— Ford Motor Co. 
directors last week voted to pay 
a third-quarter dividend of 40 cents 
a share. 

The quarterly dividend rate had 
been 60 cents a share since the 
first quarter of 1956. The action 
caused Ford stock to drop on the 
New York Stock Exchange. 

Second-quarter earnings of Ford 
Motor are expected to parallel the 
first quarter, which showed a profit 
of $22.7 million, compared with 





First Half Out 





Total, Big 3 


Studebaker-Packard ..... 
Total, Little 2 
Total Cars, Canada... 


100.00 


Share of Canadian Car Assemblies .. . 


put—'58 vs. ‘57 


Pet. of 


Total 
Output, 
1957 


50,731 
65,792 
97,352 


213,875 


1,645 
3,355 


Pet. 

Ist Half 
Total 
23.18 
30.06 
44.48 


97.72 


0.75 
1.53 


Ist Half 
Total 


15.03 
27.93 


5,000 2.28 


100.00 
* 


218,875 


* * 


Share of Canadian Truck Assemblies .. . 


First Half Output—'58 vs. '57 


Total 
Output, 
1958 


Chrysler Corp. ................ 
Ford Motor 

General Motors 
International 


Total Trucks, Canada 31,630 


os Total Vehicles, 
cent on 5,000 cars. AMC is not in| 


214,137 








Pet. of 
ist Half 
Total 


Total 
Output, 
1957 


4,596 
14,364 
17,819 

7,735 


Pct. of 
ist Half 
Total 


10.32 
32.27 
40.03 
17.38 


44,514 


263,389 


‘Courts Show No Mercy 


To Ex-Tucker Dealers 


By Maynard M. Gordon 


News Editor 


| (*HICAGO.—The old legal rule of 
Caveat Emptor (let the buyer 
beware!) still applies in the field 
of franchise relations. 

Further evidence of this emerged 
in the recent setback suffered by 
former Tucker dealers trying to get 
their money back and dissolve 
their debts to the long dormant 
auto manufacturer. 

The U. S. Court of Appeals 
here unanimously ruled on behalf 
of the trustee for Tucker Corp. 


Minnesotans See 
Economy as Main 


Import-Car Lure 


MINNEAPOLIS. Economy 
seems to be the main appeal of 
imported cars to Minnesotans, ac- 
cording to a poll conducted by the 
Minneapolis Star and Tribune. 

The novelty of owning some- 
thing different, lower purchase 
price, ease of handling and the 
desire to be in style or “ahead of 
the Joneses” were other answers 
| given. 

About one person in seven said 
he’d consider buying a foreign- 
made car, if he were “in the mar- 
ket for a new car at this time.” 
However, many persons said they 
don’t like foreign cars. 

Big-city dwellers (Minneapolis, 
| St. Paul and Duluth) were more 
interested in foreign cars than 
were residents of smaller cities and 
rural areas, the survey indicated. 
| Seventeen percent of the Twin 
|Cities and Duluth respondents 
|said they would consider buying 
}an import. 

Among all persons who might 
buy foreign-made cars, anticipated 


$100.5 million in the corresponding | economy of operation appeals to 


1957 quarter. 





68 Million Car Sales Seen for 1 955-65 


sales in the 1955-65 decade will|of the U. S, had some impact on 
reach 68 million, providing the next | car sales in 1950-57. But their effect 


six years turn out to be a period 
of prosperity similar to the post- 
war period. 

These calculations are contained 
in a doctoral dissertation re- 
cently accepted by the U-M School 
of Business Administration. Its 
author is Frederick E. May. 
May bases his forecast on normal 
increases in the real income of 


was nowhere as great as shifts in 
the real income of consumers, May 
points out. 

He believes demographic changes 
will continue to have a relatively 
minor effect on car sales from now 
until 1965. 

By that year, May calculates, 10 
million spending units—16 percent 
of all those in the U. S.—will own 


\two or more cars. This compares 


consumers (3 percent annually) and| with less than 10 percent during 


projected population growth. To- 

, these two factors account 

for nearly two-thirds of the in- 

crease in car ownership during 
1950-57, he reports. 

Demographic changes, such as 

the population shift to the suburbs 


1957. 

On a long-term basis, car sales 
will increase at the rate of about 
200,000 annually, he states. May 
calculates that standard volume 
for the industry in 1955 should 
have been 5.9 million, and ap- 


plies his trend to this base figure. 
He emphasizes that the 200,000 
increase is not intended as a 
gauge for forecasting year-to- 
year sales. 


In making his estimate, he as- 
sumes that product improvement, 
operating costs, road conditions, 
car life, serviceability, and install- 
ment credit will continue to operate 
in the future as they have in the 
recent past as an influence on new- 
car demand. 


May’s study is based on data 
from the annual surveys of con- 
sumer finance conducted by the 
U-M Survey Research Center for 
the Federal Reserve Board. But 
May emphasizes that his conclu- 


three persons in every four. Almost 
one-fourth of the potential buyer 
group mentioned the ease of 
handling. 

Persons who ruled themselves 
out of the foreign-car market 
listed as the No, 1 drawback the 
small size. Some declared them- 
selves in favor of buying U. S.- 
made products. 


Lack of Cars Takes 


Ship Out of Service 


BUFFALO, N. Y.—A slowdown 
in the lake movement of new auto- 
mobiles has caused the layup of the 
freighter George W. Mead, of T. J. 
McCarthy Steamship Co., Detroit 
and Buffalo, The Mead is anchored 
here and her crew has been dis- 
charged. 

A company official said he did not 
know how long the Mead will be 
out of service. A sister ship, the 
T. J. McCarthy, will continue to 


sions are his own, and not those of| carry cars between Detroit and 
either the Center or the Board. 


Buffalo. 


on both dealer counts. A trial 
judge in Federal District Court 
previously had dismissed both 
claims. 


In effect, barring a reversal by 
the U. S. Supreme Court, a dealer 
who paid up to $4,000 for a Tucker 
franchise is out the $4,000. A dealer 
who signed a note for part of that 
franchise fee and still owes on the 
note remains liable. 

* * 
= the judge who wrote the 
appellate opinion feels the de- 
cision is a tough one for the 


estimated 1,800 former Tucker 
dealers to accept. 


“Harsh though it may seem,” 
said Chief Circuit Judge F. Ryan 
Duffy, “we think the District Court 
was correct in awarding a judg- 
ment for $500 on the counterclaim 
against Bates.” 


The Bates named is Clyde O. 
Bates, of Lyons, IIL, who paid 
Tucker $2,000 down and executed 
a $2,000 note on which he had 
paid $1,500. 

The other claimant in the test 
case, Boyd Veenkant, of Allegan, 
Mich., paid Tucker the full $4,000 
purchase price when he signed a 
franchise agreement in May, 1947. 


Judge Duffy joined the trial 
judge, Michael L. Igoe, in rejecting 
the dealers’ contention that Tucker 
was a fraudulent undertaking. 

“There is no indication in the 
claims filed that Tucker Corp. did 
not honestly intend to use its best 
efforts to produce automobiles,” 
Duffy said. 





= * * 


vs judge held that the signif- 
icant dates in the fraud charges 
were the dates of the signing of 
the Veenkant and Bates agree- 
ments, which were 18 to 24 months 
before an involuntary petition of 
(Continued on Page 45, Col. 3) 
















NADA Emblem— 


This is a reproduction of the new 
NADA emblem which was adopted at the 
recent meeting of the association's direc- 
tors. The color scheme is red, white, blue 
and silver. The silver is the background 
of the inner circle over which the “Mem- 
ber NADA" insignia is superimposed. 
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} nonsense for most dealers? 


Tee ee 


Dealer Forum 


by Robert M. Finlay 


HERE are good profit oppor- 


tunities in 1958. Sound like 

Sure if you have your eyes 

fixed only on new cars. But what 
about service and the used-car 
business? Many tend to chase 
new-car profits whether they 
exist or not. Others take their 
profits where they find them. 

And if analysis of your own 
individual situation indicates that 
the profit opportunities lie in used 
ears and service, then it behooves 
you to gear your business to these 
opportunities, 

+ 


Satisfy the Need 

AKE service opportunities, for 

example. We’ve heard dealers 
complain that there isn’t much 

int in going after service profits 
} because if the dealer does get them, 
| the factory wants the dealer to 
) give the profits away in order to 
stimulate new-car volume. 

These dealers attack the concept 
of service absorption, saying that 
the whole idea is to let service 
revenue carry the overhead so that 


Addition to Make ; 
NADA Building a 
$2 Million Property 


WASHINGTON.—When the addi- 
tion to NADA headquarters is com-| 
| pleted in the fall of 1959, the dealer 
be coeag me will have nearly $2 
million invested in land and build- 


* * 


% 


4 








} ing. 
| The enlarged building will have) 
a total frontage of 123 feet on K 
St, N. W., and will comprise more 
than 100,000 square feet of space. 
Current frontage is 60 feet. The 
building was completed in March, | 
1956. 


The present third through eighth | 





new-car profits show up as cream. 


But, in a hate-new-cars year, 
more owners are thinking in 
terms of fixing up the old car or 
buying a better used car. 


As a merchant of transportation, 


|it is logical that a dealer gear his 


operation to satisfy prospective 
customers and at the same time 
make an honest dollar or two in 
the process. 

* * 


Turn Idea Around 


| gegen of using service profits 
to make new cars look good, 
it would make better logic for him 
to set up his bookkeeping with the 
idea of letting the new-car opera- 
tion carry the overhead and mak- 
ing service profits the cream. 


The dealer might take a similar 
attitude with respect to used-car 
profits. 

In either case, his position 
would be more valid, for the 
source of his business would be 
right in his own community 
rather than on mahogany row 
in a distant city. 

Service is the foundation of a 
dealer’s standing in his community, 
the basis of his goodwill, the source 


|of his new-car and used-car pros- 


pects. If the dealer has sold his 
community on his service, he'll 
have less trouble selling himself 


|as the supplier of the community’s 


new cars. 
* 


A Check List 


ANY dealers look on this as 
basic but old stuff. And it is. 
But are you making the most of it? 
In a good year for service, are 
you spending time making your 
service business more efficient and 
more profitable? Do you have a 
well managed shop? Are you keep- 
ing equipment up to date to make 
the most of opportunities? 
Are you promoting goodwill 
by efficient and quality service? 
Is your bookkeeping such that 


> * 


floors will be extended into the| you know whether the service de- 
new building, thus more than) partment is profitable? 


| doubling office space on these floors. | 
'This will provide growth space for| 
|} NADA, the group said, as well as 
|} providing additional space to be 
| leased to other tenants. 
| The new building will have 
larger meeting-room facilities to 
jenable the full NADA board to| 
convene there. The 30-by-80-foot | 
meeting room will be so designed 
that it can be separated into as 
many as four smaller rooms with | 


e \folding doors. 


An interesting feature of the 
| building is a three-level parking 
jarea which will accommodate 50 
to 75 cars. Entrances will be from 
K, Twentieth and Twenty-first 
streets, all of which are on different 
elevations. 


| NADA feels that the decision by 

ts board of directors to double the 
size of the building should be con- 
sidered a vote of confidence in the 
national economy by the auto 
industry. 
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Are you keeping in close personal 
touch with the foundation of your 
reputation? 

Is it easy for folks to get into 
your shop? And, once there, do 
they get a good feeling about your 


operation ? 


> = = 


Subject for Improvement 


T SEEMS to us that dealers 
devote fewer of their creative 
talents to the backshop than they 
do to the sales end of the business. 


(We aren’t overlooking the fact 
that the ideas some dealers get 
on sales take them down some 
dark alleys.) 


But service is a more concrete 
thing. Service information is avail- 
able. Excellent equipment is avail- 
able. It is pretty obvious what 
pleases and what irritates service 
customers. 

A dealer with an outstanding 
service reputation tells us the 
big thing in service is to fix cars, 
not tinker with them. 

Most persistent complaint on 
service is not the amount of the 
bill but the case of paying for 
work not accomplished. 

This starts with diagnosis and 
ends with inspection. 

There’s no easy way to solve 
service problems, but the one 
that comes closest is this—get 
the best man in your area to 
manage the operation. 

A dealer with an exemplary 
service operation who was bothered 
by other dealers wanting to study 
his operation once remarked that 
he had found a way to head off 
those who down deep weren’t will- 
ing to do the things necessary to 
have a crack operation. 

“IT ask ’em,” he said, “how much 
they pay their service manager. 
Usually it isn’t enough for the job 
they want to do. If you don’t have 
good service management, you 
don’t have nothing.” 
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Romney-NADA Meeting 
Slated for Thursday 


WASHINGTON. — The meeting 
at which NADA executives and 
American Motors President 
George Romney will discuss 
factory-dealer relations has been 
rescheduled for Thursday (July 
17). It originally was slated for 
June 24. 


Plans for the conference were 
formulated after Romney, in an 
address before the North Caro- 
lina Automobile Dealers Assn., 
criticized what he called “union- 
like” actions of NADA. 








S-P’s Dealer Council Meets— 





Eight Return to Dealership... 





Sales Strike Front 
Broken in Seattle 


By Frank Gawronski 
Staff Writer 
HE first break in the solid 
front of the striking automobile 
salesmen in Seattle and surround- 
ing King County has been reported 
with the return of eight salesmen 


|to their jobs at Ryan Cadillac Co. 





In recent weeks, other dealer em- 


STUDEBAKER-PACKARD 
NATIONAL DEALER COUNCIL 


The Studebaker-Packard National Dealer Council met in South Bend in its annual 
meeting and were shown the new, smaller car which Studeboker-Packard Corp. will 


| bring out in its 1959 line. From left are Forrest Hughes, Ukiah, Calif.; D. E. Higdon, 


Colorado Springs; Norman D. Gordon, Tacoma, Wash.; Edward H. Goodwin, Plainfield, 
N. J.; George P. Eidam, Hazelton, Pa.; Harold Cordes, Alton, Ill.; R. W. Campbell, 
Flint; T. P. Caldwell, Coral Gables, Fia.; R. E. B. Blanton, Richmond, Va., cochairman; 
Harold E. Churchill, S-P president; Frank Afton, cochairman, Inglewood. Calif.; S. A. 
Skillman, general sales manager; J. H. Brenner, assistant general sales manager; 
Eimer G. Larson, Montevideo, Minn.; James A. Lowrey, Lowell, Mass.; A. D. Marshall, 
Xenia, O.; Max McLaurin, Jackson, Miss.; Max Pepper, Syracuse, N. Y.; H. D. Schleeter 
jr., Houston; O. W. Schneider, McCook, Neb.; I. Walter Sell, Johnstown, Pa.; Alfred 
Taafe, Girard, O., and Nicholas Zasiebeda, Chicago. 






NEW YORK. The nation’s 
bankers have reported continued 
improvement in the auto-loan de- 
linquency rate during May, a sur- 
vey by the American Bankers 
Assn. shows. 

Of auto loans obtained from 
banks through dealers (indirect 
loans), 1.50 percent were delin- 
quent on May 31, down from 1.59 
percent on Apr. 30 but above the 
1.23 percent on May 31, 1957. 


The delinquency rate on auto) 


loans obtained directly from banks 
held steady at .85 percent, the same 
as the Apr. 30 figure but above the 
.69 for May 31, 1957. 

It was the third consecutive 
month in which at least one of the 
auto loan delinquency rates fell. 

(The association has revised its 
method of reporting delinquencies 
and this month’s figures are not 
comparable with those published 
last month.) 

Of the direct loans, .53 percent 


Good-Faith Claims 
Hit $314 Million 
As Ford Is Sued 


BURLINGTON, Vt. — Total dam- 
ages asked by dealers suing fac- 
tories under the good-faith law rose 
to $3% million last week, and for 
the first time Ford Motor Co. was 
named as a defendant. 

The latest to become a plaintiff, 
in Federal District Court here, was 
Pierce Ford Sales, Inc., of Brattle- 
boro, Vt. Pierce Ford, now in re- 
ceivership, asked $850,000 damages 
on grounds of good-faith law viola- 
tions. 

Listed as plaintiffs were E. J. 
Haus, court-appointed receiver, and 
James C. Pierce, George D. Mason 
and Irving W. Zimmerman, stock- 
holders. They asked $350,000 on 
each of two counts and $150,000 
punitive damages. 

Other pending suits involving the 
two-year-old law are as follows: 

S. H. Arnolt vs. Renault, $1,540,000 
asked; MacLaren vs. Chrysler Corp., 
$480,000 asked, and Woodard vs. 
General Motors, $400,000 asked. 

The only defendant which has 
filed a reply as yet is GM in the 
Woodard case. 





Bankers Report on Delinquency . . . 


More Are Paying Up 








were behind 30 to 59 days, an- 
other .17 percent for 60 to 89 
days and .15 percent for more 
than 89 days. 

Of the indirect loans, 1.02 per- 
cent were 30 to 59 days delinquent, 
.29 percent for 60 to 89 days and 
-19 percent for more than 89 days. 

The auto loan rates were the 
lowest for the six types of bank 
loans covered in the report. The 
delinquencies on personal! loans 
amounted to 1.51 percent and appli- 
ance and two classes of home 


improvement loans ranged still 
higher, 


Chevrolet Dealers Elect 


LaRiche as President 


CLEVELAND.—Anthony A. 
LaRiche has been elected president 
of the Chevrolet Dealers Assn. of 
Cuyahoga County, succeeding Floyd 
Mosher. 

Other officers are Ed Stinn, vice- 
president; Wilbur Ragg, secretary, 
and Paul Acker, treasurer. 


On the 


House... 


ployes—mechanics, body men and 
parts men—have been returning to 
their jobs, but this is the first time 
salesmen have crossed the picket 
line to return to work. 


Charges of unfair labor practices 
have been filed against Ryan 
Cadillac by the union, Local 882, 
Automobile Salesmen’s Union, 
which claims that the company has 
violated the Taft-Hartley Act by 
discouraging membership in the 
union and by refusing to bargain in 
good faith. 

A spokesman for the Metro- 
politan Automobile Dealers Assn., 
of which Ryan Cadillac is a mem- 
ber, denied the charges. 

According to the spokesman, the 
salesmen returned 
voluntarily on terms 
“previously offered 
the union and re- 
jected. He added 
that “the association 

and Ryan Cadillac at no time have 
refused to bargin with the union.” 

The 105-day-old salesmen’s strike 
against the dealer association’s 66 
members is the longest Teamsters 
Union strike in the Seattle area 
since World War ILI. 

The salesmen’s union, an affiliate 
of the Teamsters, went on strike 
Apr. 1 chiefly over the dealers’ re- 
quest for a change in commissions 
paid salesmen from 5% percent of 
the factory list price to 25 percent 
of the gross profit on the sale of 
a@ car. 

It looks now as if both sides ex- 
pect the dispute to continue for 
some time and are preparing ac- 
cordingly. 

The salesmen who man the 
picket lines six hours a day, are 
makin« car sales “on their own,” 
or finding other ways to supple- 
ment their $35-a-week strike 
benefits. 

Some 150 salesmen, including 
some of the successful ones, have 
obtained fulltime employment in 
other businesses. It is estimated 
that at least 100 of them will never 
get back to selling cars. 

Behind the picket lines, dealers 
and their top executives have taken 
over the jobs from selling to sweep- 
ing and washing cars. 

The situation has been peaceful 
except for one brief scuffle at 
William O. McKay Co. (Ford) in 
Seattle. 


Shop Workers Seek Raise 


N OAKLAND, Calif., a Federal 

conciliator has entered negotia- 
tions between the Eastbay Motor 
Car Dealers Assn. and three shop 
unions. 

The unions are seeking a 10 
percent wage increase plus fringe 
benefits, Conditions of the old 
contract, which expired May lI, 
prevail pending a settlement. 
The unions are Local 1546, Auto- 
motive Machinists; Local 1176, 
Auto Painters, and Local 78, Team- 

(Continued on Page 45, Col. 4) 


The business slump has hit bottom and the 


second half of 1958 should see an upturn in sales, 
declare 72 percent of the nation’s top business 
leaders participating in a New York Herald Tribune 
survey. Government economists believe the upturn 


will come in the 


final quarter, dependent on con- 


sumer reaction to 1959 model cars and new houses 
. . . Joe O’Daniel of Evansville has been awarded 
the Herman Goodin Civic Service Award by Indiana 


dealers ... 


Nadi Lane, daughter of Frank Lane, general 


added 14 new members, reports 


manager of the Cleveland Indians, has joined 
sales force of Cooley Motors (Dodge-Plymouth/) 
in Cleveland . .. Bob Greenlease was honored last week for his 
50 years as a Cadillac dealer in Kansas City; Jim Roche and F. H. 
Murray attended from the factory . . . Minnesota association has 


Chairman Harris Borstad ... 


North Carolina association is taking over a two-story section of the 
Sir Walter Hotel in Raleigh for new offices ... 


Bob Armacost, former NADA president, is bowing out as Missouri’s 


NADA director this yar . 
Ventura, won Southern California 


. . Charley McConica, Pontiac dealer in 


dealers’ annual golf tournament, 


beating Joe Hartman, Buick dealer in East Los Angeles, 292 to 293. 





—Pere Wemuorr, Editor, 
Automotive News 
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Decks Due for 59s... 





Cleanout Drive Lops 
58 Stocks to 672,000 


(Continued from Page 1) 


ture, of course, is what the UAW|as Congress has refused to act, 


will do about its wage demands. 


there will be no excise tax cut in 


So far, the UAW has taken the| the near future. 


stand-pat-and-work course. How 


“3. No price reduction. With 


long President Walter P. Reuther| !@bor negotiating for new contracts, 


will continue this policy past Labor 
Day is virtually anybody’s guess. 

The auto manufacturers can 
only sit back and wait for Reu- 
ther to make his move, Mean- 
while, they are expected to carry 
on their changeover plans in the 
absence of labor contracts, al- 
though there has been talk 
around Detroit of a cancellation 
of new-model showings pending 
contract settlement. 

Buick and DeSoto have ceased 
their '58 runs already. The former 
has announced a ‘59 production 
starting date of Aug. 18, which 
would point to a business-as-usual 
policy by the manufacturers, UAW 


contracts or no. 
* 
At LEAST one dealer is exploit- 
ing the situation with a big 
four-column ad that declares: 
“The way we seee it, auto prices 


> * 


will never be lower. Here is why) 


we believe this statement to be 


true and that now is the time to) 


buy. 

“1, Surplus stocks of new cars 
are decreasing due to increased 
sales and slowdown of produc- 
tion at the factory. 


“2. No excise tax cut. Inasmuch 





New-Car Stocks 


there will hardly be a price cut at 
this time.” 


The ad was sponsored by Mayo- 
Mingledorff Motors, Inc. (DeSoto- 


* * * 


Fla. 
A SURVEY of Minneapolis area 

dealerships detected a distinct 
note of caution among dealers with 


Dealers reported that generally} 
new cars were selling faster than | 
they were being replaced and that 
some models already were hard to! 
get. 


“We'll clean up in the normal 
course of business and we'll prob- 
ably even be a little short,” said| 
W. R. Stephens (Buick). 


Plymouth-Hill man), Tallahassee, | 


the approach of the cleanup season. | 


| 
| 





| Pike's Peak Climb— 


| with a time of 15 minutes, 49.7 seconds. 


Springs, and Nick Sanborn jr., winning s 





Stock-car winner of the annual Pike’s Peak Hill Climb July 4 was this 1958 Pontiac 


Overall winner was a custom-built sportscar, 


| the “Hot Rod Magazine Special,” driven by Ak Miller, with a time of 15 minutes and 
23 seconds. In the photo above are Verne Johnson, Johnson Pontiac, Inc., Colorado 


tock-cor_ driver. 






Chevy Lists June | 
‘As Top 58 Month) 


Division Claims Lead 
| In V-8, Ragtop Sales 


| DETROIT.— Automobile many 
| facturers last week continued their 
| reports on 1958 new-car sales. Here! 
is what they said: ' 


Chevrolet ; 


' 

Chevrolet reported that the last) 
10 days of June was its best sales} 
period of the year, making June 
the division’s best month for 1958. 

W. E. Fish, general sales man- 
ager, said dealer reports indicated) 
47,919 cars and 11,733 trucks were) 
sold in the 10-day period. The car| 
figure was 5.4 percent ahead of the 
previous best 10-day period of the! 

(Continued on Page 46, Col. 1) 





(Continued from Page 1) 


dealer to whom the car is to be 
delivered. 

The only non-sticker items are 
dealer-installed equipment and state 
and local taxes and license fees. 





An Oldsmobile dealer said con- | 
vertibles and station wagons es- 
pecially were hard to come by. 

“September will be a dry month,” | 
a Ford dealer commented. He 
added he was referring to new-car| 
supply only. 


the North Carolina Automobile | 


a virtual end of recession blues. 


Dealers attributed the sales in- 
crease for the most part to better 


work” by dealers. 





In Field, In Transit 


(Compiled by Autemotive News) 


bored with talking about the re- 
cession.” 














Dealers 
Cars Cars In Total 
ta Transit Potential 
Period Fieid to 
Ending Stocks+ Dealers Stocks 
Jan. 1, 50... 251,754 188,500 440,254 
Apr. 1, 50... 276,136 158,000 434,136 
duly 1, 50... 311,084 167,500 478,584 
Oct. 1, 50... 157,800 366,167 
Jan, 1, 51... 306,288 89,900 404,788 
Apr. 1, 51.... 406,541 138,500 545,041 | 
July 1, 51... 367,606 90,700 448,306 | 
Oct, 1, Sl... 250,762 78,500 330,262 
Jan, 1, "52... 224,968 31,000 255 | 
Apr. 1, 52... 213,391 83,000 296,391 | 
duly 1, 52... 193,462 84,500 277,962 
Oct. 1, 52... 233,556 89,000 322,556 
Jan, 1, 53... 291,671 83,300 374,971 
Feb. 1, 63... 324,835 86,600 8 412,035 
Mar. 1, ’53.... 388,011 87 200 476,211 
Apr. 1, °53.... 445,882 89,300 535,182 
May 1, 53... 490,381 97,700 588,081 
June 1, 53... 463,546 73,500 537,046 
July 1, 53... 479,698 82,800 562,498 
Aug. 1, '53.... 517,119 82,200 599,319 
Sept. 1, '53.... 514,569 74,500 589,069 
Oct. 1, '53.... 519,037 60,900 579,937 
Nov. 1, °53.... 538,087 68,300 606,387 | 
Dec. 1, °53.... 430,876 29,000 459,876 
Jan. 1, "54... 428,125 36,600 464,725 
Feb. 1, 54... 466,176 60.600 526,776 
Mar, 1, ’54.... 511,122 62,000 573,122 
Apr. 1, 54... 541,911 64,000 605,911 
May 1, "54... 538,775 68,500 607,275 
June 1, ’S4.... 503,219 62,500 565,719 
July 1, 54... 445,665 62,500 508,165 
Aug. 1, 54... 390,854 57,000 447,854 
Sept. 1, 54... 355,654 50,400 406,054 
Oct. 1, "54... 267,469 29,000 296,469 
Nev. 1, "54... 120,107 37,500 157,607 | 
Dec. 1, 'S4.... 203,453 61,700 265,153 
Jan, 1, 55... 293,881 68,500 362,381 
Feb, 1, 55... 373,573 89,100 462,673 
Mar. 1, 55... 467,655 95,000 562,655 
Apr. 1, '56.... 99,500 643,538 
May 1, ’5S5.... 660,341 102,700 763,041 
June 1, "55... 755,498 93,000 §46.: 848,498 
July 1, '55.... 736,591 77,000 813,591 
Aug. 1, 55... 735,447 71,500 806,947 
Sept. 1, °S5.... 675,964 37,300 713,264 
Oct. 1, 'S5.... 489,475 48,900 538,375 
Nov. 1, ’55.... 481,735 87,600 569,335 
Dee, 1, "55... 645,707 77,400 723,107 
Jan, 1, °56.... 755,177 53,300 808,477 
Feb, 1, °56.... 801,499 68,900 870,399 
Mar, 1,56... 840, 63,700 903,789 
Apr. 1, 56... 827,977 68,100 898,669 
May 1, '56.... 846,285 56,300 902,585 
June 1, 56... 746,012 52,890 798,902 
July 1, 56... 613,451 50,568 679,596 
Aug. 1, '56.... 551,081 53,026 588,172 
Sept. 1, 56... 456,013 48,382 504,395 
Oct. 1, °56.... 288,103 25,900 314,003 
Nov, 1, 56... 212,967 65,008 277,975 
Dec, 1, '56.... 318,587 79,656 398,243 
Jan, 1, 57... 461,850 50,168 512,018 
Feb, 1, 57... 561,934 68,100 630,034 
Mar. 1, '57.... 664,608 638,400 733,008 
Apr, 1, ’57.... 682,790 63,125 745,915 
May 1, 57... 677,705 59,500 737,205 
June 1, ’57.... 724,329 63,420 787,749 
July 1, 57... 682,121 090 745,211 
Aug. 1, 57... 645,445 59,300 704,745 
Sept. 1, '57.... 684,484 45,052 129,536 
Oct. 1, 57... 547,549 25,085 572,634 
Nov, 1, ’57.... 380,740 68,300 449,040 
Dec, 1, ’57.... 460,149 71,800 531,949 
Jan, 1, '58.... 597,208 55,000 652,208 
Feb, 1, ’58.... 725,003 54,100 779,103 
Mar, 1, 58... 821,566 44,000 865,566 
Apr. 1, 58... 783,201 45,900 833,201 
May 1, ’58.... 738,464 38,500 *776,964 
June 1, '58.... 704,751 36,500 *741,251 
July 1, 58... 627,842 45,000 672,842 


?t Field stocks include cars actually at 
ips, those warehoused by dealers 
factories, and demonstrators. 


* Revised. 


E 


| well, although there apparently has | 


W 


better. 

Even when dealers reported 
slim profits on used cars, they 
implied that the margin was 
wider than it was on the new 
units, 

Biggest demand on the lots ap- 
pears to be for late-model, light 
units. 

Cheapies have also been moving} 


been no noticeable movement} 


among customers toward trading) 


down. 
* + * | 


ITH the July 1 inventory count | 
pegged at a 268-day supply, 
the figure was the lowest since the 
20.2-day supply reported 19 months 
ago, Dec. 1, 1956. 

Stocks never got below the 
theoretical 30-day limit through- 
out 1957, and stayed above that 
level in the first five months of 
this year. 

The used-car stock figure fell 
below 30 days for the first time in 
1958 on June 1, after reaching the 
year’s high on March 1, with a 
49.4-day supply. They have moved 
steadily downward since then. 

Of dealers reporting for July 1, 
some 23.5 percent said stocks rep- 
resented 15 days or less of selling. 
A month ago, 27.8 percent put 
themselves in this category. 

7 * x 

OWEVER, more dealers got 

within the 30-day limit this 
month. In the 15-to-30-day category, 
this month’s survey placed 47.1 per- 
cent of all dealers. A month ago, 
38.9 percent were in that inventory 
niche. 

As a result, 70.6 percent of all 
dealers surveyed on July 1 had 
stocks good for 30 days or less of 
selling, compared with 66.7 per- 
cent a month earlier. 

The number of dealers within the 
30-day limit represented a 19-month 
high, with the July 1 figure the best 
since the 87.9 percent reported as 
of Dec. 1, 1956. 

The range of stocks reported was 








Tax-packing is risky as well as 

illegal, and dealer-installed options 

usually are low-priced pieces which 

would not support much of a pack. 
* > * 

ENATOR A. S. MIKE MON- 

RONEY, Oklahoma Democrat, 


chance in recent years to shake 


itself out of the doldrums of cus-| 


tomer resistance.” 


weather, seasonal factors, bolstered “The bill is not a cureall for the| 
consumer confidence and “harder| problems besetting the automobile | 


dealers and manufacturers,” he 


“People,” said William H. Black| said, “but it should offer the best) 
jr., of Greensboro, “are getting|chance in years to turn over a) 


new leaf in merchandising. 
“How well this tool is used to 





Reach 26.8-Day Su =6 


U.C. Stocks Tumble Again 


(Continued from Page 1) 


be even better if new-car sales were | six to 54 days, compared with 6 to 


90 days a month earlier. The 54-day 
figure was the smallest maximum 
stock reported since Dec. 1, 1956. 
Previous low maximum this year 
was 90 days. 

Strength in the used-car market 


Price Pack KOd by Sticker Law | 


stimulate recovery of America’s 

No. One industry is up to the 

mechanics who use it.” 

Monroney continued: “I am firmly 
convinced that the price-disclosure 
labels will restore confidence in 
the actual worth of the automobile 
and take the merchandising of this 
much-wanted product out of the 
jungle of fantastic gimmick adver- 
|tising and giveaway offers.” 

om = = 
E restoration of buyer con- 
fidence was one of Monroney’s 


A poll of about 100 members of} was jubilant over the signing of his | chief talking points throughout the 
bill. In a special statement to| Congressional discussion of his bill.| 
Dealers Assn. revealed an increase| Automotive News, he said it will| He emphasized this feature in the) 
in sales during May and June and give the industry “its greatest) Senate report on the measure. 


From a sales standpoint, few 
dealers expect the new law to 
| create traffic jams of buyers in 
their showrooms, However, deal- 
ers who have been posting prices 
in recent months agree that the 
practice has engendered greater 
confidence among their customers. 
After a month of price posting, 

many Cleveland dealers said the 
| lists had not accounted for a single 
sale. But David L. Blaushild, pres- 
|ident of the Cleveland Automobile 
| Dealers Assn., declared that the 
program is a long-range affair and 
| that immediate sales should not be 
expected. 
| Other dealers, while not opposing 
the Monroney law, have remarked: 
“You can’t expect a buyer to reach 
\for his pen just because he sees 
|the full list price posted on a car. 
|He knows he can buy it for a lot 
| less than that.” 
* - > 

ONRONEY has been careful to 

explain that the bill does not 
involve price fixing. In the Senate 
| report he wrote that the label would 


has been reflected throughout the/|set forth the “basic retail price of 


year in wholesale prices. Last week, 
according to Automotive News’ 
index, the average price of all cars 
moved through wholesale auctions 
was $965. This was more than 8 
percent above the average price of 
$893 recorded a year ago. 


North Carolina to Add 
64 Cars to Motor Pool 


the car suggested—but not fixed— 
by the manufacturer.” 


would free the automobile dealer 
from the increasing tempo of the 
kind of competition which has re- 
quired him either to become more 
and more misleading or else lose 
out to the unscrupulous operato: 
whom present marketing practices) 
reward. 





' 
. . e 


“"MJO DEALER, as some advertise- 

ments indicate, can actually 
|give away fur coats, trips to Ber- 
muda or ‘$1,000 for anything you 
|ean drive in’ without packing 
prices... 

“Testimony indicated that dealers 
who would like to sell on a clean, 
| competitive basis have been forced 
| to use such tactics to stay in busi-} 
ness.” i 
In early deliberations on the | 
sticker bill, some observers won- 
dered whether the absence of a | 
specific reference to dealer prepa- 
ration charges had created a | 
price-packing loophole. 

This fear was dispelled by David 
Busby, counsel for Monroney’s auto) 
marketing practices subcommittee.| 
He said that the Senate report de-| 
clares that the purpose of the bill) 
jis to require that the total of all 
|the elements that enter into the 
| suggested price for which the car5 
|may be purchased be set forth on 
the sticker. 


E report continues: “Compli- 
ance with the requirements of 
the bill will eliminate the necessity 
of the dealer’s adding any charge) 
whatsoever to the total shown on/ 
the label with the exception of state 
and local taxes and license fees 
jand the cost of accessories, if any, 
| added by the dealer.” 
Busby said that if there is any | 
dispute about the meaning of the | 
bill, the courts look to the report | 





“Probably the most important| for the intent of the legislature. 


feature of S-3500,” he continued, “is 
that it would in no way infringe 
upon the freedom of the manufac- 


This, then, would outlaw the 
packing of the prep fee. 
It also would seem to outlaw the 


}turer to price his product; that it| addition of a dealer-association ad- 
| would in no way infringe upon the| vertising charge to the sticker 
| car purchaser’s freedom to bargain | price. The ad charged, since it is a 


| over the price of the car, while at 
the same time the dealer would be 
free to sell the car for any price 


RALEIGH, N. C.—Gov. Luther H.|he desired or pay anything he 


| Hodges and the North Carolina 


Council of State allocated $99,200 
from the Contingency and Emer- 
gency Fund treasury to be used 
in buying 64 additional automobiles 
for the State’s central motor pool. 

The additional automobiles will 
give the motor pool a fleet of 350 
vehicles. The present 286 cars were 
found insufficient. 


How Sticker 





Delivered to dealer: Kansas City, 


Accessories: 
Radio 
I a ce 
Power steering 
Power brakes ........................ 
Automatic transmission 


| 
Total transportation charged 
| Suggested retail price of car* 
| 


Ca ce cee ce ce cee ee ae ee ee 


Make: Stanley. Model: 4-door sedan. 
Serial number: SA-12345678, Final Assembly point: Oklahoma City. 
Dealer to whom delivered: Taylor Motors, Midtown, Kans. 


Not driven or towed prior to delivery to dealer. 
Manufacturer’s suggested retail price 





(*State and local taxes and license fees to be added.) 


wanted for the tradein allowance. 

“The label would simply assure 
that the purchaser would start 
the negotiations with the mini- 
mum necessary information.” 

It is obvious that Monroney in- 
tended the bill to eliminate the 
pack. Again in the words of his 


report: 
“Your committee believes this bill 
. * * 
Would Look 


Kans. 








| 

| 

| 
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cost-of-business item like rent or 
electricity, would have to come out 
of the dealer’s overall profit. 

In Detroit, a Better Business) 
Bureau spokesman said he feels 
the sticker law will lessen the nu 
ber of packing complaints his office! 
receives. He urged buyers to check 
the sticker against the bill of sale 
before taking delivery of their new) 


cars. 

i A special message to its mem-| 
bers last week, NADA outlined) 

the provisions of the sticker law) 

and pointed out that the responsi-) 

bility for labelling the car rests} 

with the manufacturer. 

Discussing the dealer’s role, 
NADA noted: “It is unlawful for 
any person to remove or alter the 
label prior to the time that the 
automobile is delivered into the 
actual custody of the ultimate pur 
chaser.” 

The law applies to all cars and 
station wagons, In the case of 

foreign cars, the importer must 
affix the label. 

Manufacturers and importers are! 
subject to a fine of up to $1,000 for 
false endorsements or for failing t 
attach the sticker, and there is 4 
maximum penalty of a $1,000 fine 
and a year in prison for any per 
son who removes or alters the labé! 
before the car is delivered to th 
ultimate purchaser. 


x * * 
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Sales Training 
your salesmen can use! 


More than ever before, your prospect has questions on financing: Down 
payment? Equity? Interest? All these can add up toa lost sale if your 
salesman isn’t right there with the right answers. 


To help supply those “right answers” and to show how financing 
can be used as a strong selling tool —is the objective of Associates new 
sales training film, “Buyers and Buying Power.” Short on theory but 
strong on practical selling tactics, it takes you through several selling 
situations and shows you in each case how the intelligent use of financ- 
ing can help close a similar deal for you. 


Call the man from Associates today and arrange for a showing of 
“Buyers and Buying Power” in your dealership. 


ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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For First Half... 


AUTOMOTIVE NEWS, JULY 14, 1958 


Truck Output Hits 12-Year Low 


By Martin L. Whitmyer 
Staff Writer 
UCK assemblies hit a 12-year 
low and the second lowest level 
of the postwar era during the first 
half of this year as only 443,066 
units rolled from U.S. plants. 

Only first-half period since the 
end of World War II that saw 
fewer trucks produced was in 
1946, when manufacturers built 
337,586 units, Only other years in 
the last 20 that saw fewer com- 
mercial cars produced in the first 
half were 1940, with 316,800 
trucks; 1939 with 379,838 assem- 
blies, and 1938 with 266,826 units. 

During 1957, the industry pro- 
duced 573,309 trucks during the 
January-June period. The 1958 total 
dropped 22.7 percent below that 
figure. 

+. + * 

Aurnouce only three makers 

were able to increase their 
numerical output during the first 
six months of this year, nine U.S. 
manufacturers showed percent-of- 
industry gains over the same period 
of 1957. 

Manufacturers showing such 
gains were Willys, up 3.33 per- 
centage points; GMC, up 1.03 
points; Chevrolet, 1.03 points; In- 
ternational, 0.74 points; White, 
0.21 pojnts; Diamond T, 0.19 
points; miscellaneous, 0.14 points; 
Mack, 0.11 points, and Divco, 0.01 
points. 

Makes with smaller shares than 
last year were Ford, down 6.13 per- 
centage points; Dodge, off 0.39 
points, and Studebaker, off 0.21 
points. 

Only gainers in numerical output 
were Willys, up 20.8 percent from 
33,800 assemblies during the first 

half of 1957 to 40,834 units during 
the same period of this year; Dia- 
mond T, up 11.9 percent from 2,512 
to 2,810 assemblies, and the miscel- 
laneous group, composed of Corbitt, 
Marmon-Herrington, Federal, Four 
Wheel Drive, etc., up 7.3 percent 
from 2,044 to 2,193 assemblies. 
2 * . 


MAEERS showing a decline in 
numerical output and the per- 
centage drop from a year ago were 
Studebaker, off 44.2 percent from 
5,603 to 3,127 units; Ford, off 37.4 
percent from 185,108 to 115,906 
units; Dodge, off 26.9 percent from 
41,522 to 30,339 units; Divco, off 
21.8 percent from 1,795 to 1,405 
units; Chevrolet, off 20.3. percent 
from 187,160 to 149,240 units; Inter- 
national, off 17.2 percent from 58,- 
988 to 48,868 units; Mack, off 17.1 
percent from 9,106 to 7,549 percent; 
White, off 13.7 percent from 10,299 
to 8893 units, and GMC, off 98 
percent from 35.372 to 31,902 units. 

Along with the decrease in nu- 
merical output came a shuffling 
of standing among the 12 truck 
lines, as Willys climbed from 
sixth place a year ago to fourth 
place this and Dodge 


year 

dropped from its fourth place 
standing a year ago to sixth po- 
sition during the first half of this 


year. 
All other makers remained in the 


same position as a year ago—Chev- 
rolet in first place; Ford, second; 





Dodge Sales Winner— 


Wesley M. McCay, right, receives check 
for $500 in Dodge Gold Rush contest 
from H. D. Mitchell, Atlanta assistant 
regional manager, as M. B. Casler, Dodge 
advisory council member, offers congratu- 
lations. McCay, starting as a mechanic 
after the war, became a service salesman, 
then went on fo new car sales. He has 
led all salesmen for Liberty Motors, Inc. 
(Dodge-Piymouth), Birmingham, Ala., since 
joining the new-cor sales force in Oct., 
1957. 


International, third; GMC, fifth; 
White, seventh; Mack, eighth; 
Studebaker, ninth; Diamond T, 
10th; miscellaneous, llth, and 
Diveo, 12th. 

A comeback by makers that also 
produce cars — Chevrolet, Ford, 
Dodge and Studebaker—during the 
second quarter of this year helped 
give that group 67.4 percent of 
total first half output but a 58 
percentage-point loss from the same 


period a year ago. 
+ 
- HE Chevrolet-Ford-Dodge- 

Studebaker combine turned out 
298,612 trucks during the January- 
June period of this year, compared 
with 419,393 assemblies and 73.2 
percent of total output during the 
Same period a year ago. 

The non-auto-building group, 
composed of Diamond T, Divco, 
GMC, International, Mack, White, 
Willys and the miscellaneous 
group, turned out 144,454 trucks 
during the first six months of 
this year for 32.6 percent of total 
industry output, as compared 
with 26.8 percent on 153,916 as- 
semblies during the same period 
@ year ago, a 5.8 point increase. 
From a numerical standpoint, 
output by the Chevrolet-Ford- 
Dodge-Studebaker combine was off 
28.8 percent from the first six 


* Ed 


the non-auto-building group de- 
clined 62 percent from the 
January-June period of last year. 
At the end of the first quarter, 
however, it was a different story. 
ad * * 
T THAT time, the group not in 
the car-production business had 
turned out 33.6 percent of total first 


quarter output and had picked up| 


7.2 percentage points from the 


January-March period of last year. | 


The 76,018 trucks turned out by 
this group during the first quarter 
also marked a 4.4 percent increase 
over the first three months of last 
year when 72,840 trucks were rolled 
from the lines. 

Manufacturers that also pro- 


duce cars turned out 150,100 | 
trucks during the first quarter of | 


this year, compared with 202,836 
assemblies during the same pe- 
riod a year ago. 

The group, however, raised its 
deficit from a year ago from 26 
percent at the end of the first 
quarter to 26.8 percent at the end 
of the first half of this year. 


Output among the non-car pro-| 


ducing group fell 10.6 percentage 


points during the second quarter | 


as its assemblies declined from a 
4.4 percent lead over 57 at the end 
of the first quarter to 6.2 percent 
behind the ’57 pace at the end of 


months of 1957, while assemblies of | the first six months. 





With the Foreign Makes... 


Import-Car N otes 


SAAB 


E SAAB Granturismo 750 
placed fourth overall and first 
in its class in its North American 
racing debut at the Canada Day 
Races in St. Eugene, 


Import Ont, according to 
Car SAAB Motors, Inc. 

In a race for 

News sports cars under 


1,600 cubic centime- 
ters, the SAAB Granturismo trailed 
two Elvas and a Lotus. In the 
Formula Libre event, the Gran- 
turismo finished third behind a 


Lotus and a supercharged Volvo. 
* - > 


MG 


7s Nuffield Trophy for North 
America has been presented to 
the Long Beach (Calif.) MG Club. 

The trophy is awarded annually 
to the MG club which compiles the 
most outstanding record for con- 
ducting motoring events—such as 
rallies — social activities and gen- 
eral furtherance of sports-car mo- 
toring. There are 18 MG clubs in| 
North America. 

First shipments of the new MGA 
double-overhead-cam sports cars 
are expected in the U. S. soon, 
according to John Thornley, gen- 
eral manager of MG Car Co. The 
firm is the sports-car factory of 
British Motor Corp. 

Speaking in St. Louis, Thornley 
said horsepower of the new model 
has been raised to 107 at 6,400 
r.p.m. and that top speed is 121 
m.p.h. at 7,000 r.p.m. The MGA 
“dohc” is an addition to the line 
and does not replace the regular 
MGA. 


Vauxhall 





kK PERKINS, LTD., Peterborough, 
¢ England, reports that a Vaux- 
hall Velox with a 1.6-liter Perkins 
Four 99 diesel engine created wide 
interest at the Poznan International 
Trade Fair. 

The car made a 3,200-mile round 
trip through Brussels, Cologne, 
Hanover, Berlin and Frankfurt-on- 
Oder. It averaged 45 miles per gal- 
lon, Perkins said. 

In Poland, the car was demon- 
strated to leading technicians of 
Warszawa Car Factory, which 
manufactures the Russian Pobeda 
under license, 

* * ca 

Lloyd 
PPOINTMENT of two new 
Lioyd distributors was an- 
nounced by Lloyd Cars Corp. of 
America, importer of the German- 

built auto. They are: 

Flushing Imported Cars, Inc., 
135 Northern Blvd., Flushing, N. Y., 
for metropolitan New York City, 


New Jersey, Central Pennsylvania 
and Eastern New York. 

Allied Importers, Inc., 
Berkeley St., Boston, for Massachu- 
setts, Rhode Island, Vermont, New 
Hampshire and Maine. 

Meanwhile, the factory an- 
nounced that the Lloyd Alexander 
was the most economical of 27 
cars which finished the 1958 Mobil- 
gas Economy Run in Africa for 
series-production cars. The Lloyd 
averaged 46 miles per gallon, the 
factory said. 

In an endurance test in West 
Germany, the Lioyd beat all 
German and other foreign com- 
petitors, the factory added. 

Lloyd Car Distributors of Chi- 

(Continued on Page 46, Col. 1) 
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How They Fared ... 





First Half Truck Output —'58 vs. '57 


(U. S. Production) 



























Total Pct. of Total Pet. of Gain 

Output, Ist Half Output, ist Half or 

1958 Output 1957 Output Loss 

CHEVROLET vccesveeed 49,240 33.68 187,160 32.65 +1.03 

DIAMOND T. .....0...0.... 2,810 0.63 2,512 044 +0.19 

I ooo ccxcieastccevinnicueonil . 1,405 0.32 1,795 0.31 +0.01 
| DODGE. ......... aT 6.85 41,522 7.24 —0.39 |F 
IID nes ssesccseesesecccsssveeses ARB SOS 26.16 185,108 32.29 —6.13 ] 
BE il dienitinitiontimnren 31,902 7.20 35,372 6.17 +1.03 |) 
INTERNATIONAL. ...... 48,368 «11.03 58,988 1029 +0.74 [7 
MACK#** ooo. 7,549 1.70 9,106 159 80.11 |F 
STUDEBAKER. ............... 3,127 0.71 5,603 0.98 —0.27 |f 
WHITE**®*® ooo. 8,898 2.01 10,299 180 =+0.21 |) 
> __ SCERERRES 40,834 9.22 33,800 5.89 +3.33 | 
MISCELLANEOUS** 2,193 0.49 2,044 035 +014 | 
Total Trucks, U. S.......443,066 100.00 573,309 100.00 ¥ 


** Miscellaneous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, 


ete. 


in Mack totals. 
| 


New York BBB Begins 


*** Autocar, Freightliner, Keo and Sterling are included in White totals; Brockway 


Cnn a ee 


roti 


‘Crackdown on Auto Ads 


NEW YORK.— With complaints 
| against auto retailing practices 
running 19 percent ahead of 1957, 
| the Better Business Bureau has 
begun a campaign to eliminate un- 
ethical advertising through public 
exposure. 

A new State law concerning the 
| publication of fraudulent or mis- 
leading advertising will aid the 
BBB in its campaign. 
According to Hugh R, Jackson, 
| bureau president, bait advertising 
|is the most flagrant current abuse. 
| This is the practice of luring cus- 
tomers by advertising a nonexistent 
car or one which the dealer has no 
| intention of selling. 


has no legal powers, it tries to 
persuade merchants to mend their 
ways. If unsuccessful, the charge of 
unscrupulous dealing is submitted 
to City licensing agencies or law- 
enforcement agencies for possible 
action. 


In the past, the bureau has re- 
frained from naming names, but 
under the new policy errant dealers 
will be identified publicly, Jackson 
said. 

Under a new law, the state 
attorney-general can obtain a 
court order restraining publica- 
tion of fraudulent or misleading 
advertising. The order is against 





Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1958, by Automotive News) 


Aptco Auto Auction. 


July 9 
BUICK — "57 Century conv., $2,000° 
(ps); Hardtop, $2,000°; Special Ri- 
viera Hardtop, $1,910° (ps). 

"56 Super conv., $1,475°; Special 
conv., $1,325°. 

‘55 Super Riviera, $1,050° (ps); se- 
dan, $840° (ps); Special sedan, 
$925°*, $740°. 

sedan, $730°; Riviera, 
coupe, $2,240*° 
(ps). 

'54 (62) sedan, $1,560°*. 

"53 (60) coupe, $585° (ps). 

"52 (62) sedan, $540° (ps). 

CHEVROLET—’58 Impala (8) coupe, 
$2,300*; Bel Air (8) Hardtop, $2,- 
200*; One-fifty sedan, $1,625. 

‘57 Bel Air station wagon, $1,880°; 
conv., $1,705*, $1,425; Hardtop, 
$1,590*°; Two-ten (8) station wag- 
on, $1,635*; sedan, $1,530°. 

"56 Bel Air (8) conv., $1,225*, $1,- 
100°; sedan, $1,225*; Two-ten (8) 
station wagon, $1,330*; sedan, 
$995°, $915. 

"55 Bel Air (8) conv., $945° (ps); 
sedan, $775. $715. 

"53 sedan, $450, $320. 

CHRYSLER — '56 NY sedan, $1,625* 
(ps); Windsor sedan, $1,350* (ps). 

DODGE—’57 Coronet Hardtop, $1,700*, 
$1,675°*. 

‘56 Sierra station wagon, $1,515* 
(ps). 

‘55 station wagon, $750; Royal 
Lancer Hardtop, $825*. 

"53 Coronet sedan, $205*. 

FORD—’58 Thunderbird, $3,705* (ps). 

‘57 Retractable Hardtop, $2,115*, $1,- 
850°, $1,650*; Fairlane (8) 500 
Hardtop, $1,700* (ps), $1,660* 
(ps), $1,625*, $1,560; Ranch Wag- 
on, $1,780*, $1,700*, $1,675*, $1,- 
= ; Custom sedan, $1,410*, $1,- 


56 Thunderbird, $2,125* (ps); sta- 
tion wagon, $1,375*, $1,300*; Fair- 
lane (8) conv., $1,170*; sedan, §$1,- 
160°, $1,065; Custom (8) sedan, 


*Indicates automatic transmission or 


Sale every Wednesday. 


| $1,015*, $1,000° (ps), $945°. 

‘SS Fairlane sedan, $750°, $650. 

"54 Custom sedan, $380. 

"53 Custom sedan, $325°, $200. 
IMPERIAL—’'55 sedan, $950*. 
LINCOLN —'55 Capri sedan, $1,015*° 

Cosmopolitan Hardtop, $500*. 
$1.- 


Medal- 


(ps); 

MERCURY —' 57 
675° (ps). 

’56 Montclair conv., 
ist 2-dr., $800. 

'55 Montclair Hardtop, $930*. 

'54 Monterey Hardtop, $525°, 
2-dr., $405°. 

NASH—'54 Statesman 2-dr., $400. 

'53 Ambassador sedan, $300. 

OLDSMOBILE—'56 (98) Holiday, §$1.- 
800° (ps), $1,545* (ps); (88) Holi- 
day, $1,560°, $1,525°, $1,335°; se- 
dan, $1,260°*. 

"55 (98) coupe, $1,335° (ps). 

"54 (88) Super sedan, $715°* 
(88) coupe, $695°. 

"53 (88) sedan, $405°. 

"50 (88) sedan, $225°. 

PLYMOUTH—'58 Belvedere (8) 
$2,080° (ps). 

57 Fury coupe, $1,925*; 
(8) Hardtop, $1,620*, $1,600*; 
dan, $1,350°; station wagon, 
850°. 

'56 Plaza Suburban, $850; 
dan, $765, $745, $690. 
‘55 Belvedere sedan, $745*, 

$645°. 

PONTIAC—'56 Chieftain station wag- 
on, $1,260*°; Hardtop, $1,085*; Star 
Chief sedan, $1,225* (ps). 

’55 Chieftain sedan, $850*, $790*; 
Star Chief sedan, $755°. 

’54 Chieftain conv., $550*. 

RAMBLER—’57 station wagon, $1,640*. 

"56 sedan, $1,000. 

"54 sedan $665*. 

seUoenAnEn es Commander coupe, 

MISCELLANEOUS—’57 Chevrolet 3100 
pickup, $1,050. 

‘56 Chevrolet 3100 pickup, $715; Ford 
F-250 express, $625. 

’50 Chevrolet wrecker, $1,150. 


Montclair sedan, 


$1,000° ; 


$400; 


(ps); 


sedan, 


Belvedere 


Savoy se- 
$700", 





overdrive and (ps), power steering. 


Other Auctions Are on Pages 26, 30, 32, 40. 





Jacksoy said that since the BBB) C 
|up unhealthy situations by cooper- 


SSS SS 


the advertiser, not the publica- 

tion. 

Jackson explained that this law? 
makes it illegal to circulate mis- 
leading statements. Formerly, he 
said, it was necessary to show that 
someone had been victimized. 

In addition to baiting, the bureau 
has received numerous complaints 
about misleading price ads and ads 
offering fictitious tradein allow- 
ances, Jackson said. 

The BBB president added: 
“While the findings of the bureau 
are by no means typical of all 
dealers, they do reflect conspicu- 
ously on the industry as a whole, 
and the problem here has become 
critical. 

“It is up to the dealers to clean 


ating with the bureau. Those who 
do not will face stern punishment.” 


Are These Specs 
For U. S. Maker’s 


Smaller Car? 


; 
DETROIT. — Industry gossips in 
the Motor City, who are certain 
that General Motors has a “smal 
car” up its sleeve for introduction 
next year, might try on these 
specifications for size: 

A 108-inch-wheelbase sedan which 
is 49.8 inches high, 69.5 inches wide 
and has a five-inch ground clear 
ance. Chassis suspension is inde 
pendent front and rear, with coil 
springs at each wheel. 

The floor, body sills, engine sup- 
ports and body shell are fused into 
one integral structure and the body 
sill houses the exhaust system. 

Brakes are of the external type 
and have radial blades to help dis 
sipate heat. 

The six-cylinder engine has an 
overhead cam and utilizes fuel in- 
jection. 

With a compound-wrapover wind- 
shield; split, wraparound bumpers, 
and sculptured front fenders, over- 
all styling is reminiscent of Cadillac 
and Corvette. 

Is this GM’s small car for 1960! 

Guess again. It’s the LaSalle IL 
first displayed at GM’s 1955 Motor 
ama. 


CARS Awards 


16 Franchises 


FORT LAUDERDALE, Fla. — 
Cars Rental System, Inc., ha’ 
awarded franchises to 16 new-caf 
dealers, They are: 

Rupp Chevrolet Corp., Lynbrook, 
N. Y.; Norton Buick Co., Inc., Tulsa 
and Oklahoma City; Gibb Chevro 
let Co., East Orange, N. J.; H 
Ward Buick, Inc., Huntington, W. 
Va.; C. A. Trussell Motor Co, 
Athens, Ga.; Person-Miller Ford 
Inc., Williamsburg, Va. 

Courtesy Motor Sales, Inc., Chi- 
cago; Lokey Motor Co., Clearwater, 
Fla.; Randall & Blakely, Inc., Grif- 
fin, Ga.; Fawber’s Garage & Service 
Station, Harrisburg, Pa.; Dean 
Pack Motor Co, Logan, Utah; 
Swarthout Chevrolet, Inc., Whiting 
Ind.; Union Garage, Inc., Buffalo; 
Melrose Motors, Inc., Oaklan 
Calif.; Herbert Jones Motors, Lit 
Rock, Ark., and Henderson Moto 
Arcadia, Calif. 
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8 out of 10 people remember Outdoor Advertising!’ 





OUTDOOR ADVERTISING INCORPORATED 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM . aie 





60 EAST 42ND STREET, NEW YORK 17, NEW YORK - ATLANTA - BOSTON - CHICAGO - DALLAS - DETROIT - HOUSTON - LOS ANGELES - PHILADELPHIA - ST. LOUIS - SAN FRANCISCO - SEATTLE 
“Urban Poster Readers — Starch Continuing Study of Outdoor Advertising 





8 


If Handled Right... 
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Collecting Old Debts 
Held Goodwill Prop 


By Ernest W. Fair 
Staff Correspondent 
UILDING an automobile dealer- 
ship and service business calls 
for not only holding onto every 
customer but obtaining new ones 
as well. Too often dealers direct 
maximum effort toward the latter 
and forget the former. 


The result is a constant parade 
of leaving and arriving customers 
and no appreciable gain in busi- 
ness volume and profit. 


One of the most neglected phases 
of retaining customers is in han- 
dling those who become delinquent 
in their accounts, Dealers are faced 
with the necessity of making such 
collections and keeping the cus- 
tomers’ friendship and business at 
the same time. 

+. * * 


OW to do it? There’s no set 
formula because each situation 
usually is different. But there are 
a number of steps that can be 


taken in making those collections | 


which will bring about the primary 
purpose and still retain the future 
business of each such individual. 
Here they are: 


Don’t wait too long to take ac- 
tion—it is always much easier to 
make collections on past-due ac- 
counts 


When they grow too large for the 
customer to handle, situations arise 
which lead to misunderstandings 
and strained relations between 
dealer and customer. 

These can quickly turn into ill 
feeling which makes the collec- 
tion itself more difficult and 
makes it certain that little busi- 
ness can be expected from that 
individual in the future. It’s also 
much easier to work out pain- 


Mack of Canada 
Buys Home Tires 


TORONTO. — Mack Trucks of 
Canada, Ltd. now is purchasing 
its tires in Canada instead of the 
U.S., according to D. C. Gaskin, 
executive vice-president and gen- 
eral manager. 


“Last year,” 





Gaskin said, “our 


trucks for sale in Canada came in| 


equipped with more than $600,000 
worth of U.S. tires. Now, we buy 


tires in Canada and ship them to) 


the U.S., and the trucks come in 
with Canadian tires.” 


The Canadian subsidiary now im-| 


ports its trucks from its parent 
company, but property has been 
purchased at Three Rivers, Que., 
with an eye toward establishing an 
assembly plant and, ultimately, 
manufacturing facilities. 


Steering Without Hands— 


An electronic device for steering automobiles to make driving possible for those 
who cannot use their hands or upper extremities has been invented by M. Arnold 
Lerman, founder of Arnold Foundation, Inc., New York, Kiddy Kelly, model, demon- 


strates the foot-steering yoke that fits the 


in a friendly atmosphere | 
while the amounts still are small. | 


less payment on small amounts 
than on a large sum, 


Keep totals under control. Have 
understood credit limits and ad- 
here to them. This fixes the re- 
sponsibility for subsequent action 
squarely upon the customer’s 
shoulders and provides less oppor- 
tunity for resentment against the 
firm. 


Treat each problem as an indivi- 
dual one. Credit systems and col- 
lection systems have their purpose, 
but their big weakness is that they 
cannot take into account the indi- 
vidual problems surrounding each 
customer being delinquent. 

* * +” 


AKE the first collection con- 

tact a friendly one, and don’t 
make any implied threats of what 
will happen if the bill is not paid 
immediately. 

Most customers are more than 
willing to cooperate in paying de- 
linquent bills, If a dealer proceeds 
on a friendly basis from the very 
start, the really worthwhile cus- 
tomer’s business will be retained. 

There’s always plenty of time 
after the initial contact to “get 
tough” with those who require 
such methods. 

Use collection agencies as the 
last resort. Wise dealers always 
hold off turning an account over 
to a collection agency until there 
| is no other course open. 

Rare indeed is the collection 
agency that cares about retaining 
the goodwill of the person involved. 
Their earnings depend on collec- 
| tion and that is all they are con- 
}cerned about. 

Only when a dealer feels the 
;future business of a customer is 
not worth having is it advisable 
| to turn accounts over to such 
| agencies. 
| When the bills climb beyond the 
|}usual amount allowed or become 
|too delinquent, put the customer 
on a cash basis plus part payment 
}on the old account each month. 

This is a good way out of a 
| difficult financial situation for 
(Continued om Page 43, Col. 1) 
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| A Telephone Sales Clinic— 








“Cold” calls in hot weather bring warm prospects—that's what 142 sales managers 
and salesmen from Lincoln-Mercury dealerships learned when they participated in a 
series of telephone sales clinics in Chicago. The meetings drew representatives from 
56 dealerships, and served as clinics in which more than 900 calls resulted in 95 
appointments for demonstrations and 104 referrals. Arranged by the M-E-L sales 
training department and by Chicago district dealers, the telephone prospecting 
clinics gave a practical demonstration of how the effective use of the phone creates 


prospects. 





Survey of Manufacturers Shows... 


Salesmen’s Pay Up 4.2% 


NEW YORK. — Salesmen in| 
American manufacturing companies 
are earning about 4.2 percent more | 
than they did last year, according | 
to a survey of 32,000 sales personnel | 
just completed by the American 
Management Assn. 

Results of the study—the third) 
annual survey of AMA’s Executive | 
Compensation Service— show that} 
total compensation paid to sales- 
men varies widely, principally with | 


Solberg Heads Group 


GREAT FALLS, Mont. — Robert 
W. Solberg, general manager of 
Bison Motor Co. (Ford), has been 
elected president of the Great Falls | 
Auto Dealers Assn., succeeding 
Donald Suhr jr., Suhr Buick Co. 
R. J. Christopher, of Rice Motors 
(Cadillac), was elected vice- 
| president, and A. J. Breitenstein | 
| was reelected secretary. Directors 
jare Suhr, Harry Jardine, Jardine 
Motor Co., and Richard Bennett, 
| Bennett Pontiac Motors. 








the level of responsibility and the 
type of market served. 

In general, the range of com- 
pensation paid to consumer- 
products salesmen is significantly 
lower than that paid to industrial- 
products salesmen, However, dur- 
ing the past year the average 
earnings of consumer - salesmen 
increased 6.9 percent while indus- 
trial products salesmen increased 
their take-home pay only 3.2 
percent. 

Reflecting what seems to be a 
trend toward more use of incentive 
compensation plans, more than 75 
percent of the firms surveyed pay 
their salesmen bonuses and/or com- 
missions. These incentive payments 
range from less than 10 percent to 
100 percent of total compensation, 
depending on the type of plan and 
the industry. 

Salesmen who receive bonuses or 
commissions are paid lower salaries 
than are salesmen on salary alone, 

(Continued on Page 43, Col. 2) 








Spitzers Refuse to Stand Still 


Eprror’s Nore: This is the first 
of a series of articles on new-car 
dealers who are expanding or re- 
locating their facilities in a reces- 
sion year. Dexter Chevrolet, De- 
troit, will be the subject of the 
next article. 

> > 


ELYRIA, O. — John and Del 
| Spitzer believe that a _ standstill 
|operation is a declining operation. 
'They have no intention of letting 








left foot; the car is steered by turning the 


foot slightly from left to right. It took two years to develop this device at a cost of 
over $10,000. Lerman also invented the stair climbing wheel, hand controls for legless 
drivers, motorized wheel chairs, self-operating braces which eliminate crutches, and 


power brakes for cars. 


their giant Spitzer Management, | 
Inc., fall into that category. 

Recession or no, the brothers | 
feel that opportunity for business 
in the U.S. today is greater than | 
ever before, and they plan to | 
continue to expand their organi- 
zation as much as possible. 

They feel that Northern Ohio 
offers an exceptionally fine poten- 
tial to be developed, but it must 
be noted that the Spitzer colossus 
is nationwide. It consists of 24 
corporations which did a combined 
volume of $50 million last year. 

The corporations employ about 
700 persons. Seven years ago, there 
were only 100 on the payroll. 
Although the organization in- 
cludes real estate holdings, finance 
firms, building and supply facilities 
and distribution services, John and 
Del Spitzer, along with their 
brother Stewart, of Grafton, O., are 
most widely known for their auto- 
motive operation, 

They own 14 dealerships in five 
states, and the Spitzer Manage- 
ment letterhead proclaims that 
the firm is the “world’s largest 
Dodge dealer.” 

Other members of autodom’s Big 
Three also benefit the Spitzers’ 
abilities. Their franchises include 
Buick, Ford, Edsel, Lincoln- 
Mercury and English Ford, plus 
Plymouth and DeSoto. 

The Spitzers opened an M-E-L 
and English Ford dealership in 
Elyria June 27. The new firm, Hart- 
ford Motors, Inc., has a crew of 10 
salesmen under the managership of 
Ed Gorton, who has worked for 
Spitzer agencies in Cleveland and 
Grand Rapids. 

Nine of their deals are in Ohio— 
two each in Elyria, Cleveland and 
Grafton and single outlets in Co- 
lumbus, Mansfield and Lorain. 
There also are two in Little Rock, 


‘ 


Ark., and one each in Miami, New 
Orleans and Grand Rapids, Mich. 


They sold 24,000 cars last year 
and, despite the recession, moved 
more units in May of this year 
than in the like month of 1957. 
The organization operates its own 
fleet of eight haulaways. 


The Spitzers’ newest large- 
seale business is a car-leasing 
firm which was formed last year 
and now extends into 40 states. 
They predict further expansion 
for this phase of their organiza- 
tion. 


The Spitzers keep in close touch 
with their far-flung enterprises. 
Reports of all activities under their 
control are received by teletype at 
their Elyria headquarters each day 
before 11 a.m. 


Every phase of the auto business 
is detailed for each dealership in 
books of standard procedure. Each 
month, there is a meeting of the 
general managers plus sessions of 
the Elyria headquarters staff. 


“People make the whole thing 
go,” says John Spitzer in comment- 
ing on the entire organization. 


He is quick to praise the work of 
those he considers “high-caliber” 
persons, and he lauds all employes 
for desire and willingness to work 
and learn. 

Both John and Del feel that 
the ability to analyze a situation, 
make a quick decision and act on 

it immediately is a desirable 
characteristic of management 
personnel. They strive to develop 
men with those qualities. 

The Spitzer story dates back to 
1908 when their father, the late 
George H. Spitzer, opened a small 
hardware business in Grafton. 

As he developed his business, the 
elder Spitzer put his sons on the 
road as hardware salesmen for 
neighboring rural residents. They 
learned well and have continued 
learning through the years. 





Program to Ease 
Debt Load of S-P 


Is Rumored 


DETROIT. — A deal to rel 
Studebaker-Packard Corp. o 
major part of its debt was b 
rumored in financial circles at p 
time last week. 


Rumor has it that banks wi 
advanced S-P a major part of 
long-term borrowing will ac 
preferred stock in lieu of paym 
on loans, cancelling the bank ¢ 


The report has bobbed up sev 
times in financial circles in the 
few months. The reports have t 
denied by S-P and the banks. 

The current report says that 
money will be put into the comp 
from an outside source, in addi 
to the cancellation of the loan | 
ments. The deal reportedly wil 
announced Tuesday (July 15). 

Financial circles say that Cur! 
Wright will not exercise its op 
to buy S-P stock and take « 
the company. Curtiss-Wright 
portedly is having difficulties ir 
own field at the present. 

The report of S-P sheddin 
part of its debt was strengthe 
when the company’s stock wen! 
sharply last Thursday after a 
cent downswing. Stock ma 
insiders apparently feel thers 
good reason for buying into 
now. 


Automation KO’: 
Tire-Number Lat 
In Cleveland 


CLEVELAND.—New-car des 
no longer have to file with Cl 
land police tire serial number: 
cars sold, as a result of a televi 
report on tire production meth 

Following the program, Cl 
land’s Police Chief Frank § 
said he will seek state legisla 
for a return to individual num 
ing of tires “in an effort to 
police crack down on tire theft: 

The KYW-TV program ki 
the props from under Clevela 
20-year-old ordinance calling 
registration of all tire number 
new-car dealers, immediately 1 
sale of a car. 

The ordinance has prove 
model for other communities, 
cording to Sgt. John Farrell, 
stated that “because of automa 
procedures by Goodyear Tir 
Rubber Co. and U.S. Rubber 
individual serial tire numbe 
had been replaced by lot num! 

“Since each lot may include | 
dreds of tires with the same rn 
ber, it makes our job of tryin 
trace and prove ownership of | 
virtually impossible,” he said. 


Pontiac Dealers Elect 


CHICAGO.—Wendell Johnsor 
Hendrickson Pontiac, has b 
elected president of the Por 
Dealers of Metropolitan Chic 
and Hugh Wehmeier, of Commu 
Motors, Stony Island, has b 
named secretary-treasurer. D 


tors are W. L. Lovejoy, Wa 
Motor Sales, Inc.; Tony Piet, " 
Piet Motor Sales, Inc., and V 
Stanlik, Franklin-Weber Moto 


Wem LOL 
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Safety Message— 


This safety poster is being direct 
motorists in France during a safety 
paign sponsored by Citroen. It c 
this message: “Respect the yellow 
it's your safety line.” 
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Spicer Universal Joints... 
for 30,000 Applications 


Where Quality Must Be Highest 
You'll find Spicer joints on all kinds of aircraft— 
where there can be no compromise with quality. 


Where Dynamic Balance Is Critical 

You'll find Spicer joints in aircraft and automo- 
tive applications — where joints must be dynami- 
cally balanced to the most exacting limits. 


Where Toughness Is Essential 

You'll find Spicer joints in oil field equipment — 
where dirt and grit are thickest, where long joint 
life is a must. 
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One Basic Design 
Adaptable To Your Power Transmission Needs 
Designers have used Spicer universal joints for 
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over 50 years in more than 30,000 ways .. . in the 
automotive, aviation, transportation, marine, agri- 


cultural and industrial fields. 


Spicer offers a wide selection of flange and yoke 
types, and a complete range of sizes to suit each 


individual requirement. 


Whatever your universal 
joint and propeller shaft problems, Dana en- 
gineers can help you. Write for Spicer Needle 
Bearing Universal Joints Bulletin No. 233. 


AUTOMOTIVE: T Shofts, Axles, RARROAD: Transmissions, Universa! Joints, Propeller Shofts, 
feneaes iilinennas Mamieteereee doer nes, Power Toke- Generator Drives, Rail Car Drives, Pressed Stee! P. 
Of, Power Teke-Of Joints, Clutches, Frames, Forgings, Stompings. Traction Motor Drives, Forgings, Stompings. re 
INDUSTRIAL VEHICLES AND EQUIPMENT: Transmissions, Universo! AGRICULTURE: Universal Joints, Propeller Shafts, Axles, 
Joints, Propeller Shotts, Axles, Geor Bones, Chuiches, Forgings, Power Take-Offs, Power Take-Off Joints, Clutches, Forgings, 


AVIATION: Universal! Joints, Propeller Shofts, Axles, Gears, MARINE: Universo! Joints, Propeller Shafts, Gear Boxes, 
Forgings, Stampings. . Forgings, Stompings. 
Many of these products manufactured in Conade by Hayes Stee! Products Limited, Merritton, Ontario 

















How They're Pushing Sales 





Open Letter to Prospects 


N “AN Open Letter to Atlantans,” 

Fred Walters Oldsmobile-Simca 
recommended that those planning 
to buy a new car within the next 
year or two “buy, any make, now” 
to get the best bargains being of- 
fered. The firm added that it had 
“the best values in town.” 

“If you feel after thoughtful re- 
flection, as I do, that the only way 
that car prices can go in the future | 
is up, then I hope you will make} 
an investment in good transporta- 
tion now, and that you will let us 
show you why it is to your advan- 
tage to trade with us,” said Fred 
J. Walters, president of the firm. | 


a * * 



















Soetje Bought It Back 


N LaPORTE, Ind., one day, a 
customer approached Ford| 
Dealer Eldon Soetje, pointed to his | 
car and said: “You sold it to me. 
Do you want to buy it back?” 
Soetje did. Now the car—a 1930) 
Model A sedan—stands on the} 
showroom floor with a sign that} 
reads, “One-Owner Car.” According | 
to Soetje, “It shows people we're} 
not newcomers in this business.” | 
Soetje has used his Model A | 
in advertisements to develop the | 
veteran-dealer threme. It’s also | 
available for parades and other | 
special occasions. 
The car is in excellent oonensen. | 
| 






















































The speedometer shows less than 
12,000 miles, and everything except 
the battery is original equipment. 
But it’s not available for demon-| 
stration rides. Salesmen know it’s 
the boss’ property — nobody but 
Soetje lays a hand on the wheel. 


* * > 


‘Price List Open to All 


ARRY SOMMERS, INC. (Chrys- 
ler), Atlanta, is playing up fair 
dealing in its ads. A recent ad read: 
“We oppose the packing of auto- 
mobile and accessory prices, be- 
cause the pack is deceptive and is 
intended to confuse the prospective | 
buyers. We follow factory-suggested 
prices, and our price list is avail- 
able to everyone.” 
- 


One-Hour U. C. Sale 
IEHLER PONTIAC, Rochester, | 
N. Y., promoted used-car busi-| 
ness with an unusual one-hour sale | 
from 2 to 3 p.m. on a Saturday. 

Twelve specially priced cars were 
offered. Cars not sold during the 
hour were restored to the previous 
price. 

Customers were urged to come to 
the lot Friday night or early Sat- 
urday, pick out a car and talk to 
a salesman regarding terms. Then 
the customer was told to return at 
2 p.m. Saturday to complete the 
deal. 

A newspaper ad was used to fea- 
ture the 12 sale-priced cars. 

. = = 


Shopping Center Show 


OCAL merchants and members 

of the Wood County Automobile 
Dealers Assn. combined to stage a 
two-day auto show at the Park 
Center Shopping Center, Parkers- 
burg, W. Va. 

More than 40 cars were displayed, 
and there was free lemonade for 
the visitors. 

« = * 


‘Double Tradein’ 


AVONE AUTO SALES 
(Chrysler-Plymouth), New 
York, offered customers a “double 
tradein allowance on any make or 
model, with any equipment ... up 
to and including ’56 models” against 
the purchase of a 1958 Chrysler or) 
Imperial. | 
The dealership said it would use 
the NADA handbook as its guide 
to establish the value of the cus- 
tomer’s tradein. 


| 

| 
* * * | 
| 








Dealer Ad Ideas 


small cuts of the car which we 
feature as a ‘Weekend Special’ 
has certainly paid off,” the letter 
read, 

“Our ad picturing a ’55 Ford 
Country Sedan brought us several 
interested prospects and sold the 
car just before noon on the first 
day it was offered. This weekend's 
special, a '53 Ford, was sold by 
telephone before 8:30 a.m. on the 
first day.” 


* + = 


He’s No Hair-Splitter 

ep wll STEIN, Philadelphia 
Chevrolet dealer, said in his 

advertisements he was willing to 

sell a car for a profit of no more 

than “the price of two haircuts 

and a massage.” 

In ads showing a barber cut- 
ting his hair, Stein said he did not 
“believe in splitting hairs.” For a 
“very small profit margin,’ he 
said, he was wililng to deliver to 
customers “a trim new Chevy.” 
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This is because he sells “Chevies 

as much for fun as for profit,” 

he claimed. 
of * * 


| Convertibles Get a ‘Push’ 


| HILANZ OLDSMOBILE, Inc., 
Rochester, N. Y., made a strong 
| bid for convertible business with 
the return of warmer weather to 
Western New York. 

The firm set up a display of 26 
convertibles on its parking lot and 
featured a photo of the display in 
an eight-column newspaper ad. 
Prospects were invited to come in, 
browse around and take a test 
drive without obligation. 

ad > * 


Volkswagen Picnic 
LARGE crowd turned out for 
the second annual “Volkswagen 
Picnic” at Cove Point, Lake Dun- 
more, in Leicester, Vt., under spon- 
sorship of Lindhom Motors, Rut- 
land, Vt. 

Admission was “by Volkswagen 
only,” and owners of the imported 
German cars were invited to bring 
their families and friends to the 
“fun for all” gathering. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend. Use it often for statis- 
tics, buyer information and personnel data 











Lead Louisville Plymouth Dealers— 


Newly-elected officers and directors of the Louisville Plymouth Dealer Assn. are, 
seated, from left, Ed Shannon, president; Bob Smith, vice-president; Claude Boone, 
treasurer, and George Riggs, secretary. Standing: Directors Gilbert Marx, Henry 
Graves, Walter Bales, and Carl O'Daniel. 








A first class building doesn’t have to be high cost 


ooote” 


The car business today is too competitive to tie up im- 
portant money in a high-overhead palace. This is cer- 
tainly true when you can buy a dealership building that 
is ideally suited to motor sales and service—and costs 


less to build, as well. 


Such a building can be yours. with the Butler Building 
System and your nearby Butler Builder. 

Unusual economies are possible in Butler construc- 
tion. The pre-engineered metal components are mass- 
produced, lowering their cost to you. Inexpensive curtain 
walls are used. You save on labor and materials. It all 
means that you get a superior building for no more, and 


IT’S A BUTLER 


usually for far less, than traditional construction. 

You also get a building that helps you sell both cars 
and service. Architectural treatment can be as com- 
manding as you wish. Load-bearing frames permit use 
of all the glass you need for showroom effect. And you 
get a bright, naturally ventilated, post-free service area 
that is superior to any construction at any price. 


Ask your Butler Builder for the facts on this low-cost way to get 
an efficient, truly first class facility. He'll give you a free copy 
of Butler’s new booklet, ‘The Building That Helps You Succeed.” 
His name is listed under “Buildings” or ‘Steel Buildings” in the 
Yellow Pages of your phone book. Or, write us direct. 



















letter. 
“Your suggestion on using 


Il. © Detroit, Mich. ¢ Cleveland, Ohio © Pittsburgh, Pa. * New York City and 
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New LOOK-Politz study documents the 





tremendous car-market | 


THE AUDIENCES OF NINE MAGAZINES, a new national 
study conducted for Look by Alfred Politz Research, Inc., 
underscores two points of vital significance to automotive 
manufacturers: (1) the power of magazines, singly or in 
combination, to reach vast numbers of people; and (2) 
the tendency of magazines to concentrate their coverage 
among top prospects for automotive sales. 


This massive key-prospect coverage is clearly illustrated 
in the audience tables at right, based on the 1958 LookK- 
Politz study. They show the average-issue readership of 
nine major magazines by three audience classifications— 
all people aged 10 and over, people in car-owning house- 
holds and people in new-car-buying households. The latter 
two groups are widely regarded as being the best custom- 
ers for automotive products. 


You will note that each magazine reaches a higher per- 
centage of the key-prospect groups than of the total popu- 
lation. An average issue of LOOK, for example, is read by 
21.6 per cent of all people aged 10 and over, 23.9 per cent 
of people in car-owning households and 27.6 per cent of 
people in new-car-buying homes. 


This means that an automotive advertiser in just a single 
issue of LOOK will expose his sales message to about one 
of every four people in America’s best-prospect families. 


Along with this tremendous number of selling opportu- 
nities, the magazine advertiser enjoys relatively low costs. 
The nine magazines listed in the tables deliver their read- 
ers for an average of only $1.03 per thousand, based on 
latest-announced black-and-white page rates. Costs for 
individual magazines range from $.82 to $1.56. 


Year after year, audience studies confirm the massive 
impact of America’s great magazines. This continuing 
research, used in conjunction with advertising rates, leads 
to one firm conclusion: Through magazines, automotive 
advertisers reach more prime sales prospects, more effi- 
ciently, than through any other national medium. 


ALL PEOPLE 


All People in U.S. 
Aged 10 and Over 


Reader's Digest 

Life 

LOOK 

Saturday Evening Post 
Better Homes & Gardens 
Ladies’ Home Journal 
McCall's 

Good Housekeeping 
Time 













PER CENT 
COVERAGE 


AVERAGE 
ISSUE AUDIENCE 










129,100,000 
34,950,000 
32,100,000 
27,900,000 
21,950,000 
15,950,000 
13,350,000 
12,700,000 
12,350,000 
10,100,000 


27.1 =p Re 
24.9 fli 
21.6 {LU 
170 | 
12.4 
10.3 
99 
9.6 
78 
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READ BY 27,900,000 PEOPLE) 








;coverage by magazines 


CAR OWNERS NEW-CAR BUYERS 


AVERAGE 
ISSUE AUDIENCE 














PER CENT 
COVERAGE 













AVERAGE 
ISSUE AUDIENCE 


PER CENT 
COVERAGE 













All People in Households All People in Households 





Owning One or More Cars 101,200,000 100% Owning Cars Bought New* 51,300,000 

Reader’s Digest 30,450,000 | 30.1 Reader's Digest 17,900,000 | 349 

Life 27,500,000 | 27.2 Life 16,500,000 | 321 
LOOK 24,200,000 | 23.9 LOOK 14,150,000 | 27.6 
|Saturday Evening Post | 19,350,000 | 191  § Saturday Evening Post | 11,500,000 | 225 
| Better Homes & Gardens | 14,400,000 | 142 Better Homes & Gardens 9,400,000 | 183 
Ladies’ Home Journal 11,450,000 | 113 Ladies’ Home Journal 7,200,000 | 141 
| McCall’s 10,900,000 | 108 McCall's 6,400,000 | 125 
Good Housekeeping 10,600,000 | 10.5 Good Housekeeping 6,100,000 | 11.9 
Time 8,900,000 8.8 Time 9,950,000 | 11.6 


%* Based on latest model owned. 


a LOOK THE EXCITING STORY OF PEOPLE 





AUTOMOTIVE NEWS, JULY 14, 1958 
| vrve News that “the isotope is an 
instrument for learning new things. 
It will increase in importance but 
a lot of work will have to be done 
first. We are now getting a lot of 
the information we need. But, there 
is still a terrific lack of informa- 
tion.” 

Rassweiller said GM uses iso-| 
topes for “in-plant” production and 
research purposes. The “in-plant” 
purposes consist largely of radiog- | 
raphy for showing up the flaws in| 
castings and for gauging the thick- | 
ness of metal. GM now has more 
than 20 density-thickness gauges in| 
use in three plants and several 


. ay in Auto Industr radiography installations which use 
Isotope Making Headway y | Cobalt 60. 


a S the auto industry doing with radioisotopes? a 
Radioisotopes, which are unstable versions of elements GM Sets Up Isotope Lab 
that give off alpha and beta particles and gamma rays as T° ACQUIRE some of this 


they disintegrate, are slowly” missing information and to ex- 
finding their position in cer- plore potential uses of radioisotopes, 
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TURNINGS 


by 





Joseph M. Callahan 


Engineering Editor 











more support for the civilian 
atomic-energy program, 


tain sectors of the industry. 
However, the flashy and fabulous 

future that was predicted for them 

in industry generally has not ma- 


terialized and is not expected to| 


materialize in the near future. 
Two factors are largely responsi- 

ble for the current status of the 

industrial isotope. One is that the 


The other factor is that the 
program has been slowed down | 
by fear of atomic radiation be- 
cause of the A-bomb, This has 
been a compelling reason for lim- | 
iting the number of isotope ap- 
plications, as well as for deterring 
people from entering the field. | 
Dr. Gerald Rassweiller, director | 


| GM established what is believed to 


| be the biggest and best independent 


GM Researcher Handles Isotopes— 


Dr. Alexander Somerville, 


head of the GM 


Isotope Laboratory, pours a liqu 


isotope lab in the country at the containing radioisotopes inside a glove box at the lab. 


+M Tech Center in Warren, Mich., 
| 2% years ago. 

Dr. Alexander Somerville, su- 
pervisor of the 19,000-square-foot 
lab and its 25-person staff, said 
the auto industry is somewhat 


started earlier, because oil refin- 
eries have less of a safety prob- 
lem and because isotopes are 
more closely related to that field. 
Elaborating on these points, he 


* * * 


use of isotopes in auto manufactu 
ing is hindered by the hundreds | 
people in the plants. They crea 
a great education and safety pro 
lem. In an oil refinery, a half doze 


people operate a whole shift. 

“Another thing, radioisotopes a 
generally chemicals — in a liqu 
form, usually, because they a 
easier to handle—and the oil indu 
try is a chemical industry.” 


* = * 


said “you can get as much safety | 
as you're willing to pay for. The 


behind the oil industry in using 
isotopes because the oil people 


= ae 


got ee, ag 


of physics and instrumentation at/| 
the GM Tech Center, told Av TOMO- 


isotope was “oversold” to the people 
and Congress in an attempt to get 





Many Projects Are Secret 


ILE many of the researc 
projects at the GM Isotope Lz 
are still on the secret list ar 
while setting up the organizatic 
and modus operandi has take 
considerable time, the followir 
GM projects have been reported: 
1. A study of piston-ring wear 
In the GM research tests, whicl 
varied from one minute to 2 
hours, radioactive particles ac 
cumulating in the lubricating oi 
were measured with a scintilla 
tion detector, giving the amoun 
of ring wear. 

The isotopes revealed that rir 
wear at the beginning of engi! 
break-in is high and increases suc 
|denly with each speed change. / 
faster speeds the wear decreas 
because the ring becomes bett 
fitted to the cylinder wall. 

2. A study of tool wear, conducte 
in one of the lab’s isotope roon 
with a large production lathe. 

Somerville explained: 

“One microgram of tool materi: 
can easily be measured in the chip 
This amounts to the material wor 
off the tool during a single secor 
|of operation. We have found 
|very practical to operate using 
|short half-life (half disintegratec 
24-hour tungsten 187 which is 
strong gamma emitter. By usin 
this material we can obtain a vel 
high sensitivity and reduce the di 
ficult contamination and disposi 
problems. 


mr a 


- > > 


Isotopes Spot Pipe Leaks 


PRACTICAL demonstration < 
é how isotopes can be used we 
given a short time ago at tl 
Chevrolet plant in Saginaw, Mict 
which had some leaking pipes und 
the floor. By introducing isotops 
into the system, it was possible | 
use Geiger counters to trace tk 
fluids in the pipes and to loca 
the leakage points. 

Generally, the various isotope: 
are purchased from the Atomic 

Energy Commission at Oak 
Ridge, Tenn., and shipped to the 
GM lab in small quantities s« 
they’ll be as “fresh” as possible. 

Sometimes, however, the GM ri 
searchers will send a componen 
such as a piston ring, to Oak Ridg 
where isotopes will be attached 1 
it. Then the component will be r 
turned to the lab. 

This year GM has tackled one «¢ 
the biggest causes of the lag in th 
isotope program —the shortage < 
trained personnel — by establishin 
a 10-week program for trainin 
men in radioisotope handling. 

* *« * 


Students Go to Oak Ridge 


FTER two weeks of basic wor 

at the GM Institute in Flin 
the trainees shift to the GM Is 
tope Lab in Warren for eight week 
of instruction on possible isotor 
applications and safety instruction 
They also take a field trip to Oa 
Ridge to see the AEC’s graphit 
reactor in action. 

Upon graduation, the engineer: 
are expected to return to thei 

(See TURNINGS, Page 16, Col. 4) 








Meet Bob Feller, man with a fast ball, sportscaster, and Quaker 
State salesman. Every week end Bob Feller tells millions of 
baseball fans why they should use Quaker State Motor Oil 
in their cars. “Game of the Day” on the Mutual Radio Net- 
work is part of a hard-hitting advertising program that helps 
boost sales and profits for dealers who stock Quaker State. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. « Member Pennsylvania Grade Crude Oil Association 





a liquid 


ufactur- 
dreds of 
y create 
y prob- 
alf dozen 
ift. 

opes are 
a liquid 
ey are 
il indus- 


et 
research 
tope Lab 
list and 
anization 
s taken 
ollowing 
,orted: 
g wear. 
, which 
to 2 
les ac- 
ting oil 
intilla- 
amount 


nat ring 
engine 


»nducted 
e rooms 
he. 


material 
he chips. 
ial worn 
>» second 
ound it 
using a 
egrated) 
is a 
using 

a very 
the dif- 
disposal 


aks 
ation of 
ised was 
at the 
Mich., 
s under 
isotopes 
ssible to 
race the 
o locate 


sotopes 
Atomic 
t Oak 

to the 


ponent, 
k Ridge 
ched to 
ll be re- 


training 
ng. 


idge 


isotope 
ructions. 








FOUR-WHEEL 
BRAKES 


DUO-SERVO"|| 
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CERAMETALIX* BRAKE 
LININGS AND 
CLUTCH FACINGS 


Each of these key Bendix developments has had an important influence 
on the course of automotive design. New Bendix developments now in 
process demonstrate continuing foresight into the needs of the automotive 
industry. Let us consult with you now on problems relating to your future. 


*REG U.S. PAT. OFF 


Bendix tivisioxn South Bend, wo. 














14 
%& %* The Newspaper of the Industry ye» 
(Established in 1925) 
Member Published Every Monday by Member 
a“ SLOCUM PUBLISHING COMPANY, INC. @ 
cay DETROIT 26, MICH. 
Cable Address—AUTNEW, Detroit 
2666 Penobscot Bidg. Telephone WOodward 3-0495 
New York Washington Chicago Los Angeles San Francisco 
51 £.42nd St. 912 Colorado Bldg, 360.N. Michigan 6000 Sunset Bivd, 681 Market St. 
MU 7-687! State 2-627 


National 8-4303 


HO 3-4i111 


DO 2-8547 


Publisher—George M, Slocum (1889-1949), 
Chairman of the Board—Mrs, George M. Slocum. 


Editor & General Manager—Pete Wemhoff. Editorial Director—Robert M. Finlay. 
Service & Truck Editor—J. C. Weed; News Editor—Maynard M. Gordon. 


Associate Editor—Robert M. Lienert: Engineering Editor—Joseph M. Callahan. 
Washington Bureau Chief—William Ul!man. 


Editorial Associates—Martin L. Whitmyer, Frank Gawronski, John K. Teahen jr., 
Kenneth C. Kelley jr., John E. Walsh, Agnes Stewart, 
Dolores Augustine, Jean Rowles. 





Business and Advertising Manager—Richard L. Webber. 


Advertising: New York—Edward Kruspak, Advertising Director, Ray Billingham and Howard 
Bradley jr.; Chicago—J. Goldstein, Manager, and William Gallagher; Michigan-Ohio— 
William R, Maas and Roy Holihan; Los Angeles—Robert E. Clark; 

San Francisco—Jules E, Thompson. 


Promotion & Research Director—Jared W. Finney, Advertising Production—Carol LeVeque, 
Manager; Beverly McLaughlin, Assistant, 


Office Manager—Eleanore Whalen: Circulation Dept. Manager—Lucy Matney, 
Classified Advertising Dept. a Parsons; Mechanical 
Superintendent—Samuel Pinkis. 


RESIDENT CORRESPONDENTS: Akron —Joe Kuebler: Albuquerque—John D. McKee: 
Atianta—E. C. Bash; Atlantic City—F. W. Schwarz; Austin, Tex.—J. R. Hornaday; Baltimore 
— Kate Savage; Birmingham, Ala— Stuart Riddle; Boston— Guy Livingston; Buffalo — 
G. E. Toles; Chica m. M. McCarty; Cincinnati—Frank Kappel; Cleveland—Sanford 
Markey; Columbus—Bert Strang; Dallas—C. K. Cates; Denver—ira Alexander; Des Moines— 
F, W. Lazell; Harrisburg—George Shelley: Houston—Ruby Fenoglio: Indianapolis—C. L. 
Kern; Jefferson City—L. H. Houck; Little Rock—Iinez McDuff; Los Angeles—Slim Barnard, 
William Carroll; Louwisville—A. W. Williams; Lowell, Mass.—Charies Sampas; Madison— 
John Wyngaard; Manchester, N. H.—Guy Langley; Marthaville, La—E. E. Gentry; 
Miami—G. S. Connell; Minneapolis—Donald Lyons; Montgomery, Ala.—William Lynn: New 
Jersey—Bethune Jones: New Orleans—Gordon Hebert: New York City—Ed Brown: Oakland, 
Calif.—Steve Still; Oklahoma City—M. L. Risen; Omaha—A. R. Oleson: Pawtucket, R. 1.— 
T. L. Forbes; Philadelphia—Allen Sommers; Phoenix—Sheldon A. Engel; Pittsburgh—L. M. 
Leffingwell: Portland, Ore.—E. W. Peterson: Providence—Ruth M. Eddy: Rochester, N. Y. 
—William Hackman; Salem, Ore.—F. K. Haskell; Salt Lake City—Dan Valentine, W. F. 
Smiley; San Antonio—J. H. Reed; San Francisco—Leon Pinkson: Seattle—Martin Trepp: South 
Bend—L. E. Dunkin; Spartanburg, $. C.—L. D. Bray: Springfield, I1i.—C. C. Hall: St. Lovis— 
te i Tacoma—Robert E. Sconce; Utica, N. Y.—Calvert L. Asher; Wamego, Kans.— 

« M, Hunholtz, 


FOREIGN CORRESPONDENTS: European Correspondent—George L. Glaser: Brussels, Bel- 
a W. Ashton: Lethbridge, Alberta—G. A. Yackulic: London, Eng.—F. C. Livingtone; 
exico City—Douglas Grahame: Milan, Italy—Antonio Giordano: Montreal—Jules Larochelle: 
Paris—Henry Altimus: Sydney, Australia—H. Bowden Fletcher; Tokyo—Stuart Griffin; Toronto— 
James Montagnes; Vancouver, B. C.—F. H. Fullerton. 





Subscription: United States and Canada, one year $8, two years $!4. 
All other countries one year $12, two years $20. No Free List. 
Copyright, 1958, Slocum Publishing Co., Inc. All Rights Reserved. 








Entered as second-class matter Post Office, Detroit, under Act of March 3, 1879. 
Member of Audit Bureau of Circuations and the Associated Business Publications. 
Advertising Rate: See Standard Rate and Data, or write for rate card. 
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a 7 1. Fair and equitable contracts between manufacturers and dealers in 
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1 2. Every dollar of ine and oil taxes, collected by states and federal 

« governments, applied to the building and maintenance of highways; 

R 1 3. Guard the precepts of individual freedom, which made the U. S. A. 
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Capsule Comments 


Peugeot, the French auto maker, plans a 25 percent boost 
in imports to the U. S. 


Anybody can buy it, but who can pronounce it? 


Dealers’ dollar sales climb 4 percent during month, but 
trail year-ago levels by 15 percent. 
Last year’s grosses don’t pay this year’s bills. 
= * - 
Business groups complain that the existing tax burden is 
too heavy for the future health of the nation’s economy. 


But health of the nation itself may be in danger if tax 
revenues decline. 


* * * 
Dealers surveyed by AUTOMOTIVE NEWS say they expect 
an orderly cleanup of 1958 models. 
Well, it’s been quiet for the first nine months. 
* * * 
Unpaid auto credit has declined for the seventh month in 
a row. 


Making more room for expanded business when the 
economic curve turns upward again. 


* ~ * 
Chevrolet is marking its 40th anniversary as a truck 
maker. 
As primitive as that first truck was, it was better than 
a team and wagon. 
he * * 


Our Washington correspondent notes that the excise-tax 
setup is based on dollars, not sense. 


Since when has that been a criticism of the thinking on 
Capitol Hill? 








Coming 
Events 


Dealer Conventions 


Aug. 8-9—Montana Automobile Dealers 
Assn., East Glacier Hotel, Glacier Park, 
Mont. 


Aug. 10-12—Georgia Independent Auto- 
mobile Dealers Assn, Bon Air Hotel, 
Augusta. 


Aug. 13-15—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 17-18—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

Sept. 5-7—Maine Automobile 
Assn., Eastland Hotel, Portland. 

Sept. 7-9—Colorado Automobile Dealers 
Assn., Antlers Hotel, Colorado Springs. 

Sept. 7-.—Wyoming Automobile 
Assn., Lander, Wyo. 


Dealers 


Dealers 


pt. 8 — New Hampshire Automobile 
Dealers Assn., Farragut House, Rye 
Beach, N. H. 
Sept. 8-9—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minneapolis. 
Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 
Sept. 21-22—Kentucky Automobile Dealers 
Assn., Inc., Sheraton-Seelbach Hotel, 
Louisville. 
Sept. 21-23—Ohio Automobile Dealers 
Assn, The Neil House, Columbus. 
Sept. 21-23—New York State Automobile 
ealers, Lake Placid Club, Lake Placid. 
Sept. 21-23—Automotive Trade Assn. of 
Virginia, Cavalier Hotel, Virginia Beach. 
Sept. 21-23—New York State Automobile 
Dealers, Inc.. 35th Annual Convention, 
Lake Placid Club, Essex County, N. Y. 
Sept. 22-23—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 
Oct, 19-2i—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 
Oct. 25-27—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 
Oct. 27-29—New Jersey Automotive Trade 
Assn. Chalfonte-Hadden Hall Hotel, 
Atlantic City. 
Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 


Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 
Nov. 16-I8—Mississippi Automobile Deal- 


ers Assn., Buena Vista Hotel, Biloxi. 

Nov. 16-18—National Independent Auto- 
mobile Dealers Assn., Edgewater Beach 
Hotel, Chicago. 

Dec. 3—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Dec. 9%—Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 

Jan. 31-Feb. 4—National Automobile 
Dealers Assn., Chicago. 

Feb. 22-23—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 


March 1517—Automobile Dealers Assn. 
of North Dakota, Bismarck. 
May 17-19 — Idaho Automobile Dealers 


Assn., Boise. 
* * * 


Auto Shows 

Oct. 419—Texas State Fair Automobile 
Show, Dallas. 

Nov. 5-1é—Turin Auto Show, Turin, Italy. 

Nov. 21-30—Cleveland Auto Show. Public 
Hall, Cleveland. 

Nov. 22-30—Detroit Auto Show, Artillery 
Armory, Detroit. 


Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 17-25—Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 22-27—Tampea Auto Show, Fort 
Hesterly Armory, Tampa. 

Apr. 6&I!i—Denver Auto Show, Denver 


Auditorium, Denver. 
* * * 


General 


Aug. 13-17—Rod and Custom World's 


Fair, Industrial Arts a Eastern 
States Exposition, West Springfield, 
Mass. 


Sept. &1!—National Truck Leasing Sys- 
tem, !4th Annual Meeting, Blackstone- 
Sheraton Hotel, Chicago, 

Oct. 6-8—Truck Body & Equipment Assn., 
Inc., convention - exhibit, Ambassador 
Hotel, Atlantic City. 

Oct. 13-19 — International Foreign Car 
Show, Mechanics Exposition Bidg., Bos- 
ton. 

Nov. 3-6—Automotive Warehouse Distrib- 
utors Assn., Inc., Muehlenbach Hotel, 
Kansas City, Mo. 

Jan. 25-Feb. !—International Foreign and 
Sports Car Show, Dinner Key Audi- 
torium, Miami. 


20 Years Ago a a 


The Big Stories 


Factory sales of cars and trucks in the United States and Canada 
during June totalled 184,400 units, according to the Automobile Manu- 
facturers Assn. The June figure brought the total tor the first six 


months of 1938 to 1,301,033. 


Ford Motor Co. was issued patents for an engine-in-the-rear type 
of car. Drawings submitted with the patent applications showed a 
compact arrangement of a V-type eight cylinder engine with trans- 
mission, differential and other parts assembled over the rear axle. 
Among the claims made for the car was that it would permit placing 
the driver directly in the front of the car. 

A non-petroleum lubricant for use as an antisqueak for rubber 
and metal-to-metal contacts on the chassis of automobiles was de- 
veloped and announced by DuPont. 
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Automotive Cartoon | 


Of the Week 





WHY Not 


Get way 
FRom iT ALL 


\ 


“You don't think they're already gone on that 
well-earned trip do you, Al?” 


Letterbox 


‘Same Old Record .... / 


This is an open forum for the discussion of any subject of interest to our 





readers, and your letters are welcomed. No attention is given to unsigned 
| letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


| 
\‘More Factory Double Talk’ | Munn approach and are now trying 
to kill the Potter bill. They don’t 
I don’t believe I have ever read 


lif like any of these. 
so much double talk in all my life We, sUsT WHat is © THBY 20 


| as was put out by GM, Ford and| jie? Wiere is THEIR BILL OR THEIR 
| Chrysler and published in AUTOMO-| so.wtion To THIS PROBLEM? 

tive News June 30, as to their (the) Service responsibility has been 
| factories) thinking and statements| kicked around for five years, and 
regarding the NADA-backed Potter | I have not seen one iota of evidence 
| bill. | to indicate they have or want any 


I remember it was the same way | S°lution. 


when the Good-Faith bill was under| ow shortsighted can their top 
consideration management be? Dealers, with an 


equal investment, haven't made 
Incidentally, along this line, I |any money in the last five years 
was told that one of the top vice- while the factories have been mak- 
presidents of one automobile com- | ing it by the barrel. 
| pany told a group of his dealers Three manufacturers for years 
before the Good-Faith Law was | have had a monopoly with well 
enacted, that should the Govern- | over 90 percent of the total busi- 
ment pass the bill he would re- 


ness in this industry with little 
sign from his job because he or no government regulation or 
would not operate under the 


regimentation, while hundreds of 
other businesses with much less 
terms of the bill. than 90 percent, such as trans- 
That has been almost two years| portation companies and utilities, 
ago, but I have failed to see any| have been rigidly controlled for 
|account of his resignation. Maybe 
I have missed it in the news stories. 


decades. 
Unless the top management of 

The factories on one hand say | these factories wake up and get 
‘they want their dealers to make) Ut of their shell and operate more 
/money—on the other hand, they|in the public interest (dealers are 
don’t want to affect the conditions| Part of the public) and less on 
which would make this possible.| dollar interest, they could very well 


: in a short time, wind up in a 
They indicate on one hand they straitjacket of government controls 
favor service responsibility—yet 


ths have fought it at every turn or be faced with antitrust suits 
ey . . 
in the road. They opposed the which would break them up into 


|NADA approach last year, the 10 or 15 different companies. 
po ll gy maats oie Sohn Make no mistake—time is getting 
PP , short. The decision, my “Detroit 
Friends,” is in your hands. — 
VETERAN DEALER. 
ok = - 


Coppola Clarification 








Motors 
out of business several months ago. 


Motor Sales & Service, Inc. 


—From the files of Automotive News. 
Motors, Inc. 


A story appeared in AUTOMOTIVE 
News June 9, 1958, saying Coppola 
(Chrysler-Imperial) went 


The correct name wae A. Coppola 


Coppola Motors, Inc., franchised 
Ford dealership in Fairfield, Conn., 
was never affiliated with any 
Chrysler-Imperial dealership in 
New Haven or any other dealership 
in the State of Connecticut, and is 
by no means going out of business. 
—Jerry Coppo.a, president, Coppola 
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Youthful Winners of Grants Include 3 
from Dealership Families 





George Clovis, Jr. 


The C.I.T. Foundation’s-Aid To 


Education Program took its sec- | 


ond big step recently when the 
winners of this year’s C.I.T. Na- 
tional Merit Scholarships were 
announced. 

Of the eight full 4 year scholar- 


ship awards issued this year, three | 


were made to sons of automobile 
dealer personnel, with scholar- 
ships averaging $5000 each. This 
brings to sixteen the number of 
students placed by C.I.T. on 


college campuses in the past two | 


years. 


Winners were George Clovis, | 


Jr., whose dad heads Clovis Mo- 
tors (Ford-Mercury) of Clarks- 
burg, W. Va.; Clarence Peters, 
whose father is a shop foreman 
for a Ford dealer in the Odessa- 


Midland area of Texas; and | 
| on a matching basis, for each one 


Jeffrey Reinert, whose father is 
sales manager of a Cadillac-Olds 
agency in Elgin, Il. 

Three other awards went to 
children of C.I.T. families, one 


Clorence Peters 








Jeffrey Reinert 


to an Idaho attorney’s daughter, 


and the other to the daughter of | 


a New Hampshire textile worker. 


Top H. S. Graduates 


| The National Merit Scholarships 


are awarded the country’s lead- 
ing secondary school graduates— 
children whose scholastic and 
community achievements mark 
them as the brightest hopes for 
the country’s future. Last fall 
more than 250,000 leading high 
school and preparatory school 
seniors, nominated by their school 
principals, took the National 
Merit Scholarship examinations. 

In offering these scholarships, 
C.I.T. performs a double service 
to education, since the National 
Merit Scholarship Foundation 
adds an additional scholarship, 


offered by a company or indi- 
vidual. The colleges selected also 
receive financial awards from the 
Foundation. 


ITEMS OF 


8 C.1T. SCHOLARSHIPS 
AWARDED TO GRADUATES. 
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“HARD” SELLING 
IS THE HARD WAY 


A sales executive for one 
of the country’s largest 
companies recently said 
that he hadn’t been sub- 
jected to an outstanding 
selling job of major pro- 
portions for more than a 
year. He said, “I guess this isn’t 
very startling, because one of the 
characteristics of outstanding 
selling is that it is unobtrusive 
and does not lead the buyer to 
feel that any hard selling is 
going on.” 

That’s a darned good point, 


| especially today when everybody 


talks about the “hard sell.” Sure 
competition is tough—but al- 
though we have to sell and sell 
and sell, we must do so without 
giving the customer the feeling 
that he is being hit over the head. 
We are educators and persuaders, 
never axe swingers. 

The same executive also said 
that the most important feature 
of a good selling job is that both 
parties must gain by the trans- 
action. When that happens to 
him he says that he doesn’t feel 
“sold” but rather feels that a 
mutual understanding has been 
reached between him and the 
seller, and that this understand- 
ing reaps benefits for both parties. 

He is right again. When we sell 
deftly, we are, in effect, giving 
the buyer a chance to buy will- 


| ingly—in that way, he feels that 


he is doing something for his 
benefit as well as ours. Remem- 


| ber—talk softly and let your ser- 


vice be the big “hard sell’”’ stick. 





DEALER’S WIDOW 
CITES HELP “BEYOND 
THE CALL OF DUTY” 


Performing unusual services for 
dealers is an everyday activity 
for Universal C.I.T. people. Usu- 
ally these activities go unpubli- 
cized: Yet one such story came to 
light several weeks ago. 

It is the story of Mrs. Betty 
Watkins Penn, widow of a suc- 
cessful automobile dealer in 
McComb, Miss., who was sud- 
denly left with the problem of 
operating and liquidating her 
late husband’s dealership. Her 
letter to George Hemeter of Uni- 
versal C.I.T. follows: 

“It is with varied emotions 
that I acknowledge receipt of my 
final reserve check from U.C.I.T. 
I find blessed relief from the tre- 
mendous responsibilities, but I 
find a certain sadness in the reali- 
zation that my dealership expe- 





rience with your company is | and beyond the call of duty. 


ending. 

“Tt would be impossible to 
close this account without ex- 
pressing to you and your per- 
sonnel my deep appreciation for 
the manner in which you assisted 
me in every phase of operation of 
Penn Motors. As you know, I 
went into the dealership, defi- 
nitely not through choice, com- 
pletely blind and green, but 
ignorant enough to attempt some 
effective settlement of the busi- 
ness so successfully established 
by my husband during his life- 
time. I am most grateful for hav- 
ing been allowed to effect a satis- 
factory disposition of Penn Mo- 
tors and all of its obligations and 
liabilities. 

“Impossible without you” 
“Such would have been impos- 
sible without the wise counsel 


and guidance offered by you and 
your associates, many times over 





“It was my particular good 
fortune to have you to consult 
with whenever advice was needed. 
Much of the credit for this job 
must be yours. Mr. Bob Gallogy 
and others of the New Orleans 
office were always most coopera- 
tive and eager to assist in any 
way and I shall remain indebted 
to you all for the rest of my life. 

“This letter is written in sin- 
cere appreciation and with a 
sense of deep gratitude for a most 
pleasant relationship with, what 
I firmly believe to be, a very un- 
derstanding and extremely human 
finance company. 

“I send you my best regards 
and the wish that continued pros- 
perity shall be yours, for you 
have certainly established the 
kind of goodwill which is the 
foundation of every successful 
business enterprise. 

Gratefully and sincerely, 

BETTY WATKINS PENN” 
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“Strongest Closing Tool We Have”’ 


Car Warranty Hailed As 
Sales and Profit Booster 


John W. Aderholt, Dodge dealer in Hopewell, Virginia, frankly 
admits he was skeptical when the Car Warranty Plan was introduced. 
“Since then,” he says, “‘we are very happy to report that your plan 
has definitely increased the sale of used cars, and our entire organiza- 


tion is very enthusiastic.” 


$50 Winner: 


KEY QUESTION OPENS 
DOOR TO MORE SALES 


Vernon P. Weber, of Hawn Mo- 
tor Co. (Studebaker-Packard), 
Waterloo, Iowa, is this month’s 
winner of the Sales Ticker’s $50 
award for outstanding sales tech- 
niques. 

Weber says, “One of the most 
important obstacles to overcome 
in selling a car is to gain the con- 
fidence of the prospect and also 
to get him to talk. This helps to 
qualify him as a used car pros- 
pect, a new car prospect, or no 
prospect at all.” 

Weber greets the customer and 
then asks him the key question: 

“What make car are you driv- 
ing now? 

“IT have found,” says Weber, 
“that quite often the customer 
opens up, no matter what kind of 
a car he has. Chances are he is 
not happy with his present car or 
he would not be looking for an- 
other one.” 

Weber feels the customer will 
appreciate the opportunity to 
talk about “something he knows 
more about than any other per- 
son, his own automobile.” And 
this, Weber states, helps in sev- 
eral ways: 

First, it tells the salesman the 
type of car the customer has to 
trade. Second, it tells the sales- 
man what the prospect dislikes 
in his present car, so that he can 
take advantage of this when sell- 
ing the new car. And finally, the 
salesman may learn something 
that will affect the appraisal of 
the trade-in. 

Says Weber, “The one ques- 
tion, ‘What make car are you 
driving now?’, has helped me get 
many more prospects on the road 
to buying a new car.” 


You may win $50 by sending 
your Award Idea to: Ticker 


Editor, 650 Madison Ave., 
New York 22, N. Y. 





Aderholt’s point of view is typ- 
ical of a large group of dealers 
who are now staunch advocates 
of the Car Warranty Plan. 

Don E. Chamblin, owner of 
Lex Chamblin & Sons, Meridian, 
Miss., says, “In over thirteen 
years of association with the busi- 
ness, this is the greatest single 
selling tool that has been offered 
the automobile dealer. At the 
same time, it is the best protec- 
tion the buying public ever re- 
ceived.” 


Strongest Closing Tool 


Chamblin says Car Warranty is 
“the strongest closing tool we 
have. It turns over our used car 
inventory faster, cements cus- 
tomer good will, and has substan- 
tially increased our used unit 
profit.” 

Wayne Bland, Ford dealer of 
Pawnee, Oklahoma, says, ““We 
have received better prices for 
the guaranteed cars, and after- 
sales complaints have virtually 
disappeared.” 

Tyree W. Harris, Buick dealer 
in Cocoa, Florida, says, “Car 
Warranty is the only program I 
know of that takes the dealer out 
of the middle. I believe this helps 
make it so easy to sell.” 

J. S. Harris, of Waynesboro, 
Virginia, says, ‘““We feel a certain 
justifiable pride when our cars 
qualify for the One Year Guar- 
antee Sticker, and naturally we 
can do a real selling job. Right 
now, the oldest car we have in in- 
ventory covered by your War- 
ranty is only ten days old.” 

Many dealers surveyed by The 
Car Warranty Corporation stress 
the importance of merchandising 
the Warranty as well as the car. 


Advertising Regularly 


Karl E. Johnson, general manager 
of Fretwell, a DeSoto dealer in 
Oklahoma City, says, ‘““We are 
advertising the Car Warranty 
program regularly, and many cus- 
tomers walk on our used car lot 
asking to see the warranted cars. 
This has resulted in sales to many 
people who were not former cus- 
tomers.” 

These are typical of dealer 
comments. For full details call the 
nearest Universal C.I.T. office. 





16 


What's New... 


AUTOMOTIVE NEWS, JULY 


14, 





In Parts and Accessory Distribution 





MEWA Insurance Program 


Wins Praise of Members 


CHICAGO.—The group insurance 
program, which the Motor & Equip- 
ment Wholesalers Assn. put in force 
in 1955, ranks high in popularity 
with members and their employes, 
according to Virgil C. Smith, of 
Auto Parts Co., Inc., Ann Arbor, 
Mich. Smith is chairman of 
MEWA’s insurance committee. 

According to Smith, the primary 
reason for its success is that it was 
developed especially to meet the 


needs of the automotive wholesal- 
ing business. He said it provides a 
complete program of life, hospital 
and medical protection at moderate 
cost. 


* a * 


Grey-Rock Sales Soar 


LANCASTER, Pa. Jas. A. 
Wheatley jr. sales manager, 
Grey-Rock division, discloses that 
sales of Grey-Rock brake linings, 
clutch facings and automatic 
transmission parts for the first 5 
months of this year were larger 





Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

A FEW weeks ago a higher court 

rendered a decision which will 
save money for all automobile deal- 
ers who sell their business, It is 
well established law that a dealer 
who sells his business should “at 
once” notify all sellers who have 
sold merchandise to him on credit. 
Otherwise, the dealer is liable for 
payment of merchandise purchased 
bythe new 


owner. 
Recently, how- 
ever, a higher 


court held that 
this usual law is 
not applicable to 
a dealer who sold 
his business and 
who has had no 
previous dealings 
with the seller 
who later sold 
merchandise to 
to the new owner. 


For illustration, in Powell v. T. 
Jones, 291 S. W. (2d) 356, the testi- 
mony showed that a manufacturer 
sued one Jones for several thou- 
sand dollars due for merchandise 
sold to the Fidelity Co. 


The testimony showed that 
Jones had for years operated 
Fidelity Co., when he sold it to 
one Gattis. The latter purchased 
merchandise from the manufac- 
turer, who believed Jones still 
was the owner, since no notifica- 
tion of any kind had been given 
by Jones that he had sold out to 
Gattis. 


Since the testimony showed that 
the manufacturer had not in the 
past sold any merchandise on credit 
to Jones, the higher court held 
that the latter was not liable for 
payment of the debt. 

This higher court explained that 
if the manufacturer had sold mer- 
chandise on credit to Fidelity Co., 
while Jones owned and operated it, 





L. T. Parker 


Jones, under these curcumstances, 


would have been liable for pay- 
ment of the merchandise sold on 
credit by the manufacturer to Fi- 
delity Co. after its sale to Gattis. 


. * * 


Check ‘Tentative Payment’ 


y Ast month a higher court ren- 
dered an important decision in 
favor of automobile dealers who 
accept bank checks as payment for 
automobiles, This court held that a 
bank check is only “tentative pay- 
ment” until the check is paid by 
the bank on which it is drawn. 

For illustration, in Motors 
Corp. v. Kutzler, 313 Pac. (2d) 
515, it was shown that a man 
named Kutzler purchased an auto 
and gave the dealer a check for 
$3,699.63, The check was returned 
by the bank on which it was 
drawn because Kutzler did not 
have an account there. 

The higher court held that there 
was no valid payment. Hence, the 
dealer could repossess the auto. 
The insurance policy issued to 
Kutzler also was held void. 

For comparison, see Phillip v. 
Lagaly, 214 F. (2d) 527. The court 
said: 

“Whether the acceptance of a 
check constitutes payment depends 


upon the implied understanding | 
that it will be paid.” 
> > 


= 


May Presume Negligence 


J W. COX, Wilmington, N, C., 
* asked this legal question: “Is 
it necessary for the owner of tires 
and automobile accessories de-| 
stroyed by fire in a warehouse to| 
prove that the fire was caused by 
negligence of the warehouseman, 
before he can recover the value of 
the destroyed goods from the ware- 
houseman ?” 

According to a late higher 
court decision the answer is no, 
| as the jury may presume that 
the fire was caused by negligence 
of the warehouseman or his em- 
ploye. 

For example, in Rubin v. Mel- 
ville Storage Co., 110 Atl. (2d) 237, 
the testimony showed that a man 
named Rubin deposited merchan- 
dise for storage in a warehouse 
;}owned and operated by Melville 
Storage Co. 

The rear of the warehouse build- 
ing was separated from the rest of 
the building by a nonfire resistant 
wall and was used as an auto re- 
pair shop by Melville. One morn- 
ing employes were working on the 
|}gasoline tank of an auto when 
sparks from an electric drill ignited 
the gasoline. The building and 
| stored contents were destroyed. 
| The lower court held that the fire 





was caused by negligence of the 
warehouse company’s employe and 
held the company liable for the 
value of the destroyed merchan- 
dise. The higher court approved the 
verdict. 

> 


> > 


Auto-Exhaust Measure 


Upset by L. A. Judge 

LOS ANGELES.—A section of 
the state vehicle code pertaining to 
smoke emitting from an automo- 
bile’s exhaust pipe has been de- 
clared unconstitutional by Traffic 
Judge Thomas L. Griffith jr. 

He said the section does not 
| define to the motorist what or how 
much is “excessive.” The decision 
| came in the case of a motorist who 
had pleaded innocent to two such 
| violations. Smith Griswold, chief of 
|the Los Angeles Air Pollution Con- 
trol District, said the ruling would 


than in any similar period 
Grey-Rock history. 
+ Ba *« 
| 
| McFadden Buys Lo-Merc 
HOUSTON.—Lo-Merc Automotive | 
| Air Conditioning Co. has been 
|purchased by J. D. McFadden. | 
George Randall has been named 
| general manager. 
| * 
Matzen Advanced 


DETROIT. — Donald W. Matzen| 
|was appointed purchasing agent| 
for Chrysler Corp.’s Service Parts | 
and Accessories Supply division. He | 
reports to H. Haild Zeder, division | 
general manager, Matzen has been 
purchasing agent for DeSoto since 
December, 1954. 

= 


* *« 
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Micro-Lube Sales to Erect 


Office, Manufacturing Facility 
DALLAS. — Micro-Lube Sales, 
manufacturers of automotive ad- 
ditive, has purchased property in 
Dallas’ Brook Hollow industrial 
district to build a new home office 
and manufacturing facility. 
James W. Moriarty, new gen- 
eral sales manager, said the 
company plans to construct a 
one-story, steel and brick build- | 
ing containing 12,300 square feet | 
for offices, manufacturing and | 
warehousing facilities. 
* * * | 
@ 
76 Executives 
Attend Course 


On Wholesaling 


COLUMBUS, O.—Twelve execu-| 
tives of wholesale firms belonging 
to the National Standard Parts 
Assn. were among 76 who took the 
Wholesale Executive Management 
Course sponsored by the National) 
Assn. of Wholesalers at Ohio State} 
University. | 

NAW said the class was the 
largest ever to attend the course, 
one week of study and discussion 
of the latest developments and 
methods of management in whole- 
sale distribution. 

The course covered such subjects 
as training and supervision of per-| 
sonnel, stock turnover and control, | 
financial management, human re- 
lations, leadership, labor relations 
and negotiations, small-order prob- 
lems, credit control and insurance. 

The 12 representatives of NSPA 
members were: 

Robert T. Rodeck, Standard Unit 
Parts Co. of St. Paul, St. Paul;| 
William F. Schlegel, A-B-C Co., 
Lansdale, Pa.; Roland Hawkes, 
Guaranty Motors Co., Ltd., Hamil- 
ton, Ont.; James D. Boarts, Auto 
Parts Service, New Bethlehem, Pa.; 
Robert W. Baker, Sitler’s Standard 
Motor Parts, Fairfield, Ia. 

Roy F. Adams, Womwell Auto-| 
motive Parts Co., Lexington, Ky.; 
Thomas A. Bosshart and Wallace 
H. Roanhous, Triangle Machine} 
Works, Chicago; Thomas N. Cox, | 
Cox Auto Parts, Inc., Paintsville, | 
Ky.; F. W. Eberlein, Specialized | 
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Styling for the Future— 





The E-196X, unveiled by Ford Motor Co.'s styling office, illustrates a possible evo! 
tion of the 1958 Edsel front-end theme. The % scale model could have a mark: 
influence on the styling of future cars, according to George W. Walker, right, Fo 


styling director. I. 


B. Kaufman, executive stylist, Edsel styling studio, indicates he 


the front end of the E-196X evolved from the Edsel vertical grille. 


Turnings e « « By Joseph M. Callahan 





(Continued from Page 12) 


divisions and to develop isotope 
applications. 

Discussing the safety problems 
connected with isotopes, Somerville 
said “Isotopes are now approxi- 
mately at the same stage as elec- 
tricity was when Edison first dis- 
covered it. 

“You have two principal safety 
problems. One is the problem of | 


| radiations, similar to those coming | 


from an X-ray machine. Currently, 
the law says that a person can only 
get 15 R of radiations a year equal 
to seven X-rays. This is being re-| 
duced to 5 R. Radiations of 400 R 
are estimated to be half-lethal—| 
capable of killing half the people| 
exposed to it. 


“The other problem is ingestion, | 


|in which radioactive material gets | 


into a person's body and radiates) 
from within.” | 
. oa > 


Lab Checks Air, Water 


HE GM lab guards against this 
by filtering all the air that 
leaves the lab, by checking the 
radioactivity of all water discharged 
from the site and by checking all 
material that leaves. 
Chrysler Corp. was one of the 
first auto makers to use isotopes. 

In 1940 it began sponsoring a 
number of research projects and 
wear studies at the Massachusetts 
Institute of Technology. Of par- 
ticular interest was the amount 
of breaker-point wear in the dis- 
tributor. 

Other projects have involved 
contact wear, 
carbide-tool wear, the effect of 
lubricant additives on cam and tap- 
pet surfaces and the ability of 
various filters to remove particles 
from crankcase oil. 

In 1949 Chrysler Corp. made an} 
agreement with the AEC for the 
purchase of radioisotopes on a) 


Service Co., Inc., Klamath Falls,| continuing basis. Researchers at the | 
Ore.; Wilbur E. Spach, Parker! Central Engineering Laboratory 
Auto Parts Co., Winston-Salem, N.| have been using them ever since. | 
C., and John E. Pate, Montgomery | Studies are now confined to tracer | 





| be appealed toa higher court, 


ra 


A hardtop for its 300-SL roadster will 


Mercedes Roadster Adds Hardtop— 


Auto Parts, Gilroy, Calif. 





be introduced this fall by Mercedes-Benz. 


upon the intent of the parties. The | the hardtop, with its wraporound rear window, is interchangeable, so the roadster 
general rule is that the receipt of| can be changed into a coupe within minutes. Mercedes said the top could be ordered 


such a check or draft is predicated 


for cars already delivered. 


applications in connection with tool 
wear, piston-ring wear and gear 
wear in the Physics Research Lab- 


oratory. 
* 


Ford Is Isotope Veteran 


proRD MOTOR CO. began using 
radioisotopes some 20 years ago, 
although widespread applications 
were not made until after World 
War II. In 1948 Ford received the 
first shipment of radioactive mate- 
rial from Oak Ridge ever delivered 
by commercial carrier to a nongov- 
ernment organization. 

Recently Ford set up a Radio- 
activity Advisory committee to 
coordinate radiation research and 
the already adopted uses of iso- 
topes. Some of Ford’s isotope 
applications are as follows: 

1. A gauge at the cold-rolling 
mill that automatically adjusts 
rollers to maintain a consistent 
thickness of the steel. 

2. A gauge that regulates the 
thickness of plastic coatings ap- 
plied to upholstery fabrics. 

3. One of Ford’s foundries has a 
lengthy, winding pneumatic - tube 


* 


system for sending samples to tl 
lab. An occasional jamming of 
carrier in the system once require 
a tedious search. Now, a capsule « 
Cobalt 60 is put into the tube ar 
a Geiger counter locates the ol 
struction in minutes. 


Alloy Additives Traced 


4 FOR tracing additives in allo 
* and to study the molecul: 
structure of metals. 


5. One of the largest trace! 
experiments ever conducted was 
made by Ford Motor to determin: 
how much low-grade iron ore wa: 
lost in blast-furnace operations. 


6. For determining why on 
metal rusts faster than another. 

7. For testing gaskets and pa 
designs in cooling systems and fi 
studying the engine's breathing t 
“dusting” the intake air with radi: 
tion. 

8. For the inspection of castin; 
and welds and the measurement « 
pipe and wall thicknesses. 

> > e 


Isotope Checks Ore Level 


PROBABLY the first use : 
* isotopes in the auto indust 


|was at a Ford foundry which w: 


equipped with a radioisotope gaus 
to indicate the level of raw ore | 
a cupola. Whenever the level : 
molten iron drops below a certa 
level, a beam activates contro 
which add more ore. 

Henry A. Tuttle, head of the a) 
plied physics unit of the proce 
development department, said “tl 
isotope is a potent and versati 
tool today and the nuclear aj 
promises many more applicatio 
of radioactivity for improving aut 
motive production.” 


Purolator Wins 


Fair-Trade Plea 


NEWARK, N. J.—Superior Cou 
Judge Mark A. Sullivan jr. ha 
issued a permanent injunctic 
against F.L.F. Corp.. and its affil 
ated companies prohibiting the sa 
of automotive filters manufacture 
by Purolator Products, Inc., Ra! 
way, N. J., at retail prices less tha 
Purolator’s stipulated fair-trade r 
tail prices. 

F.L.F. Corp. operates the autom 
tive parts, accessories and equi! 
ment concession at the store of © 
Guys from Harrison, Inc.,” Totaw 
N. J. 

F.L.F. of Bordentown Corp. o 
erates the same department at t! 
“2 Guys” store in Bordentown, ar 
F.L.F. of East Brunswick operat 
the same department at the 
Guys” store in East Brunswick. 


Ford Dealer in Hartford 


Heads 2 Insurance Firms 


HARTFORD, Conn. — Clayt 
Gengras, owner of Gengras Fo 
Co., is the new president of S 
curity Fire & Life Insurance © 
of New Haven, and the Fire & Ca 
ualty Co, of Hartford. 
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CAR BUYERS READ ALCOA NATIONAL ADS... 


Photographed by Mark Shaw, Gown by Hannah Troy 


Alcoa Aluminum Keeps Continental the Apple of Your Eye 


If famed photographer Mark Shaw should train his camera 
on this Continental Mark III again five years from now, the 
portrait would still catch fire with the shimmering highlights 
reflected by Alcoa® Aluminum. 

Every inch of the classic grille would glitter with the same 
brilliance that commands your admiration today. Nor would 
the golden script spelling out the name so proudly be a whit 
less bright. For when Alcoa discovered the art of anodizing, 


aluminum gained a hardness to rival the sapphire and a 
permanent freedom from pecling, pitting or the ugly scars 
of corrosion. 

Inside and out, aluminum trim lends fine cars their “‘accent 
to elegance.”” Under the hood, aluminum parts make major 
contributions to power and performance. Look for this extra 
value in your next car. Aluminum Company of America, 
1846-G Alcoa Building, Pittsburgh 19, Pennsylvania. 


Alcoa Aluminum... for Gleam and Go! 





that tell them how Alcoa” Aluminum boosts car value without boost- 
ing price. Talk up this powerful new sales feature on your new line. 
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AUTOMOTIVE WASHINGTON 
Alaska Beckoning 
To U.S. Motorists 


By William Ullman 


Washington Bureau Chief 
psn North American continent is still shrinking for the 
motorist, and that fact can’t help but have an important 
bearing on the fortunes of the automobile business. Within 
a space of a few days, three things happened to beckon the 
driver farther and farther from home, putting more miles 
-_—_—_—————— 





on his speedometer and buy- 
ing more gas, oil, TBA items 
and service in the process. 

Congress voted in a new state that 
is some 2,000 road miles from the 
U. S. border, the House moved to 
make interstate motoring safer and 
less confusing, and a roads group 
turned its spotlight on spectacular 
advances in Mexico’s highway 
system. 

Chambers of commerce could not 
have done in 10 years what one 
week of statehood publicity did for 
Alaska. Almost overnight, curious 








Americans looked 
north to our 49th 
state and began 
to talk about 
ways of getting 
there. 

If they didn’t 
know already, 
they found out 
that the way to 
get there by car 
is over the Alas- 


“g 





William Ullman 


| built as an emergency measure 
during World War II. The Cana- 





kan highway,}| 





dian portion of the road was turned 
over to Canada in 1946, and sub- 
sequently regraded and widened. 
It has been open to unrestricted 
travel since 1947, 

* * * 


Long Haul North 


a drive to Alaska is no trip 
for an automobile that isn’t in 
first rate operating condition, as 
dealers can explain to customers 
contemplating such an adventure. 
It takes about eight days to reach 
Fairbanks from either Great Falls, 
Mont. or Seattle, Wash., and the 
trip covers approximately 2,350 
miles. 

The Alaskan Highway begins 
in Dawson Creek, British Colum- 
bia. At that point, the motorist 
faces more than 1,200 miles of 
dusty gravel road, with steep 
grades and sharp turns as it 
winds through the mountains. 
While there are motels and other 
modern travel facilities along 


portions of the highway, most | 


of it cuts through wilderness, 
with widely separated trading 
posts the only sign of human 
habitation. 





Ol Doc Cole Prescribes 
That New-Car Tonic 


BALTIMORE.—W hen friends 
ask Dr. Frank 8S, Cole for advice 
these days, more than likely 
he'll prescribe the purchase of a 
new car. He gave up his medical 
practice in 1948 to sell cars. 


Dr. Cole, who is president of 
Luby Motors, said he quit medi- 
cine because the long and erratic 
hours were ruining his health. 
However, he maintains his license 
and keeps posted through medi- 
cal journals, he said. 





Alaska, however. On the contrary, 
the chance to drive through forests | 
and mountains formerly accessible 
only by dog sled, plane, or canoe, | 
will probably prove an irresistible | 
attraction to thousands of| 
Americans. 

The best time for auto travel to| 
Alaska, according to the American 
Automobile Assn., is from June} 
through September, when tempera- 
tures range from 35 to 75 degrees. | 


This prospect is not going to} As the motorist nears the Alaskan 
deter very many motorists who| border, he reaches dust-free pave-|“right out here at Chevy Chase 
have their hearts set on visiting| ment, since a large percentage of| Circle (where Washington ends and 
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Socony Mobil can help boost your 


service absorption in many important ways! 


How much of your overhead does your service department pay for? 
Socony Mobil can help you increase that amount. Here’s how: 


We can advise you how to set up and operate an efficient lubrica- 


tion department. Sometimes a simple change can speed up job turn- 
. - increase volume. 


over. 


perience . . . suggest sales tips . . . give you vital retailing information 


that can change labor and parts sales figures from red to black. 


And, of course, there’s our lubrication training program. We’|l in- 
struct your meri on the most up-to-date equipment . . . show them 


proper lubrication techniques on the make of car you sell. 


| 
| 
| 
| 
| 
| 
We’re ready to give you the benefit of years of merchandising ex- 
| 
| 
| 
| 
| 
| 
] 


personnel. 


Another reason you’re Miles Ahead with Mobil 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


‘ 


Here’s why it’s good business 
to do business with Socony Mobil 
*® You get America’s top sellers . .. Mobilgas, 
Mobiloil, Mobiloil Special! 


® You get the help of experienced men to 
help you boost service absorption. 


® You get expert on-the-job training for your 


* You get the benefit of merchandising and 
lubrication knowledge unsurpassed in the 
petroleum industry. 





| lican, 


Alaska’s 3,800 miles of main roads 


have been paved. 
* * 


Safety Compacts OK’d 

OR drivers who find motoring 

within the continental U. 5S. 
challenge enough, the House has 
approved and sent to the Senate 
a resolution permitting two or 
more states to enter into compacts 
for highway safety. 

Special legislation is necessary 
in this area because the Constitu- 
tion forbids compacts between 
states without the permission of 
Congress. 

The resolution, drafted by Rep 
John V. Beamer, Indiana Repub 
would provide a means 
whereby all the states could enter 
into a lasting agreement on stand 
ardization of traffic laws, enforce- 
ment, licensing, highway marking, 
driver education, and any other 
matter concerning highway safety 

Commenting on the bill, Rep 
Kenneth Roberts, Alabama Demo- 
crat and chairman of a _ special 
subcommittee on traffic safety, said 
that Americans “live in a vertible 
jungle of differences” in traffic 
regulations. 

“For instance,” Roberts declared, 


Maryland begins), the law of Mary- 
land says that the motorist coming 
into the circle has the right of 
way. The District of Columbia-law 
says that the motorist who is al- 
ready inside the circle has the right 
of way.” 
> > 


One Good Turn... 


MAKE a left-hand turn in 38 
states, Roberts noted, “you 
must proceed short of the center 
of the intersection, give your sig- 
nal, and if clear, make your turn.” 
But 10 other states, he added, pro- 
vide that a driver must proceed 
past the intersection. 

“So, as we drive from one state 
to the other, and from one city 
to another, the motorist is con- 
fronted with changes in mark- 
ings, with changes in laws, and 
with changes in signals until it 
becomes almost impossible to 
know how to drive in every juris- 
diction throughout the country. 
And we travel a lot, as all of you 
know,” Roberts said. 

The safety chairman explained 
that the resolution had been sub- 
mitted to “every governor, attorney 
general, and safety commissioner 
in the United States...and re- 
sponse was overwhelmingly in favor 
of the measure.” 

He added that the Departments 
of Commerce and Justice and the 
Bureau of the Budget had no ob- 
jection to the measure, and that 
the National Safety Council, Na- 
tional Highway Users Conference, 
National Association of Motor Bus 
Operators, and the Truck Trailers 
Manufacturing Assn. all endorse it. 

“We believe that this represents a 
measure that will act as a catalytic 
agent to get the states to achieve 
some uniformity in their laws, rules 
and regulations,” Roberts said. 


Barriers Coming Down 


EANWHILE, the International 

Road Federation focussed at- 
tention south of the border by re- 
leasing the program for its Third 
World Meeting, to be held in 
Mexico City Oct. 26-31. 

“Mexico is the scene of some of 
the most extensive roadbuilding in 
the world,” said IRF. 

In 1957, the Mexican govern- 
ment set a record in its budget 
for transportation and communi- 
cation, spending $67 million on 
roads alone. 

During the year, it built 59 rural 
roads totalling 857 miles at a cost 
of $13.4 million. Another $3.6 mil- 
lion was spent on 166 bridges and 
56 underpasses. Modern express- 
ways are under construction now, 
and Mexico's farm-to-market road 
program has been called one of 
the best in the world. 

There are thousands of miles of 
paved roads in Mexico, including 
the Quaretara-Saltillo Road and the 
spectacular Mexico City—Acapulco 
Expressway. 

This stepped-up road activity is 
likely to attract still more tourist 
trade to Mexico, and the IRF meet- 
ing should give some deserved pub- 
licity to the nation’s road modern- 
ization program. 

According to Robert O. Swain, 
IRF’s executive director, most of 


} 





| 


the 64 national highway associa- © 


(See AUTO WASH., Page 31, Col. 5) 










Now With The New RAMBLER AMERICAN... 


bos 


: Rambler Dealers 


: Can Sell A Car 
4 Kor As Little As 


no- 
cial 
aid * 
ible 
ffic 
ase 
—_—_————————— 
and 
\ry- 
ing b, | *Yes! You can sell a Rambler American Deluxe Sedan at the full factory delivered 
of price, equipped with Directional Signals, Reclining Seats and White Sidewall Tires 
law —including finance charges at 6% on a 36 month contract, % down, for $40.10 a 
al- month. This, of course, does not include freight, insurance or state and local taxes 
ght 








a We have the Product for the MAIL THIS COUPON TODAY! 


i | Expanding Compact Car Market... 
we YOU Have the Opportunity! 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


the 
~ Gentlemen: Will you please provide me with more complete information 
r is about the Rambler franchise. | understand that | am under no obligation 
rist 
= \ Rambler Franchises also available in important Export Markets. In Canada write to: 

nikita ia iain tte emcneenmneeialildilie 





| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
American Motors (Canada), Ltd., 2951 Danforth Ave., Toronto | 
! 
| 
| 
| 


! 
! 
| 
! 
| 
| 
and my inquiry will be held in the strictest confidence. 
! 
| 
! 
| 
| 
| 
| 
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Sales Conditions in Various Areas... 





Auto Market Reports 


but fell 677 units or 27 | Registrations of other makes were: 


Omaha 


New-car buyers in Omaha regis- 
tered 1,050 new cars in May, com- 
pared with 1,142 in the previous 
month, Included in the total were 
77 imports, a new high for Omaha. 


Chevrolet was tops with 321 sales. 
Other leading sellers were Ford, 
236; Plymouth, 84; Oldsmobile, 80; 
Pontiac, 53; Buick, 47; Dodge, 35,| 
and Rambler, 25. 

In truck sales, Chevrolet and/| 
Ford were tied at 41 sales each, | 
with International in third place} 
on 20 sales. The month’s total was 
124, compared with 141 a month| 


earlier — (Arthur R. Oleson.) 
* 


itnaiien, 0. | 
New-car sales in metropolitan | 
Columbus (Franklin County), O.,| 
perked up a bit in June but they | 
still trailed a year ago by a wide 
margin. 
June’s total of 1,833 registrations 
ran 79 vehicles or 4.5 percent ahead 


| 


of May, 


percent below June, 1957, according | 


to a report issued by the clerk of | 
courts in cooperation with the Co- 
lumbus Automobile Dealers Assn. 
Registrations for the first half of 
this year totalled 10,902, down 26 
percent from a year ago. 
New-truck sales for June to- 
talled 219, just two above May 
but 43 below June of last year. 
This year’s first-half total of 1,046 
fell 256 units behind last year. 
Used-car sales dipped slightly in 
June, The total of 5,544 was 65 cars, 
or 1 percent below May and 89 


| cars, or 1.5 percent below June of 
|last year. The first half total of 


32,387 was down 1,264 units, or 3.7 
percent from the corresponding 
1957 period. 

Rambler continued to show 
strength in June with 69 registra- 
tions, good for eighth place. Chev- 
rolet held on to first with 611 
registrations against Ford’s 400. 


| 22; 
| Goliath, 5; Renault, 5; Volvo, 5, 


Plymouth, 141; Dodge, 109; Olds- 
mobile, 103; Pontiac, 98; Buick, 
72; Mercury, 45; Volkswagen, 27; 
| Cadillac, 24; DeSoto, 24; Chrysler, 
Studebaker, aa Lincoln, 10; 
Edsel, 8; Isetta, 6; Borgward, 5; 


33. (Justin | 


and miscellaneous, 
Henley.) 
om + * 
Sioux City, Ia. 
A total of 278 new cars and 62) 
new trucks were registered during | 
June in Woodbury County (Sioux | 





City), Ia., compared with 330 new} 
cars and 50 new trucks a month | 
earlier. 

June registrations of new cars | 
were: Chevrolet, 89; Ford, 82; Plym- | 
outh, 22; Oldsmobile, 21; Buick, 18; | 
Rambler, 14; Pontiac, 8; Mercury, | 
6; Dodge, 5; Volkswagen, 4; Cadil- | 
lac, 2; Isetta, 2; Chrysler, 1; Lin-| 
coln, 1; Simca, 1; Renault, 1, and 
Vauxhall, 1. 

Truck registrations were: Ford, 


20; Chevrolet, 17; International, 11; 


Diamond T, 9; White, 2; GMC, 1; 
Studebaker, 1, and Willys, 1. 
* + * 


Pittsburgh 

New-car registrations declined in 
the Pittsburgh area during the 
week ended June 28, according to 
the Bureau of Business Research 
of the University of Pittsburgh. 

The bureau’s seasonally adjusted 
index of general business activity | 
rose to 94.5 percent of the 1947-49] 
average during the week. It was| 
86.8 a month earlier and 87.6 at 
the end of April. 

The steel-ingot rate was down a 
shade to 59 percent of practical 
capacity.—(Leon M. Leffingwell.) 

* + * 


Houston 

Dealers in Houston sold 2,950 
new cars and 522 new trucks dur- 
ing June, compared with 2,905 cars 
and 399 trucks a month earlier. 

By makes, new-car registra- 
tions were: Chevrolet, 983; Ford, 
633; Oldsmobile, 211; Buick, 201; 
Plymouth, 181; Pontiac, 130; 
Cadillac, 100; Mercury, 72; Ram- 
bler, 70; Dodge, 69; Chrysler, 30; 
Studebaker, 23; Volkswagen, 23; 
MG, 22; Volvo, 20; Edsel, 19; 
DeSoto, 18; Triumph, 18; Metro- 
politan, 16; Renault, 16; Lioyd, 
14; Lincoln, 12; Hillman, 9; Im- 
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{i GENERAL MOTORS ACCEPTANCE nema § 
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THE PLAN THAT IS BEST 


FOR YOU AND FOR YOUR TIME CUSTOMERS 
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TIME BUSINESS 


iS PROFITABLE 
BUSINESS 


Available to Dealers in CHEVROLET » PONTIAC * OLDSMOBILE « BUICK « CADILLAC new cars, and used cars of all makes 








Business Up; Kilborn 
Reopens Used-Car Lot 


DECATUR, IlL—An upturn in 
new-car business has enabled 
Kilborn’s Northside Motors, Inc., 
to reopen its used-car lot at 765 
N. Main, according to John Kil- 
born, president. 

The lot was closed Feb. 15 to 
cut overhead because new-car 
business was not supporting the 
operation. Kilborn heads three 
dealerships here, handling Dodge, 
Plymouth, Mercury, Rambler and 
imported cars. 





perial, 9; English Ford, 7; Austin- 
Healey, 5; Willys, 4, and miscel- 
laneous, 35. 

Truck registrations were: 
196; Chevrolet, 192; International, 
51; Dodge, 29; GMC, 25; Mack, 7: 
Volkswagen, 6; White, 6; Interna- 
tional bus, 4; GMC bus, 4; Stude- 
baker, 2, and Autocar, 1.— (Ruby 
Fenoglio.) 


Ford 


* * 


Indianapolis 


A total of 2,063 new cars were 
registered in the Indianapolis area 
during June, compared with 2,046 
in May, according to figures com- 
piled by the Indianapolis Auto 
Trade Assn. 

By makes, registrations were: 
Ford, 540; Chevrolet, 482; (in 
May, Chevrolet outsold Ford, 558 
to 473); Plymouth, 207; Oldsmo- 
bile, 158; Buick, 150; Dodge, 70; 
Pontiac, 70; Rambler, 57; Mer- 
cury, 51; Cadillac, 42; Edsel, 38; 
Volkswagen, 26; Studebaker, 24; 
DeSoto, 23; English Ford, 21; 
Chrysler, 16; Renault, 14; Lincoln, 

10; Jaguar, 7; Volvo, 7; Maico, 
6; SAAB, 6; Imperial, 3 Metro- 
politan, 3, and miscellaneous, 32. 
New-truck registrations dropped 
from 242 in May to 199 in June. 
The June breakdown showed: Ford, 
62; Chevrolet, 59; International, 27; 
GMC, 16; Dodge, 15; Willys, 8; 
Diveo, 3; Volkswagen, 3; Diamond 
iT, 2; Reo, 2; White, 1, and miscel- 


laneous, 1.—(C. L. Kern.) 
> > > 


Oakland, Calif. 


Used-car sales are the brightest 
spot in the local sales picture. De- 
mand for used cars is so high that 
dealers are receiving well above 
book prices. One dealer said pur- 
chasers “are buying anything they 
can get hold of.” 

New-car sales continued the mild 
recovery started in May after a 
disappointing first quarter. How- 
ever, sales still are below the same 
period for 1957 in most instances.— 
(Steve Still.) 


” > 7 
Minneapolis 
New-car deliveries in Hennepin 
County (Minneapolis) for June 


dipped 16 percent under last 
June’s total, and the first half 
wound up running 10 percent be- 
|hind 1957, according to Finance 
and Commerce, business newspaper. 

A total of 2,102 new cars were 
delivered in June, 415 fewer than 
the 2,517 sold in June, 1957. This 
brought the midyear total to 17,748, 
down from the 19,870 sold in the 
first half of last year. Foreign-car 
sales, however, were running 50 
percent ahead of last year. 

June registrations were: Chevro- 
let, 678; Ford, 382; Plymouth, 177; 
Pontiac, 157; Oldsmobile, 136; 
Buick, 132; Rambler, 131; Dodge, 
55; Mercury, 55; Cadillac, 46; 
Chrysler, 25; DeSoto, 19; Stude- 
baker, 15; Volkswagen, 11; Edsel, 
9; Lincoln, 3; Packard, 2, and mis- 
cellaneous, 69. 

Truck sales in June amounted to 
207, compared with 219 in the year- 
ago month. By makes, they were: 
Chevrolet, 99; Ford, 49; Interna- 
tional, 29; Dodge, 10; GMC, 6; 
Mack, 2; Willys, 2; Diamond T, 1; 
Divco, 1; White, 1, and miscellan- 
eous, 7.—(Donald M. Lyons.) 

- * oe 


Midwest 


Sales of both new and used cars 
have shown a fairly good spurt in 
recent weeks in the Midwest and 
some shortages are developing in 
ears of certain models and colors. 

A strike of grain elevator work- 
ers timed to the wheat harvest 
may have a disastrous effect on the 
midsummer economy of a wide 
area. 

Generally, 





however, dealers are 


encouraged by a firmer demand 
and an increase in service business 
probably stimulated by vacation 
driving.—(L. H. Houck.) 
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E-Z-I1° 3-WAY MIRROR 
Glare-free, single image vision for night driving 











Headlights are distinct, yet glare- 


free with this amazing front-surface Not Just two positions, but three! 


E-Z-I mirror. You can judge the sae 

$ distance of cars behind you more (1) DAYTIME, you get a sharp, soothing yellow-green image. 

‘/ accurately. No guessing, no blinding! (2) NIGHT IN CITY, you filter out low-beam headlight glare. 
Safer because it’s optically better— (3) NIGHT ON HIGHWAY, you de-glare “brights” behind you. 
you ste only one image in a front- E-Z-I mirrors are standard equipment on top-line Buick 
surface mirror. models—available in Buick accessory departments. 


t Geeeee i & 


Cee THe 
| eliminate ghost images! 


: NO BLURRED REFLECTIONS...JUST ONE SHARP, CLEAN IMAGE 
; CROMIR® OUTSIDE MIRROR 4 Pp 
Better, single image vision 

‘ for clear or rainy weather © * 


Cromir’s chromium alloy front surface stays clearer in wet weather 
because moisture droplets run off, won’t cling. Cromir provides clean, 
sharp, single images with no ghosts, no blurs. It’s guaranteed for as long 
as the first owner keeps the car. Available from manufacturers of 
outside mirrors. 


~s mart Moen 
Gcocet 0 FO Tee ccPece ld 


These mirrors are sold only through new car dealers. 
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LIBBEY - OWENS - FORD 
a Great Name in Glaso 
LIBERTY MIRROR DIVISION, Brackenridge, Penna. 


Tune in THE PERRY MASON SHOW, Saturday Nights, CBS-TV Network 
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manager of Ex-Cell-O Corp.’s in-| years, Cooke has been in charge of | are: C. W. Lowell, Boston; Roy J, 
dustrial sales organization in Can-| sales of Versatal materials and | Lettenmaier, Chicago, and Edward 
ada. He will work out of a new! paint handling equipment for the | J- Preston, Minneapolis. 


A U T © p e r Ss © n n e Ex-Cello-O office in Toronto. Jarvie | ajemite division of Stewart-Warner Robert E. Mott has been ap- 


joined the company in 1931. | Corp. pointed a service representative in 














ce * * * pres Detroit region. His headquar- & 
A. S. Holmes, dean of oo eel —_ os Lorry at Indian Bremer Named Director | Thomas to Manage Sales | ters will be 4 ——- 
ment parts sales force o park| apolis an ober I. azel at io Injector | ° 
Plug, retired July 1 after 36 years’| Beaumont, Tex. Of Ohio Inj | Of Briggs Shock Absorber |Dodge Appoints Chandlee 
Service. eee Roger E. Bremer has been elected Herman O. Thomas has been| il Revi M 
He had been director of special-| 47 ite A ints Hawki executive vice-president and 4) appointed sales manager of Briggs | ssistant Regional anager 
ized marketing at AC’s sales head- SRS APPOUNs SEGNINS member of the board of Ohio In-| Shock Absorber} Joe Chandlee has been appointed 
quarters in Flint since 1956. J. P.| General Service Manager jector Co., industrial valve manu-| Co., a division of| assistant regional manager for 
Kane succeeds him. Holmes joined} William J. Hawkins, assistant facturer in Wadsworth, O. lf Gabriel Co. —_—_| Dodge in Los Angeles. 
AC In 1922 at Atlanta as a territory service manager,| Bremer has been with the con-| Prior to joining| “fie had been Dodge business- | 
manager. > has been named|°e?™ since he resigned as product| Briggs, Thomas| management manager for Los | 
* * * general service development vice-president of | was purchasing| Angeles. 
; , | Studebaker-Packard Corp. in 1956. manager, replace- . #8 
Newberry, Burke Promoted a [= ae lt at pais Ged Ahiniiin, Mimaios Maal 
By Motors Insurance aa Sch ins Rob sion of Thompson 
ment Division, Schupp Joins oberson oeaduat In Ammco Tools. Inc. North Chi- 
RE cote ne ae Stewart - Warner! G. Vern Schupp has joined H. A. and earlier held|©@80, Ill, has named Bob Jindrich 
appointe M aaa phe inti ean: Corp., Chicago. | Roberson Co., Inc., manufacturers | industrial en-|@ representative in Northeasterr 
— for Motors ——, ee Hawkins re-| representatives, as vice - president | : gineering and {Illinois and Southeastern Wiscon- j 
ew York. He succee s r a - places J. R.jand general manager, He was for-| 4. v0. Thomas purchesta eeu gin. 
Saaue with the am ee ee Reins oat who|merly a zone manager for Wilco| tions with Aluminum eo of * * * 
e e . was named man- : . . : 
Newberry will be succeeded as ager of industrial _ ea | America. | Goerner, Hayton Named 
manager of the Chicago branch| W. J. Hawkins sales of Alemite k oe | Creation of two product manager 
office by Edward P. Burke, former} jybrication products, Benepe Elects Cooke |3 Regional Service Chiefs |posts has been announced by PI 
Wichita (Kans.) office manager. —e “% George R. Cooke has been elected | A A inted D | Jefferson Chemical Co., Inc., Hous- ' 
» Ss Ex-Cell-O Hikes Jarvi vice-president in charge of trade| 47@ Appoint by Dodge |ton. Named to these posts were ¢ 
Buick Shifts Zone Managers oe exes jarve sales of G. W. Benepe & Associates,| Dodge has promoted three mem-| Joseph K. Goerner as manager, Me 
J. R. Hendrix has been named James Jarvie has been named to| manufacturing distributors of fin-| bers of its field service organization | specialty products, and Ben C. Hay- pre 


| . . . . . 
Buick Minneapolis zone manager| the new post of general sales' ishing materials. For the past five'to regional service manager. They’ ton as manager, glycol products. am 


replacing J. D. Duffy, who was) 
transferred to Kansas City as zone 
manager. Hendrix formerly was 
Denver zone manager. 
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Hammond Joins Cars Rental 


As Dealer-Relations Chief 

Rus B. Hammond has been ap- 
pointed dealer-relations manager of 
Cars Rental System, Inc. 

He formerly 
was assistant ex- 
ecutive secretary 


INDIANAF OLIS > P RANKS 22nd NATIONALI N £ 
of the Ohio Auto- 
mobile Dealers) = 
Assn., and man-| 
aoai ‘et tae e- LIS 


Greater St. Louis 
Automobile Deal- 
ers Assn. Earlier, 
Hammond was 
St. Louis regional Va - 
sales man r for , 

— F od 


Rus B. Hammond Kaiser . Frazer, 
AUTOMOTIVE SALES ARE 


and Chevrolet zone truck manager 
ABOVE THE 
NATIONAL 
™ AVERAGE! 


in Norwood, o. zB se 
Becco Ups Shutts 
WITH AUTOMOTIVE SALES TOPPING 
$200 MILLION annuaity* 


Albert P. Shutts, assistant sales 
SALES 
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manager since 1957, has been pro- 
moted to sales manager of Becco 
Chemical division of Food Ma- 
chinery & Chemical Corp., Buffalo. 
Shutts joined Becco in 1946. 

. * > 





INDIANAPOLIS 
LEADS THESE 
MAJOR CITIES 


Kelite Promotes Bowes 


To Midwest Sales Boss 


Vincent E. Bowes has been pro- 
moted to midwestern regional sales 
manager by Kelite Corp., Berkeley 
Heights, N. J., manufacturer of 
steam cleaning equipment. 

New Kelite district managers in- 
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DE A L ERS: Indianapolis (Marion) Ind. $202,890,000 
Minneapolis (Hennepin) Minn. 196,721,000 

WE NEED 
Atlanta (Fulton) Ga. 189,968,000 
1 9 5 & C A K 4 Seattle (King) Wash. 186,414,000 
San Francisco (San Francisco) Cal. 181,415,000 

@ Relieve Your Inventory! 2 
© Seep Up Sctes Velunel Kansas City (Jackson) Mo. 181,280,000 
@ Plan on Steady Business! Denver (Denver) Colo. 179,971,000 
OUR TRADES ARE GOOD Boston (Suffolk) Mass. 174,669,000 
AND CLEAN—QUALITY 

1S GUARANTEED! Columbus (Franklin) Ohio 160,82 1 ,000 
Cers Are Located Louisville (Jefferson) Ky. 152,360,000 

In Your Area 
New Orleans (Orleans) La. 126,541,000 









CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 


Chicago 37, lliols THIS YEAR 35,800 INDIANAPOLIS FAMIL S$ 


Nationwide Automotive Leasing 
Service 











*SOURCE: Sales Management Survey of Buying Power, May 10, 1958, 
Leading Counties Section. 
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How Nation's Salesmen Meet... 


Practical Problems of Selling 


Plymouth Dealers Elect— 


Newly-elected officers of the San Diego Plymouth Dealers Assn. pose with Chrysler 
Corp. officials. From left are Ernie Stanley, vice-president; Gene Geil, secretary; 
Marty DuBow, treasurer; Dick Joyce, Plymouth district manager; Owen Robinson, 
president, and Bob Fisher, Chrysler Western area sales manager. | 


HE experienced salesman sel- 

dom loses a second sale for 
the same reason that he lost the 
first. According to a veteran 
salesman, these lessons are what 
makes one salesman better than 
another, Here’s his story: 


I had worked on this deal in- 
tensively for about a week. The 
prospect and his 
wife could not de- 
cide on a dozen 
Case different things — 
Histories colors, upholstery 

and the thousand 
and one details, and each prob- 
lem had to be solved as it came 
up. On this basis we were pro- 
gressing, but it was rapidly be- 
coming hard work. 

I had finished up one day 
with them and had an appoint- 
ment for the next morning in 
the showroom. It appeared that 
we could close rather quickly 
and I had visions of sending 


Sales 


| 








ALI 


N AUTOMOTIVE SALES P 3ist 


NATIONALLY IN POPULATION 


them home in the car before 
noon, 

I was young then. The sales 
manager called me in that night 
and told me that I should push 
for a close at the meeting the 
next morning, to ask for the sig- 
nature on the order the first 
| thing and try not to let them 
| leave before they had signed the 

contract. 


| I agreed with him but I didn’t 
| LEE 


‘Western Ford Dealers 


| Elect Doan, Manser 


LOS ANGELES.—Doug Doan, of 
Beverly Hills Ford, has been 
elected chairman of the Ford Re- 
gional Dealer Council, and Shirley 
H. Manser, of Manser, Inc., Payette, 
Id., has been elected vice-chairman. 

They will represent 630 Ford 
|dealers of this area at the meeting 
| of the National Ford Dealers’ Coun- 
cil in Dearborn. 





THAN YOU THINK 


: 


WHERE TWO GREAT NEWSPAPERS 
GIVE YOU SATURATION COVERAGE 


yi ae: 





You ch virtyu eve ‘ + r 
norket through the paae . 4 } NJ 
And these ton € are able t , oe 

TEL cK: a 


average 
, a - if 
As a bonus, The Star and The News also give 
effect ve coverage in the entire he C nty 


og .10m ce ing fe more th >i al te '¢ a he 


THE INDIANAPOLIS STAR 


THE INDIANAPOLIS NEWS 


During 1958 


@ 12,700 Families Will Buy a New Car 


@e 13,300 Will Buy a 


e 800 Will Buy a New and a Used Car 
e 9,000 Will Buy but haven't decided 


whether to buy new or used 


PLAN TO BUY A CAR... 


Used Car 


think there was any point to 
making an issue of it. After all, 
most of the sales managers ad- 
vocate pushing out the pencil for 
the signature, 

+ = + 


7. couple came in and after 
a few preliminaries said that 
they were satisfied with the deal 
and that they had some business 
to attend to and would drop in 
some time in the afternoon and 
complete the papers. So I let them 
go and made out the papers. 

That afternoon I was called 
to the phone and the prospect 
told me that he was sorry but 
that he had to cancel the order 
and he was not in the market. 

That was a hard blow. Surpris- 
ing, too. What happened? Well I 
found out and as a result of that 
knowledge I know that I have 
closed many deals since then that 
would have blown up. 

+ > * 


ye the couple got home 
they had news in the mail 
which changed their viewpoint on 
spending. I later completed the 
deal and sold them but I might 
just as well have closed it months 
earlier. 

So the lesson is that when 
the sales manager or another 
salesman tells you to push for 
the close and try not to let the 
prospect leave without signing, 
take his advice. 

If a prospect goes home and 
gets his mail and finds, for in- 
stance, that someone is threaten- 
ing to sue him for damages, then 
your deal blows up. 

If the die has been cast and he 
has made the deal before he 
leaves, then he will stand by it in 
the face of bad news. 

That’s why you need to close 
as quickly as you can. 


Hynes Named in Midwest 
By N. Y. Consulting Firm 


DETROIT. — James A. Hynes, 
former director of commercial de- 
velopment for Chrysler Corp., has 
been named to direct Midwest op- 
erations of Hollenbeck & Co... New 
York management consulting firm 
which has been counselling Chrys- 
ler’s reorganization program. 

Hynes joined Chrysler in 1954. 
Prior to appointment as director 
of commercial development, he was 
manager of organization for the 
manufacturing staff and director 
of administration for the corporate 
marketing staff. 








MERCURY 
Dealers 


Our gas or electric powered Junior autos 
are authentically scaled down, real cars. 
Smart as their ‘58 big brothers. Sensa- 
tional for dealer publicity and big car 
sales: Wire or write for complete details, 


Ua 


FORD TIMES 


mes 


FORD TIMES—Takes the reader to colorful, 
romantic places through words and pictures. It 
presents the reader with unusual, helpful in- 
formation on historic landmarks, recent na- 
tional developments. Quite often, new Ford 
products are introduced through the pages 
of the Ford Times. 


FORD TREASURY OF THE OUTDOORS 
—A tourist’s-eye view of American outdoors, 
made up of selected articles which have ap- 
peared in the Ford Times. It is printed as a 
help to the motorist, to aid him in getting more 
pleasure out of the recreational opportunities 
offered by his family car. 


Tea oe ed 


FORD TREASURY OF FAVORITE REC- 
IPES FROM FAMOUS EATING PLACES 
(VOLS. 1 & 2)—Features spots where exciting 
foods are served in picturesque atmosphere— 
often the high-spot of a motor trip. Also direct- 
ed toward stay-at-home gourmets who copy 
world-famous recipes in their own kitchens. 








FORD FAMILY OF FINE CARS CLEARINGHOUSE 


NO. 91 OF A SERIES 


We’re winning customers with words! 


. 
: 
| 
. 









FORD TREASURY OF 


Station 
mac ko bods 


The special publications produced by Ford 
Motor Company have been doing a whale of a 
job in winning new friends and customers for 
the Ford Family of Fine Cars. Reader reaction 
has been tremendous—in fact, most of our 
special publications are a direct result of reader 
requests for article reprints from Ford Times. 

We now have 6 separate books being sold 
through Simon and Schuster in record quanti- 
ties—“Ford Treasury of Favorite Recipes from 
Famous Eating Places’ (Vols. 1 & 2), “‘Ford 
Treasury of the Outdoors,” “Ford Treasury of 
Station Wagon Living” (Vols. 1 & 2), and the 


FORD MOTOR COMPANY - 


“Ford Almanac,” published annually. 

The popularity of these books is attested to 
by the places you'll find the well-thumbed 
copies—home libraries, doctors’ offices, busi- 
ness waiting rooms, reading rooms—practically 
everywhere. And all of these readers can be 
your potential customers! 

Yet, with all their success, the important 
thing to remember is that these special Ford 
publications have been designed to do one 
thing . . . win new customers for you and for us. 

Another reason why it’s great to be a dealer in 
the Ford Family of Fine Cars. 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD e THUNDERBIRD e EDSEL *¢ MERCURY ¢ LINCOLN ¢ CONTINENTAL MARK II! ¢ ENGLISH FORD LINE 


GERMAN FORD LINE * FORD TRUCKS . 


. Living 


pa 


i ao 


7a 
ame arte 


yl — 


e 
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TRACTORS 


NEW ENGLAND JOURNEYS 


NUMBER 6 


FORD TIMES SPECIAL EDITION 
published and presented by the 


FORD DEALERS OF NEW ENGLAND 


. FARM IMPLEMENTS . INDUSTRIAL ENGINES 









sie 


th FORD 1058 


LMANAC 
and Gardeners Guide 


EDITED BY { 


John Strohm 








FORD TREASURY OF STATION WAGON 
LIVING (VOLS. 1 & 2)—Illustrations and 


) Information about the variety of equipment and 
accessories now available that can transform 
the family station wagon into a hotel or hunting 
and fishing lodge. Includes maps and camping 
trips to make travel easier and more pleasant. 





NEW ENGLAND JOURNEYS-—Six vol- 
umes containing about three hundred stories on 
New England subjects—written by ninety dis- 
tinguished authors and journalists, illustrated 
by top photographers and artists. It highlights 
interesting and unusual places for tourists 
traveling the New England states. 


THE FORD ALMANAC AND GAR- 
DENER’S GUIDE—Published annually for 
5 years, it’s the foremost book of its type. 
The Almanac features weather forecasts, new- 
products information, gardening tips; latest 
developments on the farm front, including new 
machinery, improvements in growing methods. 


' 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 





"56 


"S7 
Sept. 
Prices of '57e added and ’49s dropped in November, 1956, Prices of '58s added and '50s dropped in December, 1957. 


Market Trend 


The overall average price of 
used cars sold at auction de- 
clined $4 last week to $965, ac- | 
cording to Automotive News’ | 
index. 


The only exception to the down- 
ward trend was provided by ’58s, 
which went up $48. 


Losses were pegged at $35 on 
"65s, $18 on '56s, $11 on "Sis, $6 
on "54s, $6 on '53s, $6 on ’52s and 
$2 on Sis. 


A new low was established by 
the adjusted price of '53s, The 
previous low had been established 
Jan. 13. 


At a group of representative 
auctions last week, the average 
consignment was 214.2 units, com- 
pared with 2654 units a week 
earlier. The sales ratio was 67.9 
percent, compared with 70.6 per- 
cent in the previous week. 

Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- | 





| DODGE—’56 Custom station wagon, 
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PORTLAND, ORE. 


$1,600*, $1,455*, $1,450°; Custom (6) | 
Portland Auto Auction. Sale every Tues- 300 2-dr., $1,455* $1,400°, $1,375; 4- 
day. Prices are for sale of July 1. dr., $1,275. 
BUICK—’57 Special 4-dr., $1,800*. 56 Fairlane (8) Hardtop, $1,385° (ps); 
'56 Century station wagon, $1,750° (ps); | 2-dr., $1,115*; station wagon, $1,375* 
Special Riviera, $1,555* (ps), — Custom (8) Hardtop, $1,300°; sedan, | 
RM 4-dr., $1,385* (ps). $1,070*, $1,050°, $965; Custom (6) 4- 
’55 Super Riviera, $1,085*; Special Rivi- | dr., $870; Main (8) 4-dr., $805; Main 
era, $1,000°. | (6) 2-dr., $770. 
°54 Super Riviera, $900°. 55 Fairlane (8) conv., $1,215°; 4-dr., 
’53 Super Riviera, $385°. $1,065*, $1,010 (ps); Custom (8) | 
CADILLAC—‘56 (60) Special 4-dr., $2,-| station wagon, $1,180; 2-dr., $910°. 
600° (ps). 54 Main (8) 2-dr., $550. 
’54 (62) coupe de Ville, $1,900* (ps). | "53 Crest conv., $500*, $450°; Main (6) | 
"47 (62) 4-dr., $150°. 4-dr., $450; 2-dr., $360. 
CHEVROLET—’57 Bel Air (8) Hardtop,| ‘51 2-dr., $165*, $150. 
$2,050°, $1,865*, $1,785* (ps); Two-ten | LINCOLN—'56 Premiere Hardtop, $2,285* 
(8) station wagon, $1,955*, $1,745; 4-| (ps). fs 
dr., $1,575*, $1,565, $1,470*; Two-ten| MERCURY—'56 Medalist Hardtop, $1,070°. 
(6) 2-dr., $1,405. "55 Monterey 2-dr., $1,205° (ps). 
"56 Bel Air (8) conv., $1,560°; Two-ten "54 Custom (8) Hardtop, $750°, $560°. 
(8) 4-dr., $1,175; 2-dr., $945. | °53 conv., $605; 4-dr., $495°; 2-dr., | 
‘SS Bel Air (8) station wagon, $1,355; $455°. 
Hardtop, $1,280*; sedan, $1,225* (ps),| NASH—'53 Statesman 4-dr., $310°*. 
$1,105*, $1,075, $850; Two-ten station| OLDSMOBILE—’58 Fiesta station wagon, 
wagon, $1,330*; Two-ten (6) 4-dr., | $3,395* (ps). 
$900. "57 (S88) 4-dr., $1,785*. 
"54 Bel Air 4-dr., $700*; Two-ten 4-dr., "54 (98) 2-dr., $1,150° (ps). 
$595. "52 Super (88) 4-dr., $345° (ps). 
’53 Bel Air sedan, $680, $590; One-fifty "S51 Super (88) 4-dr.. $245°. 
2-dr., $380. PLYMOUTH—'57 Belvedere (8) Hardtop, 
"52 sedan, $375, $255°. $1,905* (ps); 4-dr., $1,610°; Savoy 
DeSOTO—'57 Firesweep 4-dr., $1,730*. (8) 4-dr., $1,395. 


$1,- 
370°. 
"55 Sierra station wagon, $1,190; Coronet 
(8) Hardtop, $840°*. 
"53 Coronet (8) 4-dr., $450*. 
EDSEL—’58 conv., $2,300* (ps). 


FORD—’58 Fairlane (8) 500 Hardtop, $2,- 
260° (ps). 
’57 (8) station wagon, $1,980*%, $1,940°, 
$1,725, $1,700*; Fairlane (8) 500 Hard- 
top, $1,925* (ps); Fairlane (8) sedan, 


’56 Suburban (8) station wagon, $1,180, 
$1,095; Savoy (8) 4-dr., $1,100°, 
’55 Plaza (6) 4-dr., $705. 
"53 4-dr., $350. 
PONTIAC—’56 Star Chief station wagon, 
$1,625°. 


(Copyright, 1958, by Automotive News) 


| ’55 Chieftain Hardtop, $1,160, $950; 4- 
| dr., $1,025; Star Chief 4-dr., $1,080. 
| °54 station wagon, $615. 
| 53 4-dr., $245. 
| STU DEBAKER—’56 Hawk 2-dr., $1,090. 
55 Commander (8) 4-dr., $825. 
"53 Commander 4-dr., $520; Champion 
4-dr., $325. 


MISCELLA NEOUS—’'58 Willys Jeep, $1,480. 


’56 Dodge (8) %-ton pickup, $1,055. 
55 GMC %-ton pickup, $800. 
"53 Dodge %-ton pickup, $450. 
"50 GMC %-ton pickup, $360. 
| 
FLINT 
Flint Auto <Auction, Inc. Sale every 


Wednesday. Prices are for sale of July 2. 
Due to the holiday, activity slowed 
down, Prices remained firm even though 
the percentage of sales was off. Sold 
148 out of 252 offerings. 
BUICK—’58 Century 4-dr. 


| $3,200* (ps). | 
| °ST Super 4-dr.. $2,075*° (ps), $1,990°| 
(ps); Riviera 2-dr., $2,030° (ps); Spe- 
cial 4-dr. hardtop, $1,900° (ps), $1,- 
} 800° (ps). 


"56 Special 4-dr. station wagon, $1,665*; 
Riviera 2-dr., $1,305*; 4-dr. Riviera, 
$1.225*;: Century 2-dr. Hardtop, $1,- 
560°; RM 2-dr. Riviera, $1,300° (ps). 

"55 Special 2-dr. Riviera, $1,055*, $910*, 
$905*. $630; Century 4-dr. 
$860°. 

"54 Century 4-dr., 
$4125°; Special 
conv., $625°. 

| °53 Super 4-dr. 

4-dr $200°. 

| CADILLAC —56 (62) 

(ps). 

CHEVROLET—'5S Impala (8) conv., 

300°; Bel Air (8) 4-dr., 


$700°; 
2-dr., 


2-dr. Riviera, 


Riviera, $315*, $255°; 


station wagon, | 


Riviera, 
Riviera, $670*; 


club coupe, $2,315* 


$2,- 
2 at $2,090°. ' 





’57 Bel Air (8) conv., $1,800*, $1,765*, 
$1,520; 4-dr. hardtop, $1,685* (ps), 
$1,675*; Two-ten (8) station wagon 
4-dr., $1,675*, $1,655*; 4-dr., $1,485* 
$1,305*; 2-dr., $1,370*; (6) 2-dr., $1,- 
405*, $1,375*. 

"56 Two-ten (6) 2-dr. station wagon, - 
at $1,080; 2-dr., $890; One-fifty (6) 
2-dr., $725. 

55 Bel Air (8) conv., $1,025*%; 4-dr 
$910*, $820*; (6) sport coupe, $950*; 
(6) 4-dr., $880; Two-ten 4-dr, station 
wagon, $1,010; sport coupe, $775*; 
4-dr., $635*; (6) 2-dr., $780, $650; 4- 
dr., $775, $755, $550*; Delray (6) club 


coupe, $805*; 

*54 One-fifty 4-dr., 

"53 Two-ten 4-dr., 

| $225. 

CHRYSLER—’55 Windsor 4-dr., 

*54 Windsor 4-dr., $390*. 

| DODGE- "55 Royal (8) 4-dr., $715*. 

"54 Meadowbrook 4-dr., $410; Coronet 

| 4-dr., $265°. 

F O R D—’58 Thunderbird, $3,685* (ps) 

Fairlane (8) 500 conv., $2,640° (re- 

| tractable), $2,235*; Custom 300 (8 

| 4-dr., $1,810; (6) 2-dr., $1,665. 

| °57 Fairlane (8) conv., $1,770* (ps); 4- 

dr., $1,415*; 500 2-dr., $1,650*; Coun- 

| try sedan (6), $1,605; Custom 300 (6) 
2-dr., $1,150; (8) 2-dr., $1,130. 

’56 Fairlane (8) conv., $1,385*; Victoria, 
$1,210* (ps); 4-dr., $1,080* (ps); 
Ranch Wagon (8), $1,120*; Custom (8) 
2-dr., $940*, $875°*, $800, (6 
4-dr.. $775; Main (8) 2-dr., 

’55 Fairlane (8) 2-dr., $750°; Custom (8) 
4-dr., $710*; Main (6) 4-dr., $615. 

*54 Custom (8) 4-dr., $330. 

’53 Country sedan (8), $365; Ranch 
wagon (8), $480°%; Custom (8) 2-dr., 
$350, $330, $270; 4-dr., $300; Main 
(6) 2-dr., 2 at $275. 

| °52 Custom (8) 4-dr., $225. 

MERCURY—’56 Custom 4-dr. 

$1,180* (ps). 
"55 Montclair club coupe, $910* 
Monterey 4-dr., $650*. 
OLDSMOBILE — '57 (98) 
$2,190* (ps); Super 
865° (ps), $1,715. 
"56 (88) Super 4-dr., 
Holiday coupe, $1,195*. 
| °55 (88) Holiday coupe, $1,020*. 
"53 Super (88) conv., $325* (ps). 
| PACKARD—'57 Clipper club coupe, $1,685*. 


(8) club coupe, $555*. 
$350; 2-dr., $250. 
$350°*, $275; 2-dr 


$910". 





| 


Phaeton, 
(ps); 


Holiday coupe, 
(88) 4-dr., $1,- 


(98) 





$1,450° (ps); 


| PONTIAC—’56 Star Chief 4-dr., $1,120* 
(ps); Chieftain (8) club coupe, $1,- 
040°; (6) 4-dr., $830°. 

"55 Chieftain (8) 4-dr. station wagon, 
$1,125*, $1,100*° (ps); (6) 4-dr., $850*, 
775°; Star Chief conv., $1,030° (ps); 
4-dr., $685* (ps). 


"54 Star Chief Catalina, $485°. 
| RAMBLER—’'55 Cross Country, $735. 
STU DEBAKER—'57 Commander 2-dr., 
j 130. 


$1,- 


MISCELLANEOUS—'55 Chevrolet (6) %- 
ton pickup, $560°. Dodge (8) %-ton 
| pickup, $490. International \-ton 
pickup, $310. 
"52 GMC %-ton pickup, $265. 


DANVILLE, VA. 


Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of July 2 

Top market here for anything clean 
and nice 


BUICK—'56 Special 2-dr., 
(Continued on Page 30, Col. 


$1,405°; 
1) 


4-dr., 


Frequency Rates: Listing (maximum: three lines of type)—$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Display (minimum space, 1 inch on 1 
columa—maximum 5-inches on 2 columns.) For Display Rates contact Want Ad Dept., Automotive News, Detroit 26, Michigan. 





COLORADO 





COLORADO AUTO AUCTION 
LITTLETON, COLO. SOUTH 
DEALERS ONLY 
Sele Every Monday—11:00 am. 
Owners: Francis 8. Cassell—Cerroll K 
Phone Denver: SUnset 1-7821 
Wire Colorado Aute Auction FAX 
Denver, Colo. 
Auctioneers: 
Colonels Johnny Weed and Dean Devis 
All cars paid for by our own check through 
The Bank of Denver 


DENVER 








DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4575 So. Santa Fe Littleton, Colo. | 
Ph: SU 1-6673 — Ed. G. Smith 
Auction Every Friday at 12:00 Noon 


We Issue Auction Checks and Titles Are 
Guaranteed by Empire Auction Insurance 
Agency 








CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our !2th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 





MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half Rw west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 11:30 A.M. Sharp—Dealers Only 
Auctioneer: Coil. W. E. “Bill Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 





MICHIGAN 


NEW JERSEY 





APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just '/, mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 





Crossroads 


+ «+ Where they meet .. . buyers 
and sellers . . . new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Automotive News. 





ep crnrebsey i. A. ve 


NATIONAL AUTO 
DEALERS EXCHANGE 





NEW YORK 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





Thruway Auto Auction, Inc. 
Rovte 18B Buffalo, New York 


EVERY TUESDAY 


Insured Checks — Insured Titles 
Fast, Accurate Market Reports 


Phone: HObart 4700 Al Clements, Owner 


Flying Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
pick you up. 

en 


NEW YORK 


ian Y 
| LAFAYETTE—Syracuse Auto Auction, 
| Center of Empire State. Check and 
| Title Protection. (Wed.). 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 


Every Monday — |! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 


NORTH CAROLINA 


RALEIGH Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 








PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M, 


%& Dual Lane Selling 
%& Auction Checks 
% Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 








| _ TENNESSEE 


| JOHNSON AUTO 


AUCTIONS 


| Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 














WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


Bill Johnson Bob McConkey 








WEST VIRGINIA 


WE Ee-L ile 
DEALER AUCTION 


tt: oe 30, 


MID-ATLANTIC DEALER AUCTION Box 84 
HUNTINGTON, W. VA. 


EVERY W EE K — Automotive News’ 
“Leading Used Car Auction Direc- 
tory" lists the top U. S. Auto Auc- 
tions. When you want to know 
where? when? what time? and what 
facilities are offered? LOOK IN 
LUCAD. 





“Take Home a Guaranteed Auction Check” 
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From gorgeous grills to titillating taillights, 
the *58’s have uncorked their Sunday punches 
— hotly competing for every sale. 


But don’t let this stressing of the newest and 
most glamorous cost you sales in the end. 


It can—if in the din of battle you forget that 
prospects will spend part of their lives JN those 
’58 beauties and (once you remind them of 
that) will go strong for basic comfort features. 


Chief among basic comforts is AIRFOAM — 
greatest selling word in cushioning. 


To Mrs. Prospect, AIRFOAM suggests the richest 
luxury of the finest homes. 


to win, you need 


; balks} 2 


VU v2 ee ae 


To Mr. Prospect, AIRFOAM brings dreams of his 
best-loved easy chair. 

And no matter what a car’s other features may 
be—it takes AIRFOAM to complete the picture of 
the truly modern. 


This hands you a triple-barrelled sales-nailer- 
downer—more important than ever in this most 
competitive of automotive years. 


So— when you’ve wowed your prospects with 
everything your line offers, get into the home- 
stretch with AIRFOAM. That brings home the 
bacon—plenty of bacon—plus plenty of green- 
stuff that’s even better! Goodyear, Engineered 
Products Dept., Akron 16, Ohio. 



















Extra 
Trade-in 
Bonus 
For Dealers! 





In addition to helping you sell cars now, 
AIRFOAM will increase your profits come 
trade-in time. How? By retaining its shape 
and protecting upholstery so cars come back 
to you in more salable condition. What bet- 
ter way to assure more resales—AT BETTER 
PRICES—than by selling AirnFoAM now? 


Airfoam—T. M. The Geedyear Tire 4 Rubber Company, Akroa, Ohio 


Vm “GOODSYEAR 


THE WORLD'S FINEST, MOST MODERN CUSHIONING 
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Graul Named to Head 
Dealers in Marietta, O. 


MARIETTA, O. 
Graul, 


— Joseph W. 
Griffith Brothers, Inc., has 


| 
| 
| 


been elected president of the Mari- | 
etta Automobile Dealers Assn, 


Other new officers are Frank E,| 
Williamson Chevrolet 
Co., vice-president, and George F. 
Cranston, Williamson Chevrolet, 


Williamson, 


secretary-treasurer. 


The following imported-car 


prices are 
Port of Entry figures at New York, They 
include ocean freight, U, 8S, excise tax 
and import duty. They do not include 
“emergency freight’’ charges, U. 5S. trans- 
portation fees, state and local taxes or 


equipment, 


(Copyright, 1958, by Automotive News) 


ALFA ROMEO—Giulietta—Spider, 


298; Super Spider, $3,686; 
$3,784; Veloce Cpe., $4,194. 
4-dr, sed., 

$4,982. 


ARNOLT-BRISTOL—(Prices are F.O.B. 
Chicago)—Competition, $3,995; Bolide, $4,- 


245; Deluxe, $4,995. 


ASTON-MARTIN— 
$7,550; conv., $8,190 
AUSTIN—A-35 Deluxe 2-dr. 





Sprint 
2000 Series— 
$4,994; Spider roadster conv., 


DB24 Mark III cpe., 


sed., 


Patent Violation 
Is Laid to Eaton 


MILWAUKEE.—Warner Electric 
Brake & Clutch Co., Beloit, Wis., 
has filed a patent infringement suit 
in Federal District Court here 
against Eaton Mfg. Co., Cleveland. 

Warner charges that electromag- 
netic friction brakes and clutches 
manufactured by Eaton’s Dyna- 
matic division, Kenosha, Wis., em- 
body patented features of Warner 


products. 


The suit asks for an injunction 
infringe- 
ment and for an award of up to 
three times the amount of damages 
as determined by the court, No 


against further alleged 


specific figure was asked. 





Cpe., 


$3,- 


$1,- 





taxes, 


557; 


$1,795. 
conv., 
luxe.) 

AUTO UNION—‘‘1000"’ 
495. 

BENTLEY—Series S — 
Saloon, 
power steering, 


495; 


$3,295. 
brakes, 


$2,553. 
FORD 


Current Prices on U. S. Cars 


A-55 Deluxe 
(Heater standard.) 
AUSTIN-HEALEY — Sprite 
100-Six — conv., 
(Heater standard on De- 


$3,389. 


(Heater standard.) 


$13,450. 


4-dr. 


Port-of-Entry Prices 
On Imported Cars 


$3,087; 


roadster, 


is principal entry point). 


stat. 


995; 2-dr. hardtop, 
495. 


wag., 
$2,845; Touring Sport Coupe, 

CITROEN—2CV 4-dr. sunroof sed., 
298 (centrifugal clutch). 
$2,795 (air suspension). 
(Alr suspension, heater, 
power steering, sutomatic clutch 
standard on DS-19). 

DATSUN—4-dr. sed., $1,799. 

DKW—4-dr. sed., $2.395; 2-dr. sed., $1,- 
$2,195; stat. wag., $2,- 


502/3.2 — $6,198; 


BMW 
sunroof sed., 
~ | (Heater standard on all models.) 
BORGWARD— Isabella—?2-dr. 
$2,685; Touring Sport, 
$3,750. 


ISETTA 300 — sunroof, 
$1,098. 
$1,398; 


sed., 





sed., 


(Heater standard on all models.) 
hardtop, $9,750; | 


FACEL-VEGA — 2-dr. 
Excellence 4-dr. 
matic 


hardtop, 
. power 


$12,800. 


sed., $1,658; 2-dr. 


$2,278; 


roadster, 


(Continued on Page 31, Col. 3) 


$2,- 


$1,- 
ID-19—4-dr. sed., 
DS-19—4-dr. sed., 


The following prices tnciude the sug- 
gested base factory list prices, 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
transportation charges and op- 
tional equipment, 

(Copyright, 1958, by Automotive News) 
BUICK—Special—4-dr. seda., $2,700; 2-dr. 


Federal 





$2,214. 


— roadster, 
Deluxe 


cpe. deluxe, $2,- 


Standard Steel 
(Automatic transmission, 
power brakes standard.) 
Other models are custom-built and vary 
considerably in price. 
BERKELEY — 328-c.c. 
in New York ($1,695 in Los Angeles. West 
Coast 
BMW — Model 
503/8, $9,292. 
BMW 
cabriolet, 
pass. sed., 


$1,595 


Model 


power 


(Aute- | 
brakes, power 
windows, radio, heater are standard.) 

FIAT—500 Series—sunroof sed., 
600 Series—4-dr. 
$1,353; 


$1,098. 
sed., 
sunroof sed., $1,415. 1100 Series— 
4-dr, sed., $1,743; stat. wag., $2,129. 1200 
Series—Gran Luce sed., 
(Heater standard on all models.) 


(England) — Anglia 2-dr. sed., 
$1,539; Perfect 4-dr. sed., $1,639; Escort 
2-dr. stat. wag., $1,629; Squire 2-dr. stat. 





| $2,728. Corvette — hardtop cpe. or conv. | 
$1,048; | 


sed., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
hardtop, $2,744; conv., $3,041; 4-dr, 2-seat 
stat, wag., $3,145; 4-dr. 2-seat hardtop 
stat, wag., $3,261. Century—4-dr. sed., $3,- 
316; 4-dr, hardtop, $3,436; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr, 2-seat hardtop 
stat. wag., $3.831. Super—4-dr. hardtop, 
$3,789; 2-dr. hardtop, $3,644. Roadmaster 75 
—4-dr. hardtop, $4,667; 2-dr. hardtop, $4,- 
557; conv., $4,680. Limited—4-dr, hardtop, 
$5,112; 2-dr. hardtop, $5,002; conv., $5,125. 
(Variable-pitch Dynafiow standard on Cen- 
tury and Super; Flight-pitch Dynfiow 
standard on Roadmaster 75 and Limited. 
Powering steering standard on Super, Road- 
master 75 and Limited. Power brakes 
standard on Roadmaster 75 and Limited.) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,891; 4-dr. extended-deck hardtop, §$5,- 





079; 2-dr, hardtop, $4,784; conv., $5,454; 
Sedan de Ville 4-dr, hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado— 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop, $13,074. 
Sixty Special—4-dr, hardtop, $6,232. Series 
75—8-pass, sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matic, power steering, 
power brakes standard on all models.) 
CHEVROLET (Prices are for six- 
cylinder models, For V-8s, add $107.) Del- 
ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr. util, sed., $2,013, Biscayne — 4-dr. 
sed., $2,290; 2-dr. sed., $2,236. Bel Air— 
4-dr. sed., $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,511; 2-dr. hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr. 2-seat Yeoman, $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr, 3-seat 
Brookwood, $2,678; 4-dr, 2-seat Nomad, | 


(V-8 std.), $3,631, 
CHRYSLER — Windsor —4-dr. sed., $3,- 
129; 4-dr,. hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat. wag., $3,616; 4- 
dr, 3-seat stat. wag., $3,803. Saratoga— | 
4-dr. sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 
sed., $4,295; 4-dr. hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
wag., $5,083. 300-D—2-dr. hardtop, $5,173; 
conv., $5,603. (TorqueFlite and power steer- 
ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 
CONTINENTAL—4-dr, sed., $6,072; 4- 
dr, hardtop, $6,072; 2-dr. hardtop, $5,825; 
conv., $6,283. (Turbo-Drive, power steer- 
ing, power brakes standard on all models.) 
DeSOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr. hardtop, $2,953; 2-dr. hard- 
top, $2,889.50; conv., $3,218.50: 4-dr. 2- 
seat stat. wag., $3,266; 4-dr. 3-seat stat. 
wag., $3,408, Firedome—4-dr. sed., $3,085; 
4-dr, hardtop, $3,234.50; 2-dr. hardtop, $3,- 
177.50; conv., $3,488.50. Firefiite — 4-dr. 
sed., 
hardtop, $3,675; conv., $3,972; 4-dr. 2-seat 
stat. wag., $4,030; 4-dr. 3-seat stat. wag., 
$4.172. Adventurer—2-dr. hardtop, $4,071; 
conv., $4,369. (TorqueFlite standard on 
Fireflite and Adventurer. Power brakes 
standard on Adventurer.) 
DODGE — Coronet Six — 4-dr. 





sed., $2,- | 


$3,582.50; 4-dr. hardtop, $3,731; 2-dr. | 2 





529.50; 2-dr. sed., $2,448.75; 2-dr, hardtop, 
$2,571.50. Coronet V-8—4-dr. sed., $2,637; 
2-dr, sed,, $2,556.25; 4-dr, hardtop, $2,764; 
2-dr, hardtop, $2,679; conv., $2,941.50, 
Royal—4-dr. sed., $2,797; 4-dr. hardtop, 
$2,915.25; 2-dr. hardtop, $2,854, Custom 
Royal—4-dr, sed., $3,030; 4-dr. hardtop, 
$3,142; 2-dr. hardtop, $3,071; conv., $3,298. 
Regal Lancer—2-dr., hardtop, $3,245.25. 
Station Wagons—2-dr. 2-seat Suburban, 
$2,970.25; 4-dr., 2-seat Sierra, $3,034.75; 
4-dr. 3-seat Sierra, $3,176.25; 4-dr, 2-seat 
Custom Sierra, $3,212.25; 4-dr. 3-seat Cus- 
tom Sierra, $3,354.25. 


EDSEL—Ranger—4-dr, sed., $2,592; 2- 
dr. sed., $2,519; 4-dr. hardtop, $2,678; 
2-dr. hardtop, $2,593, Pacer—4-dr, sed., 


$2,735; 4-dr, hardtop, $2,863; 2-dr. hard- 
top, $2,805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; 2-dr. hardtop, $3,346. 
Citation—4-dr. hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons 
—Roundup—2-dr. 2-seat, $2,876. Villager— 
4-dr, 2-seat, $2,933; 4-dr. 3-seat, $2,990. 
Bermuda—4-dr. 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 


FORD (Prices are for six-cylinder 
models. For V-8s add: $107 for station 
wagons, Fairlane sedans and Fairlane 500 
sedans and hardtops; $123 for Fairlane 
hardtops; $137 for Custom 300.) Custom 
300—4-dr. sed., $2,109; 2-dr. sed., $2,055; 
business sed., $1,967. Fairlane—4-dr. sed, 
$2,275; 2-dr. sed,, $2,221; 4-dr. hardtop, 
$2,418.73; 2-dr. hardtop, $2,354.12. Fair- 
lane 500—4-dr. sed., $2,427.72; 2-dr. sed., 
$2,373.72; 4-dr. hardtop, $2,498.72; 2-dr. 
hardtop, $2,434.72; conv., $2,649.88; re- 
tractable hardtop (V-8 standard), §$3,- 
162.69. Station Wagons 2-dr. 2-seat 
Ranch Wagon, $2,396.76; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,503.24; 4-dr. 2-seat 


Ranch Wagon, $2,450.76; 4-dr. 2-seat 
Country Sedan, $2,557.24; 4-dr. 3-seat 
Country Sedan, $2,664.24; 4-dr., 3-seat 


Country Squire, $2,793.90. Thunderbird — 
(V-8 standard)—2-door hardtop, $3,630.85; 
conv., $3,913.85. 


IMPERIAL — Imperial —4-dr. sed., $4,- 
945; 4-dr. hardtop, $4,945; 2-dr. hardtop, 
$4,838.50. Crown—4-dr. sed., $5,632; 4-dr. 
hardtop, $5,632; 2-dr. hardtop, $5,388; 
conv., $5,758.50. LeBaron—4-dr. sed., $5,- 
968.50; 4-dr. hardtop, $5,968.50. (Torque- 
Flite, power steering, power brakes stand- 
ard on all models.) 


LINCOLN—Capri—4-dr. sed., $4,951; 4- 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. 
Premiere—4-dr. sed., $5,565; 4-dr, hardtop, | 
$5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, 
power steering, power brakes standard on 
all models.) 


MERCURY—Medalist—4-dr. sed., $2,617; 
-dr. sed., $2,547. Monterey—4-dr, sed., 
$2,721; 2-dr. sed., $2,652; 4-dr. hardtop, 
$2,840; 2-dr. hardtop, $2,769; conv., §3,- 
081. Montclair—4-dr. sed., $3,236; 4-dr. 
hardtop, $3,365; 2-dr. hardtop, $3,284; 
conv., $3,536; Turnpike Cruiser 4-dr. 
hardtop, $3,577; Turnpike Cruiser 2-dr. 
hardtop, $3,495. Park hard- 





-dr. 


top, $3,944; 2-dr, hardtop, $3,867; conv., 
$4,118. ‘Station Wagons—2-dr. 2-seat Com- 
muter, $3,035; 4-dr, 2-seat Commuter 
$3,105; 4-dr. 3- seat Commuter, $3,201; 2-dr 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya 
ger, $3,635; 4-dr, 2-seat Colony Park 
$3,775. (Multi-Drive Mere-O-Matic, power 
steering, power brakes standard on Park 
Lane; Mere-O-Matic standard on Montclair 
Voyager and Colony Park.) 


OLDSMOBILE — Series 88 — 4-dr. sed. 
$2,837; 2-dr. sed., $2,772; 4-dr. hardtop 
$2,971; 2-dr. hardtop, $2,893; conv., $3,- 
221; 4-dr, 2-seat stat. wag., $3,284; 4-dr 
2-seat hardtop stat. wag., $3,395. Super 8% 
—4-dr, sed., $3,112; 4-dr. hardtop, $3,339, 
2-dr, hardtop, $3,262; conv., $3,529; 4-dr 
2-seat hardtop stat. wag., $3,623. Series 9% 
—4-dr. sed., $3,824; 4-dr. hardtop, $4,096 
2-dr. hardtop, $4,020; conv., $4,300. Jet 
away Hydra-Matic, power steering, power 
brakes standard on Series 98.) 


PACKARD — 4-dr. sed., $3,212; 2-dr. 
hardtop, $3,262; 4-dr. 2-seat stat. wag., 
$3,384. Hawk — 2-dr. hardtop, $3,995. 


(Flightomatic and power brakes are stand- 
ard on all models.) 


PLYMOUTH —(Prices are for six-cylinder 
models, For V-8s, add $107.) Piaza—4-dr. 
sed., $2,169; 2-dr, sed., $2,117.50; bus. cpe., 
$2,028.25. Savoy—4-dr. sed., $2,304.75; 2- 
ur. sed., $2,254.25; 4-dr. hardtop, §$2,- 
399.50; 2-dr. hardtop, $2,328.50. Belvedere 
—4-dr, sed., $2,439.75; 2-dr. sed., $2,388.50; 
i-dr. hardtop, $2,527.50; 2-dr. hardtop, $2,- 
456.50; conv. (V-8 std.), $2,762. Fury— 
2-dr. hardtop (V-8 std.), $3,066.50. Sta- 
tion Wagons (Suburbans)—2-dr. 2-seat De- 
luxe, $2,431.50; 4-dr. 2-seat Deluxe, §2, 
485.50; 2-dr. 2-seat Custom, $2,553.25; 
4-dr, 2-seat Custom, $2,607; 4-dr. 3-seat 
Custom, $2,747; 4-dr. 2-seat Sport, §$2,- 
759.75; 4-dr. 3-seat Sport, $2,899.75. 


PONTIAC—Chieftain—4-dr, sed., $2,638; 
2-dr. sed., $2,573; 4-dr. hardtop, $2,792; 
2-dr. hardtop, $2,707; conv., $3,019; 4-dr. 
2-seat stat. wag., $3,019; 4-dr. 3-seat stat. 
wag., $3,088. Super Chief—4-dr. sed., $2, 
834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
$2,880. Star Chief—4-dr. sed., $3,071; 4- 
dr, hardtop, $3,210; 2-dr. hardtop, $3,122; 
4-dr. 2-seat stat. wag., $3,350. Bonneville 
—2-dr. hardtop, $3,481; conv., $3,586. 


RAMBLER — American — Deluxe 2-dr. 
sed., $1,789; Super 2-dr. sed., $1,874. 
Deluxe Six—4-dr. sed., $2,047. Super Six— 
4-dr, sed., $2,212; 4-dr. hardtop, $2,287; 
4-dr, 2-seat stat. wag., $2,506. Custom Six 
—4-dr, sed., $2,327; 4-dr. 2-seat stat. 
wag., $2,621. Rebel V-8—Super — 4-dr. 
sed., $2,342; 4-dr. 2-seat stat. wag., $2, 
636. Custom 4-dr, sed., $2,457; 4-dr. 
hardtop, $2,532; 4-dr. 2-seat stat. wag., 
$2,751. puabenenten <. Guser — 4-2. sed., 
$2,587; 4-dr, 2-seat stat, wag., $2,881. Cus- 
tom—4-dr, sed., $2,732; 4-dr. ‘hardtop, $2,- 
822; 4-dr. 2-seat stat. wag., $3,026; 4-dr. 
2-seat hardtop stat. wag., $3,116. 


STUDEBAKER—Scotsman 6—4-dr., sed., 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat. 
wag., $2,055. Champion 6—4-dr. sed., 
$2,253; 2-dr. sed., $2,189. Commander V-8 
—4-dr. sed., $2,378; 2-dr. hardtop, $2,493; 
4-dr. 2-seat Provincial stat, wag.; $2,644. 
President V-8—Classic 4-dr. sed., $2,639; 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 


6 cpe., $2,219; Silver Hawk V-8 cpe., $2,- 
352; Golden Hawk V-8S 2-dr. hardtop, 
| $3,282. (Overdrive standard on Golden 


| Hawk, Heater standard on Scotsman.) 





New Passenger Car Registrations, All States for May, 1958-1957 
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Indiana "58 389 13) 402 101} 30 128; 263| + 878| 1400) 2337 125 49 273, «-2784).—~=S«734)~—~=«|Ss«2793 885, 537) 5220 3 195, 208, +«=—383, ~—«10397 
‘S7| 34) 8) 352] 4S] 132} 419) =~ 958) = 2173) ~— 4027) 5446) 121 1145 6712 168) 434 4782 1479 1143 9519 30 46) 49) 180' 21281 
Kentucky : 58 100 4 104 39) 5 19 98, «386 =S««S47,~—S—«OS77 32 21 112) 1042 237 85) 1177) 285 i91| 1975 2 24 26 159, 3853 
o _'s7 65 2 67 85 29 88 250} 653|_—«1105| 1832) oe 341| 2194 519 98, 1844 444 374| 3279 2 57 59 48 6752 
Louisiana "58 90 29 ug 43) 14! % 122 313) 528! «1363 28 28 140, 1559) 246 144 1830, +429) +=) +2900 2 27 29 294, «542? 
‘7| 21 88 94 43! ry 252 713} 1183) 2244) 33) 69) 46 442 Si} 2680! 530) 545) 4348 9 50 59 66| 8390 
Maine 58) 135 8 143 34) 7} 20 75 199/335! 5% 27 7 74, —-704 103 ry 651 TT 116) 1042 a 43 235) 2502 
‘s7| sue] =| 8| 46 135| 280) = 508) 734) 23 150} 907 218 6! 711 158 179| 1327 3 33 36 107; 3012 
Maryland ‘58 229 19; 248 5 18| 72 247/841! «1273! ~—«1594 48 24 213) ‘1879 357 149| 2414) 424) 3861 3730 5 55 60 515| 7705 
57 144] 12) 186 163) 54) _—«150| —«533| 1506) © 2406| +2388 45 450| 2883) 532 203} 2701! 597; 623) 4656 13 105 118 221| 10440 
Massachusetts ‘58 799 33| «832 152! 38; «146 360! «11294! —«1990| 2747 71 69 380-3267; 628) «335 «2991 884, 496, +5334 . 74 82) 1028 12533 
57] Ss 527) Ss 30]}_——s«S57 296| 87; 278 612) 1666) 2939) 3345) 87 593| 4025 873/ 358) 3230; 1061 763! 6285 8 93 101 651| 14558 
Michigan ‘58 | 1059 67) 1126! —«-243) 54) 26! 712) 2195! 3465! «5731! 29% 185) 1073 7285| 1485) 696) 7621) 2005) 1374) 13181) 1é) 190) 206) 1145) 26408 
57; ss 593] 5 647|497|_—«175| 667, 1894, 4191; +7424) «518 | 8B 1797| 10503} 1944 846| 7277| 1708| 1801; 13576 20 194, 214 588| 32952 
Minnesota 58) 427! | 427; —«*143) 16| 74 196|-758| «1147! ~—«t'750! 75 35) 220; 2080; S388 143! 2125/5562) +484) ~—«-3700) é 124) +130) ~=«289)+~=«773 
57) 334/ 2; 346) Bt} 4 145| -475| (1052) —«1894/ = -2624| 40; 475|_—3139| —687|_——s85{ = -2637|_ = 721; += 533] 4763) 14 164/178 130/ 10450 
Mississippi "58) 57| 6 63) 52| | 43! 89; —«168| = -363| 669! 16 6! 69|-760| ~—S«89 54, 940! «185 144) 1512|  —_ 106; 2829 
7] Ss 3 | _i4 58) 9| 64) 3119) = 421) 67 975} = |_—s }——s84] st 272| 52) 1198) 181) 245) 1948 2 39 4! 34) 3826 
Missouri 58) 386) 32 418 124 36|«135| S421! ~—s'152| += tese! 3359) 84 57 369| 3869) «792! ~=S«375! +~—«4331/~=«917)~SCOO2|~—sTA7| 4 128 132 B4l| 13945 
‘S7; «197 12| 209 162} 58} _—-203|_ 495/419) 2337] 3178) _ él! 529| 3768 752 244| 3620) + 792| 713) 6121; 12 126 138 179| 12752 
Nebraska ‘58 147 3 150, 36! 12 29; «103)—=S«2S 431| 882! 14) 14 131/041! «174! 95| 1216, 236) ~—=«s169!~—=—« 890) 1 29) 30 170; 3712 
‘s7| 62 ! 63 58 16) 26|  —-% 350) 546] 1044S is] 0 208|. 1262} 256 64/1147] = 216} ~~ 186] ~—«1869| 8 34 42 43| 3825 
New Jersey "58 671) 61/732 362| 86; 286{ 577/ 1944! 3255) 3034 155 | 95) 493 3777/ 905! Ss 686| 4580/ +«1257| ~=«855| 8283) TI 129 140| 1253) 17440 
‘57 368 57| 425 34 217|__—-558|_—*1137|_~—-2556/ ~—5102| 4280 | 121 896| 5297| 1087 599| 4706) 1326| 988) 8706! 23 193 216 572! 20318 
New Mexico 58 47 é 53 25) 10] 13 65/120) +~=S=«233!~—S—«319 20) 10) 48, —-397) 96 | 45, 58%) ~—«+146| 86/962) 1 18) 19, 118) 1782 
‘57 2} Ss 4] 3 49| 9|  —-26|_ Ss 178 35! 562 __ 19] 4} 695] 183 55 585/ 138) 132) 1093) 2| 22 24 69| 2264 
New York 58) 1689|«109| «1798 = ss713/ ~=—s'146! = s526! ~—«1364! «4250! «6999! 7670 + +«248| +~=—-248 1188! 9354) -2334|~—«1435| 10180! 3666! 2019) 19634] 27) | 3630 4 
‘57 1147) 110)_—*1257|_—«1565} 542] 1447) ~—«3386) = 641) 13581) 12928) | 464) 2912) 16304) += 3953] 1737} «12435! += 4167] ~—:3:229] 25521) 61 | 500| Ser | 2421 964s 
Ohio ‘58 878 82; 960/289 67} 270 Ss «833! «2244 +=« 3703-5203} +~=S«s«199| ~=Ss«s49|~=Ssi«é«‘| S470] ~—«1'-478| ~~—«5SBB) «6314! 1751) 1323) 11451) 13) 74) 
‘57 569| 64| —633/_— 714 185} 730) 2112 4012| 7753) 8844 | 175 1942) 10961! 2239} +730! +8003) 2273] es 15350) 37/ 303| 340 349) e588 
Oklahoma 58) 126 " 137) 36} 12} 27) 85| 320! 480) 1002) 46! 23) 105/ 1176; = 300|_—Ss«130|—s1355| 311! «275! «2371 1 i 
‘57 8! 7 8; 74] sti =~ 7204 54! 906;  1640/ 14 313! 1967} 358; = 155} 1560) +9359! += 300)-—Ss 2732) | 3 ial 124 Se 
Oregon = a8 S| | 29 6{ 34) 2} |S 462|—s7t| si! si 154| 1087| «187! —Ss«*76!—=«d1:238| ~—«178|~~—«235!~—«N 4 1 | 52) vel 4 
‘57 150 15| 165) ~— 6] S24] st} ~— 222} = 372] ~—s 785] —s 28 27| 274 +1519) 332! 93| 1169} 261! 270) 2125) 6! BA ra 390 028 
Tennessee ‘58 163) 19 182 49) 44) 17} 371) 586 1139! 4\! 21 107! 1308! +264) ~=s«121!~—S—=«WN 2} 378| 223). 2598! SCS —— Fars 
‘57 a} tt}_ 29} 37] 96} 339) 76) «1349! = 2298) _ 26| _—s-378| ~—s«-2702| ~—Ss «£33 ~=—s 150} +=—2174] += 392] + = 445] «= 3894! 4| 39 331 I 798 
Texas ‘58 418 78! 49%! «240! 74| 159 457! 1467! 2397! 4828! ~—s:145| 9%! 602! S671! «1348! «602! —«-7434) «1493/1047! 12124) 9! 156) 165) | 22045 
57 304 37 341/439) 195! 346! 1090/3219) ~—-5289| +9083). | __122}__—si1526| 10731! +2098} + ~=701} +9344) + 2059) + 1652) 15854! 16! 1821 198 | Mal 3830 
Washington 58 304 | 10; 314 40) 10) 47; 150/359, = 606! ~—« 1 108) 44 33 ~16t!-1344)——«206!~—S—«|—=«370| —«218| «196-2070! 
‘57 215) 19/234! 77 25{ ss 7t|_~—s 234 = 350) = 757] _~—«*1423} | 27| 224| 1674) 320) 76| 1444] 249/ 2431  2332| 4| a3 i | to! babs 
All States "sR ~=—s-*16847| —«:1289| (18136) 5299) 1253/ 4322! 11924/ 36924! 59722! 989196! 3355! 2327! 2590! 107468! 22951/ 11959! 118515) 28819| 20700| 202944! 52! 7 
For May "57| _-10616/ ~—'1036/_-11652| 9973) 3441] +: 9807/ + 25332| 58202) 106755| 139127/ | 3160! 27118) 169405] 35198] 13165! 134322] 33699] 30359! 246743/ 334i 31291 see iet08| seeso4 
Year "58| 61264! 4574) 65838/ 27551) 7316) 22625! 57799! 167548| 282839| 413375| 18749! 13530! 58771! 504425! 120872! 57292! 538477! 141405! 102997] 961043| 1437! | 4884 
To Date ‘S7!__43179| 4056! 47235! 48709/ 15450] 48913 112950| 259435! 485457| 631829) | _17349| 121872] 771050] 185784] 62587| 594634| 170439| 143863/1157307/ 2838! 2ee04| tera? Meaaat 12583052 





“The information contained in this report has been compiled from official state documents. 
precaution has been exercised to insure accuracy of this report to the extent of the registrations received and 


The 1957 figures for Nash and Hudson are included in the Rambler total. 





Every reasonable tabulated at 


the time the report is published, R, L. Polk & Co. 
inaccuracies or omissions.""—R, L. Polk & Co, 


The 1957 figures for Continental are included in the Lincoln total. 


cannot assume any liability by reason of 
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Chrysler dealers have an extra edge with 





Picture this on your demonstrator! You tell your pros- 
pect to set the Auto-Pilot dial for the top speed he 
wants to travel. When he reaches the speed he’s set, the 
gas pedal pushes back as a gentle warning. Need more 
speed? Just press down on the gas a little harder. 


Now have him push the Auto-Pilot button. In seconds 
he’s driving with his foot off the gas! Auto-Pilot holds 
his speed automatically—even up and down hills— 
releases instantly at a touch of the brake. Point out that 
Auto-Pilot can save up to 15% on gas. And mister, 
you’ve got a sale! 


Another reason why- YOU GET A GREAT DEAL MORE WITH 


CHRYSLER 


\ 
\ 


\ 
“Ne 
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The Chrysler engineering exclusive that patrols your speed... 


lets you cruise with your foot off the accelerator ...saves gas! 


Right this minute, Chrysler dealers everywhere are 
demonstrating this amazing new invention—and toting 
up plus sales. Hard-working factory-paid advertisements 
in Life and Time—in Sunday magazine sections, on 
television, and in local newspapers all across the country 
—are pulling prospects into Chrysler showrooms. And 
dealers are turning these prospects into customers. 


Only Chrysler has amazing Auto-Pilot. Only Chrysler 
dealers have this easy-to-demonstrate engineering mar- 
vel to sell. Here’s another example of the extra edge 
that’s always yours when you sell Chrysler! 
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Used-Car Auction Prices 





(Continued from Page 26) 


$1,365*; Super 4-dr., $1,290° (ps). 
'55 Super 2-dr., $1,200* (ps); Special 
2-dr., $1,080°. 
'54 Special 2-dr., $655. 
°63 Special 4-dr., $380° (ps). 
*52 RM 4-dr., $265° (ps). 
CADILLAC—’56 sedan de Ville, $2,255* 
(ps). 
*55 a de Ville, $1,905* (ps). 
53 (62) 4-dr., $805*. 
OCHEVROLET—’58 Bel Air (8) 4-dr., $2,- 
105°. 
'ST Bel Air (8) 4-dr., $1,780°, $1,615°, | 
$1,480°, $1,230; 2-dr., $1,505; oi 
ten (8) 2-dr., $1,165. 


"66 Bel Air (8) 2-dr., $1,380° (ps), | 
$1,340°, $1,005; Two-ten (8) 2-dr., 
$905. 

’55 Bel Air (8) 2-dr., $1,105, $985; sal 
Air (6) 2-dr., $905*; 4-dr., $820; Two-| 
ten (6) 2-dr., $890; Two-ten (8) 4-dr., 
$735". 

"54 Two-ten 4-dr., $520. 

'53 Two-ten 2-dr., $525, $375, $360, 
$290°; 4-dr., $365, $345°, $305. 

"52 2-dr., $200°. 

DeSOTO—'53 2-dr., $305*. 

"52 2-dr., $300. 

DODGE—’56 Custom Royal (8) 4-dr., $1,- 
265°. 

*55 Custom Royal (8) 2-dr., $980. 

’53 Coronet (8) 2-dr., $375°. 

FORD — ’'58 Fairlane (8) 4-dr., $1,980* 
(ps). 

’57 Country Squire (8), $1,855° (ps), 
$1,515* (ps); Fairlane (8) Hardtop, 
$1,780* (ps); 2-dr., $1,680°%; Custom 
(8) 2-dr., $1,305*, $1,115 

"66 Fairlane (8) 2-dr., $1,285°; 4-dr., 
$1,125° (ps), $1,085*; Custom (8) 
2-dr.. $855, $850°, $840, 2 at $825, 2) 
at $795, $790; Country Squire (58), 
$1,200°. 

"55 Country Sedan (8), $1,170° (ps); | 
Fairlane (8) 2-dr., $995°; 4-dr., 2 at| 
$875*; Custom (8) 2-dr., $790°, $780, 
$750; Sunliner (8) conv., $775°. 

"54 Custom (8) 4-dr., $710, $490, $415, 
$405; 2-dr., $685; Custom (6) 4-dr., 
$505; Main (8) 2-dr., $375; Main (6)| 
2-dr., $330. | 

"53 2-dr., $675, $555, $305; conv., $455. | 

"52 conv., $295°. 

MERCURY—'56 Medalist 2-dr., $1,005. | 

"55 Monterey 2-dr., $1,155*, $730°, $665°; | 
Custom Hardtop, $730*. | 

"63 Monterey 2-dr., $405. } 

"S52 2-dr., $255. 

OLDSMOBILE — ‘56 (88) 4-dr., $1,585° | 

(ps); 2-dr., $1,455°. 

"5S (98) Holiday 4-dr., $1,265°. | 

"63 (98) 4-dr.. $605° (ps); (88) 4-dr., | 
$480. 

PLYMOUTH—'5S Savoy (8) 4-dr., $640. 

"54 Belvedere (6) 4-dr., §560°; Savoy 
(6) 2-dr., $345. 

PONTIAC—'55 Chieftain 2-dr., $725. 
"54 Chieftain 4-dr., $685°; 2-dr., $480°*. 
"S3 Chieftain 4-dr.. $355°; 2-dr., $265°. 
MISCELLANEOUS — ‘55 Ford (6) %-ton 


pickup, $725. 


"S53 Studebaker (6) %-ton pickup, $305. 


BUFFALO 


Thruway Auto Auction. Sale every Tues- 
day. Prices are for sale of July 1. 

Sold 110 cars out of 166 consignments. 
BUICK—'56 Special 4-dr., $1,540°, $1,330° 


(ps). 
"S4 Century Hardtop, $540; Special 2-dr., 
$500; Hardtop, $475. 
"S53 Special Hardtop, $385*; 
$260° (ps). 
*"S2 Special 2-dr., $100°. 
"51 Hardtop, $130. 
CADILLAC—'53 (62) 
"50 (62) 4-dr., $210. 
CHEVROLET—'58 Brookwood (8) 
wagon, $2,150. 
‘56 One-fifty (8) 2-dr., $780. 
"55 Two-ten (8) 4-dr., $760. 
"54 Two-ten station wagon, $590; 
$420°, $340; Bel Air 4-dr., 
"53 Bel Air 2-dr., $375, $340; 
Two-ten 4-dr.. $305. 


DODGE—'56 Coronet (8) Hardtop, $1,075*. 


Used Imported 
Cars 


Albany, N. Y. 


Renault—'57 Dauphine 4-dr., 
025, $1,000°. 


Super 4-dr., 


4-dr., $575* (ps). 


station 


4-dr., | 


$440. 
4-dr., $340; 





$1,050, $1,- 


Jenison, Mich. 
Volks 'ST 2-dr., $1,400, $1,370, 
"56 2-dr., $1,205, $1,175, $1,110. 


West Palm Beach, Fia. 


Borgward—'57 2-dr., $1,485. 
Citroen—'56 sedan, "$1,300, 


Hiliman—'56 2-dr., $825. 
Skeda—'57 2-dr., $600. 
Vv ’S7 2-dr., $1,475, $1,375. 


"56 2-dr., $1,095. 
"55 Sunroof, $800. 


New York City 


Healey—'55 conv., $1,300. 

MG—'S4 conv., $100. 
Volkswagen—'55 Deluxe 2-dr., $875. 
Zephyr—'55 4-dr., $695. 


Littleton, Colo. 


Jaguar—'55, 7. 675. 
Volkswagen—'58 2-dr., 6 at $1,720. 
*56 Micro bus, $1,470. 


Flint 
Hiliman—'57 4-dr., $1,210. 


Portland, Ore. 


Goliath—’57 2-dr., $685. 
Hillmaa— 57 wn Minx, $1,160. 
‘S55 conv., 
Renault—’57 Saushine, $1,220. 
Triumph—'56 conv., $1,620 
Vomsungun se 2-dr., $1,175. 






























































FULL LINE OF EXTRA-OUTPUT D.C. GENERATORS 
FOR MEDIUM- TO HEAVY-DUTY APPLICATIONS 


CHECK THESE EXTRA-DUTY D.C. FEATURES 


e Substantial output 
at engine idle where required 


e Greater brush area— 
better commutation, longer brush life 


@ Ball bearings at both drive and commutator ends 


e Sealed field coils— 
impervious to moisture and corrosion 


e Double insulated armature coils— 
nylon and cotton 


e Hot-impregnated armature for extra insulation 
e Dynamically balanced armature 


e Wider, heavier brushes— 
service up to 100,000 miles is common 


AUTOMOTIVE NEWS, JULY 14, 1958 
STUDEBAKER—'56 Hawk Hardtop, $1,- PONTIAC—’57 Chieftain 4-dr., $1,355*. 
105*. ’55 Star Chief (8) 2-dr. Hardtop, $1 
MISCELLANEOUS—’54 Ford %-ton utility Model Breakdown 5.275", (Pa); Chieftain (8) R= $1,100° 
truck, $440. e *54 Star lef (8) 4-dr., . 
Of Auction Averages RAMBLER—’55 4-dr. station wagon, $1 
LITTLETON, COLO. July, 1958 June, May, 185°. 
Colorado Auto Auction, Sale every Mon- Model To Date 1958 1958 SEND es Ce 50 an an on tLe 
day. Prices are for sale of June 30. ee $2,644 $2,561 $2,619 — ) station gon, , 
ag wt eet Riviera, $1,780°.| 19677.............. 1,618 1,653 1,612 | MISCELLANEOUS —’58 Chevrolet %-to 
’53 station wagon, $935, $225. a a even Tees _ ee 1,197 1,191 1,164 pickup, $1,970. 
152 4dr. $140". $ $ 54 Super 2-dr. Riviera, $700°. 1955 924 918 899 °56 Ford (8) %-ton pickup, $845. 
FORD—’se > 53 Special conv., $415° (ps), | BUDD eeeeeerenee 55 Chevrolet %-ton pickup, $795, $76( 
"OT Gusta (8) Oar, GLO dn nee Ravine, S810". 1954... 577 586 589 | °55 Ford %-ton pickup, $630. 
56 Country Sedan (a) $i 360°: Country CADILLAC—’'58 (62) conv., $5,085* (ps),| 1953.............. 347 364 361 "55 a — yeekee 2 "teo 
i 5 ; SPs , ’ : $4,650° (ps); 4-dr., $4,400° (ps). "54 Ford 2-ton ca an chassis, 2 
Squire (5), $1,255; Fairlane (8) Hard-| 57° (¢2) Eldorado Seville, $3,860" (ps);| 1952... 258 = — $850. 
a” $340: , alten ; (6) 2-dr $710 4-dr., $3,800* (ps), $3,455* (ps). 179 193 174 "53 Chevrolet %-ton pickup, $425, 
$680° . ” ’] '56 (62) coupe, $2,355* (ps). Overall ’52 Willys yey 
55 i (8 ’ *. .| "55 (62) 4-dr., 2 at $1,950° (ps). 965 962 956 *48 Willys panel, $160. 
om airlane (8) conv., $1,108; Hard-| cuEVROLET—68 Impala conv.. $2,450°| AVerages $ $ '$ 956 
$3500 *» $680, |" @); Brookwood "(8)" station wagon, WEST PALM BEACH, FLA 
. 295; Bel Air (8) 4-dr., $2,225°, ; : 
"Wagen, gre, Gee 9a cee 2 at $2,125* (ps); 2 at one (ps). dr, Hardtop, $1,725°, $1,605°; (8) 4- West Palm Beach Auto Auction. Sal 
'S3 Crest Hardtop, $535*; conv., $510;| "5% Bel Air (8) 4-dr., $1,725%, $1,715, dr., $1,600°, $1,515*, $1,435*, $1,175;| every Thursday. Prices are for sale o 
Custom 4-dr.,.$340; 2-dr., $320*; $300°. $1,660; Two-ten (6) 4-dr., $1,210. Custom (8) Ranchero, $1,290. July 3. 
| MEROURY — "56M 'S6 Two-ten (8) 4-dr, station wagon, $1,-| °56 Country sedan, $1,550, $1,315; Fair- Strong on sharp cars, Registrations off 
188°. _ onterey Hardtop, $1,- 425* (ps); (6) 2-dr.. $910. _— Se -dr., $1,265*; Custom (8) 2-| due to holiday, but good percentage sold. 
‘ °55 Bel Air (8) 4-dr., $985, $845*, $725; r., . J — 5 
55 Monterey Hardtop, $915; 4-dr., $690; Two-ten (8) 4-dr., $720. i ath ai "5S Fairlane (8) 2-dr. Hardtop, $1,045; ie Su J Riviera, §1,360"" (ps) on 
__ Custom Hardtop, $730*. 54 B 2-¢ . Main (8) 4-dr., $650. ’ pe tom ‘sa7se - . 
53 Custom Hardtop, $275. 53 Two-ten 4 az. 5, HUDSON—’53 8 Wasp 4-dr., $260 es a 
*53 Two-ten 4-dr., f sSOn— uper Wasp 4-dr., , (ps). 
NASH—’54 Statesman 4-dr., $400. 52 Bel Air 2-dr, hardtop, $485. IMPERIAL—’57 Crown 4-dr., $2,940* (ps). ’53 Special Riviera, $375*. 
| OLDSMoBILE— 54 (88) conv., $945* (ps). ee Firedome (8) 2-dr. hardtop, MERCURY—’57 conv., $2,030* (ps); Mon *52 Super conv., $170°. 
49 conv., $205°. ’ (ps). 7 >A TA : ‘ én” . 
| PLYMOUTH’ 56 Savoy (8) 2-dr., $890°. 56 Firdedome (8) 4-dr., $1,255°. ‘.s Oi on man ae aay 58 (62) Hardtop, $4,025 
55 Savoy (8) 4-dr., $645; Plaza (8) eee OD Se. Ber ami 55 Monterey station wagon, $1,455°; "54 (62) sedan, $1,545* (ps); coupe, $1,- 
4-dr., $505; Plaza (6) 4-dr. (taxi), Fireflite 2-dr. hardtop, $975* (ps). 2-dr. hardt $950°; 4-dr..' 225° . 530° (ps) : 
$190. ‘54 Firedome (8) 4-dr., §$380° (ps). =D a aye: + 4-dr., $885°. — as 
PONTIAC—’56 Star Chfef Hardtop, $1,-| DODGE—’57 Coronet (8) 2-dr., $1,650° coupe, $ ° CHEVROLET—’58 Bel Air (8) Hardtop, 
225°. (ps), $1,625*, $1,605* (ps), $1,600* NASH—’'55 Statesman 4-dr., $830°. $2,100* (ps); 2-dr., $1,985* (ps). 
‘SS Star Chief Hardtop, $1,020°, (ps): OLDSMOBILE — ’58 (88) conv., $2,705°| ‘57 Bel Air (8) sport coupe, $1,665° 
'53 Chieftain conv., $340; 4-dr., $290*;| FORD—’58 Custom (6) 300 4-dr., $1,770° (ps). ew ar., $1,580, $1,315. 
2-dr., $105°, (ps). "57 (88) 2-dr. Hardtop, $1,925* (ps). "56 Two-ten (6) sedan, $880. 
RAMBLER—’57 4-dr., $1,200. ‘ST Thunderbird, $2,575*; Country sedan,| °55 (98) 4-dr. Hardtop, $1,360* (ps). 55 Nomad station wagon, $1,075° (ps) 
"55 station wagon, $875°. $1,770*, $1,700°; Fairiane (8) 500 2- "54 Super (88) 4-dr., $1,075° (ps). (Continued on Page 32, Col, 2) 
4 "8 x SRA t sz r f 
. : . 
* ie. “ ae 
DEL ww ke BR Be BE GS Ca 





NEW TOTALLY ENCLOSED GENERATORS 
FOR OFF-THE-ROAD APPLICATIONS 
Forced-air cooled for 50% more output 
with no increase in size! Splash-proof. 
Dust-proof. 6-, 12-, 24-volt d.c. models. 


NEW PIGGY-BACK GENERATORS 


Extra power with economy! Tailored 
extra output in single voltage systems. 
You can use both 6- and 12-volt d.c. 
units on the same vehicle. 




























































Willys Signs McCoy— 
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wag., $1,739; Mark IT Series—Consul—4-dr. | 6-pass, stat. wag., $1,545; 6-pass, stat. 
sed., $2,012; conv., $2,351; Zephyr 4-dr. | wag. (long wheelbase), $1,645. 
sed., $2,193; conv., $2,552; Zodiac—4-dr.| MERCEDES-BENZ—180 4-dr. sed., $3,- 
sed., $2,365; conv., $2,843. 240; 180-D 4-dr. sed, (diesel engine), 
GOGGOMOBIL—400 sed., $1,160; Florida | $3,517; 190 4-dr sed., $3,431; 190-SL road- 
Sunroof deluxe, $1,280; Step-In Van, $1,- | ster, $5,020; 190-SL ecpe., $5,232 (with 
460; Coupe de Ville, $1,560. (Heater stand- removable hard or soft top, $5,416); 219 
ard on all models.) 4-dr sed., $3,823; 220-S 4-dr. sed., $4,283 ; 
GOLIATH—1100 Series — Standard busi- | 220-S conv. $7,641; 90000 a-ce, sel, | $7.- 
ness sed., $1,995; Custom 2-dr. sed., $2,- | }°°" ; bee SL, roadster, $10,928: 
088.80; Custom conv., $2,395; Custom 2-dr, at emm an easter. 912.272 (Power 
stat, wag., $2,287.80; Empress Deluxe 2-dr. brakes etanéasé en 219 eed.: ‘automatic 
sed., $2,481.14; Tiger sport cpe., $2,834.98. transmission standard on 300-C eed, and 
(Heater standard on Empress, Tiger and 300-D hardtop.) : 


Camom models.) METROPOLITAN — 2-dr, hardtop, $1,- 
HILLMAN—4-dr. Special sed., $1,699; | g0¢109: conv., $1,650.10, 


= a aan” Gast Fiese; aan MG—MG “A’’—roadster (disk wheels), 


ry ee Ng gag 689; ven ent i co: J eee. 
“ie bs anal % py TR agg . | wag., ,912; Deluxe stat, wag., ,967. 

aa “aaa ”'s ee comp.” areas, (Heater standard on Deluxe models.) 

conv. (automatic transmission), $4,589; | OPEL — Rekord — 2-dr. sed., $1,957.50. 


McCoy Motor Co., 327 S. Broadway, Denver, has signed a franchise with Willys | roadster, $4,495; roadster (overdrive), $4,- | caravan—2-dr. stat, wag., $2,370. (Heater 


660; roadster (automatic transmission), 


Motors, Inc., to handle the Jeep family of four-wheel-drive vehicles. A. L. McCoy, left, | $4,745: “S" roadster (overdrive), $5,095. standard on both models.) 


PANHARD — 4-dr. deluxe sed., $1,995. 


president, and Thomas M. Ashton, vice-president, sign the contract in the presence of | 1 anorA—GC 2500; cpe. or conv., $6,575. | (Heater standard.) 


be W. T. Berry, Willys zone merchandising manager, and P. J. Noonan, Denver zone LLOYD — 4-pass, sed., $1,295; 4-pass. PEUGEOT — 403 — 4-dr. sunroof sed., 


monager. 


“ — a so 


=. 





FULL LINE OF A.C. GENERATORS FOR 
EXTRA-HEAVY ELECTRICAL LOADS 





CHECK THESE SUPERIOR A.C. FEATURES 


e@ Greater output at engine idle 


e@ Dependable performance 
at all operating speeds 


e Exclusive self-regulating current control— 
no current regulator or limiter needed 


e Exclusive stainless steel slip rings 


e Extra-large ball bearings 
at both drive and commutator ends 


@ Shaft-keyed rotors 
prevent high torque slippage 








e Easy all-around maintenance— 
positive oiler lubrication 






conv., $1,395; 4-pass. stat. wag., $1,345; | $2,175. 





The only complete 
line of both d.c. and 


a.c. generators — 
right for your job! 


Name your generator need. Better charge 
at engine idle? More power for the ever- 
increasing demands of more and more electri- 
cal accessories? Lower replacement cost for 
lighter duty operation? 


You name it. Delco-Remy meets it. Delco- 
Remy, in fact, has the only complete line of 
both d.c. and a.c. generators with matching 
waterproof regulators to meet every fleet re- 
quirement. Whether you haul light loads or 
heavy loads—off the road, around town, or 
across the nation—at highway speeds or in 
creeping traffic—Delco-Remy has the right 
generator to fit your need. 


The complete Delco-Remy line brings you 
this important benefit: When you buy these 
extra-duty generators through the United 
Motors System, or from your vehicle dealer, 
you get the tailored performance you need— 
at minimum cost. 


Specify Delco-Remy extra-duty generators 
on your new equipment, and for replacement 
on your present equipment. Only the com- 
plete Delco-Remy d.c. and a.c. line covers 
all the bases to fit every generator need. 


GENERAL MOTORS LEADS THE WAY—STARTING WITH 


Delc 2 


J 





' ELECTRICAL SYSTEMS 


DELCO-REMY « DIVISION OF GENERAL MOTORS ¢ ANDERSON, INDIANA 





i $2,462; roadster (wire wheels), $2,546; 

” aoe peg come dr. sed. (over- | °P@:_. (disk _ wheels), $2,695; | oe. wee 

- — ao meee “lw s) .785. Magnette—4-dr, sed., $2,- 
drive and power eos, wt 4-dr. 740. «bleater standard on Magnette.) 

sed, (automatic transmission and power i in " 

steering), $5,835, 3.4 Liter Sedan—<(over-| | MORMIS sor. sed $1,704) 708; 2-00. | 

drive and disk brakes), $4,542.50; (auto-| poiiye sed., $1,761; Tourer (conv.), $1,- 
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NSU PRINZ—2-dr. sed., $1,398. (Heater 
standard.) 

PORSCHE — Speedster — 70 horsepower, 
$3,215; 88 horsepower, $3,615; 115-125 
horsepower (Carrera), $5,215. Ooupe—70 
horsepower, $3,665; 88 horsepower, $4,115; 
115-125 horsepower (Carrera), $5,665. 
Hardtop—70 horsepower, $3,830; 88 horse- 
power, $4,280; 115 horsepower (Carrera), 
$5,830. Convertible—70 horsepower, $3,915; 
88 horsepower, $4,365; 115 horsepower 
(Carrera), $5,915, 

RENAULT —4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645, (Heater stand- 
ard on both models.) 

RILEY—1.5 sed., $2,316. (Heater stand- 
ard.) 

ROVER—90 4-dr. sed., $3,295; 1058S 4- 
dr. sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 

ROLLS-ROYCE—Silver Cloud—Standard 
Steel Saloon, $13,750. (Automatic trans- 
mission, power steering, power brakes 
standard.) Other models are custom-built 
and vary considerably in price, 

SAAB — ‘93’ — 2-dr. sed., $1,895; 2-dr. 
sed, (automatic clutch), $1,995, Granta- 
rismo 750 — 2-dr. sed., $2,568, (Heater 
standard on ‘‘93’’ models.) 

SIMCA—Aronde Series — Deluxe 4-dr. 
sed., $1,645; Elysee 4-dr. sed., $1,745; 
Montihery 4-dr. sed., $1,810; Grand 
Large 2-dr, hardtop, $1,980; Grand Large 
Special, $2,030; Chatelaine 2-dr, stat. wag., 
$1,875; Plein Ciel sport cpe., $2,795; 
Oceane conv., $2,995. Vedette V 8 Series— 
Trianon 4-dr, sed., $1,999; Versailles 4-dr, 
sed., $2,199. (Heater standard on Plein 
Ciel and Oceane.) 

SKODA—S-440 deluxe sed., $1,686; S- 
445 deluxe sed., $1,787; SS-450 sports 
conv., $2,395; VSS Italia conv., $2,985; 
VSS Italia hardtop, $3,085. (Heater stand- 
ard on all models.) 

SUNBEAM—Rapier—2-dr. hardtop, $2,- 
499; conv., $2,649. 

TAUNUS — Standard—4-dr. sed., $2,- 
108.50; 2-dr. sed., $2,016.50; Combi-wagon, 
$2,225. Deluxe—4-dr. sed., $2,254.50; 2-dr. 
sed., $2,162.50; Combi-wagon, $2,371. 

TEMPO — Matador — 12-passenger stat. 
wag., $2,575; 9-pass. stat. wag., $2,495; 
6-pass, stat. wag., $2,425. (Heater stand- 
ard.) 

TRIUMPH—4-dr. sed., $1,699; 4-dr. stat. 
wag., $1,899. TR-3 (sports cars)—softtop, 
$2,675; hardtop, $2,835. 

VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50; 4-dr. 2-seat stat. wag., $2,370. 
(Heater standard on both models.) 

VOLKSWAGEN—2-dr. sed., $1,545; 2- 
dr. sunroof, $1,625; conv., $2,045; Kombi 
(8-pass.), $2,020; stat. wag., $2.120; de- 
luxe stat. wag., $2,576; deluxe camper, 
$2,737. Karmann Ghia—cpe., $2,445; conv., 
2,725. (Heater standard on all models.) 

VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
wag., $2,490. (Heater standard on both 
models.) 


Auto Washington 


(Continued from Page 18) 
tions which comprise the interna- 
tional road group will be repre- 
sented at the Mexico City conclave. 
Visitors will view highway con- 
struction sites, as well as the 
famous El Olivar, the operators and 
mechanics school which trains 
Mexico’s youth to handle modern 
road building machinery. 

All in all, it is getting easier for 
Americans to drive anywhere they 
wish in North America. The bar- 


riers are coming down. 
* > > 


49th-State Shuffle 


PPROVAL of Alaskan statehood 

by Congress will lead to organi- 
zational changes in a number of 
national motoring associations, like 
the American Assn. of Motor Ve- 
hicle Administrators, American 
Assn. of State Highway Officials, 
National Highway Users Confer- 
ence, and the National Automobile 
Dealers Assn. 

For most of the groups, it will 
be a matter of finding a representa- 
tive to serve their interests in the 
49th state. NADA, which already 
has several members in Alaska, 
may have to provide for election 
of a 56th director to provide for 
board representation of the newest 
state. 


SBA to Stay? 


Tos Senate has approved a bill 
to make the Small Business 
Administration a permanent 
agency, as recommended by the 
White House. 

Action came on a bill passed by 
the House last year to make SBA 
permanent and to increase its lend- 
ing funds from $305 million to $500 
million. Under the old law, SBA’s 
life is set to expire on July 30. 


West Virginia Dealers 


To Convene in August 


CHARLESTON, W. Va.—The 
annual convention of the Automo- 
bile Dealers Assn. of West Virginia 
will be held at the Greenbrier 
Hotel, White Sulphur Springs, Aug. 
13-15. 


Lee Remodels Building 


Robert Lee, Inc. (Ford), held an 
open house at its newly remodeled 
headquarters at 17525 Lorain Ave., 
Cleveland. The firm is headed by 
Joseph W. Lee. 
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Automotive Division 


Formed by Saco-Lowell 


BOSTON. — Saco-Lowell Shops 
announced production of automo- 
tive parts and mufflers will be com- 
bined in an Automotive division 
with headquarters in its Edwards 
plant, Saco, Me. 

The firm said it plans to expand 
operations in the automotive and 
agricultural-equipment fields. 


’54 Two-ten sedan, $490; One-fifty sedan, 
$380. 
’52 sedan, $210. 

’47 sedan, $155. 
CHRYSLER—’54 Saratoga sedan, 
'49 Windsor 4-dr., $135. 
DeSOTO—’54 Custom 2-dr., $475°*. 
DODGE—’ 57 Coronet sedan, $1,100. 

'52 Coronet sedan, $150. 


$550°. 


More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 








Dale E. Moorman, right, knows it pays to advertise in the Yellow Pages. 


“We'd miss a lot of new and used-car buyers 
if it weren't for the Yellow Pages !”” 


says DALE E. MOORMAN, 
MOORMAN BUICK, INC., Topeka, Kansas 





“A Buick prospect, as a rule, has been pre-sold by Buick’s 
national and local advertising. Our experience is that 
when he’s ready to buy, he looks for a Buick dealer in the 
Yellow Pages. As far as I’m concerned, the Yellow Pages 
is an essential local advertising medium for the sale of cars 
and car service.” 


Turn more pre-sold prospects into profits! Advertise in 
the medium that can be found in the homes and offices of 
your best prospects — 24 hours a day. For complete 
information on how the Yellow Pages can increase your 
sales, call your local telephone business office. 









TOPEKA’S A BUICK TOWN] "i serencee saute 4 sean 
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“WUERE TO BUY IT” 
DEALER 
MOORMAN BUICK INC 501 We 


i #0 answer call 


CE 5-5355 
CE 3-9522 






* SALES + BETTER BUY 
* SERVICE USED CARS : 

. eur © 527 HARRISON DISPLAY AD (Shown reduced ) 

piat ed ew plus a bold-face listing 

CE 5-5355 CE 3.32 under the Buick trade-mark 


and one under “Automobile 
Agencies — Used Cars” sells 
Moorman’s Agency as Buick 
Headquarters to all Topeka. 


6% MOORMAN BUICK, Inc. 


FOPERAS FO~ORS! OF ate 
Veo Buren ond Sarh 





SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
{National Average is 65%) 


We guarantee to increase your service absorption figures and fill your shop with customer- 
paid labor . . . eliminate non-productive and unapplied time . . . and increase 
your profits. 

For as little as $70.00 up per month, we can install a complete service production 
program that will do hnes it costs you nothing. We will analyze your problems and 
tell you how to correct them . . . train the entire service personnel . free your 
service manager of details, so ‘that he can think . . . free service salesmen of doing 
follow-up, so that they can ‘have 8 hours a day to sell . . . eliminate duplicate handling 
of cars . . . and get away from single-item repair orders. 

lf your monthly service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story . . . we promise some new slants—without 
obligation, of course. 


Flash-A-Call Service Contro 


2170 Sovth Canalport Avenue 
Dept. AN-187, Chicago 8, Ill. 
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Used-Car Auction Prices 
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EDSEL—’58 Ranger 4-dr., $1,730*. 
FORD—’58 Fairlane (8) 500 Victoria, $2,- 
100* (ps); conv., $2,100* (ps). 

’57 Thunderbird, '$2,650* (ps); Ranch 
Wagon, $1,590*; Custom (6) 300 sedan, 
$1,105. 

’55 Country sedan, $910*, $880*, $860*, 
$830*; Fairlane sedan, $755*, $630; 
Custom sedan, $555*. 

’54 Crest (8) conv., $640°; 
dan, $310*. 

’52 Ranch Wagon, $310. 

*51 Custom sedan, $175*. 


Custom se- 


"49 Custom 2-dr., $165. 
LINCOLN—’58 Capri 4-dr., Hardtop, $4,- 
275* (ps). 


MERCURY—'54 Custom 2-dr., $700°*. 

"53 Monterey conv., $480°. 
NASH—’ 53 Ambassador sedan, $265. 
OLDSMOBILE—’57 (88) Super Holiday, 


$2,015* (ps); (88) Holiday, $1,805* 


(ps). 
’56 (88) Holiday, $1,300* 
"54 (98) sedan, $825* (ps); 
sedan, $710* (ps). 
PACKARD— 54 Panama Hardtop, $425°*. 
"52 Custom sedan, $185* (ps). 
PLYMOUTH—’57 Belvedere conv., $1,690* 
(ps); station wagon, $1, 675°." 
’56 Fury 2-dr., $1,300, $1,100°. 
PONTIAC—’' 53 Chieftain Catalina, $200*. 
*50 4-dr., $120°. 
RAMBLER—'55 sedan, $555. 
WILLYS—’53 station wagon, $310. 


NEW YORK CITY 


Skyline Auto Auction. Sale every 
day. Prices are for sale of July 3. 
Clean and sharp cars still are very 
short in this area. Dealers reaching for 
sharp merchandise. Rough cars finding 
few takers. Sold 101 out of 141 offerings. 


(ps). 
(88) Super 


Thurs- 


BUICK—’56 Super Riviera coupe, $1, 250° | 
(ps); 4-dr., $1,220° (ps); RM 4-dr., 
$1,125* (ps). 

’54 Special 2-dr. Hardtop, $505°; 4-dr., 
$455". ! 

'53 Super 4-dr., $405°; Special 4-dr., 
$210. 

'52 Super 2-dr. Hardtop, $350°; 4-dr., 
$225*; station wagon, $200°. 

'51 Super 4-dr., $200°. 

CADILLAC—'52 (60) 4-dr., $450° (ps); 
(62) conv., $510°. 

"51 (60) 4-dr., $315°. 
"50 (62) 4-dr., $330°. 

CHEVROLET—’'57 Two-ten (6) 4-dr., $1,- 
280, $1,275, $1,125; 2-dr., $1,215. 

'56 Two-ten (6) 4-dr., $905, $860, $850; 
2-dr., $885, $870; One-fifty station 


wagon, $825. 

'55 Two-ten station wagon, $985°, $690; 
(8) 2-dr., $705; Bel Air (6) station 
wagon, $795*; 4-dr., $680. 

"54 Bel Air 4-dr., $460°; One-fifty 4-dr., 
$245. 

"52 Deluxe 4-dr., 
Hardtop, $300°. 

"51 Deluxe 4-dr., $100. 

CONTINENTAL —'42 conv., $210. 

DeSOTO—'53 Firedome (8) 4-dr., 

DODGE—'56 Coronet (8) 4-dr., 
(6) 4-dr., $700°, $675. 

"54 Royai 4-dr., $575°. 

"53 Coronet (6) 4-dr., 

"51 Meadowbrook 4-dr.. 

FORD — ‘57 Custom 300 4-dr., 

Custom (8) 4-dr., $685°. 

"56 Country sedan, $1,150*°, $810. 

"55 Custom (8) 4-dr., $850; 2-dr., $830°; 
Fairlane (8) 4-dr., $575. 

"54 Custom (8) 4-dr., $490. 

"53 Sunliner, $440°. 

"S52 Victoria (8) 2-dr., $265°; 
2-dr., $246, $105; Custom, (8) 
$240, $225. 

HUDSON—'52 Wasp 4-dr., 

2-dr., $125°. 

KAISER—'53 Manhattan 4-dr., 

LINCOLN—55 Cosmopolitan 4-dr., 
(ps). 

MERCURY—'55 Montclair 2-dr. Hardtop, 
$910°; 4-dr., 700°; station wagon, 
$750°. 

"53 4-dr.. $360°. 

NASH—'53 Statesman 2-dr. Hardtop, $435. 

OLDSMOBILE—'54 (98) 4-dr., $840° (ps); 
(88) 2-dr.. $575*. 

PACKARD—'53 Clipper 4-dr., $325°. 

$805°. 


2-dr., 
$230*; station wagon, 


$270; Bel Air 2-dr. 


$240°. 
$1,135°; 


$275°. 
$100. 
$1,245; 


Main (8) 
4-dr., 
$200°; Hornet 
$235°. 

$910° 


"54 Plaza 4-dr., 
$475°. 

"50 Deluxe 4-dr., 
PONTIAC—' 
(ps). 

"55 Chieftain station wagon, 
"54 Chieftain 4-dr., $330°. 

"53 Star Chief (S) 4-dr., 
tain (8) 4-dr., $370°; 
$310. 

STUDEBAKER—'56 Champion 4-dr., 
"53 Commander 4-dr., $245°. 
WILLYS—’'52 Aero 2-dr., Hardtop, $110. 
MISCELLANEOUS—'56 Chevrolet sedan 
delivery, $700; %-ton pickup, $660; 
panel, $325. 

"55 Chevrolet %-ton pickup, $450*. 

’55 Ford panel, $400. 

’53 Ford Courier sedan delivery, $225. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of July 4. 

We really had a big sale today. We 
served 650 people a big Fourth of July 
pienic and barbecue dinner. Cars were 
really selling for the high dollar today. 
Sold 70 percent of over 200 consign- 


ments. 
BUICK—'57 Special conv., $1,830*; 
top, $1,790*, $1,750* (ps). 
"56 Century Hardtop, $1,355*, 
55 Special 2-dr., $880°. 
"53 Super 2-dr., $300°. 
"51 conv., $125°*. 
"50 2-dr., $110. 
CADILLAC—’'49 4-dr., 


$125. 
56 Star Chief conv., $1,280* 
$750°. 


$415°; Chief- 
Deluxe 4-dr., 


$150. 


Hard- 
$1,205°. 


$210°. 





— Auctions in Brief — 


BORDENTOWN, N. J. 

National Auto Dealers Exchange. Sale 
every Wednesday (July 2). Prices still 
strong in all years and models, Clean sharp 
Cars are in greater demand than at any 
time this year. Foreign cars and trucks, 
as always, are scarce and bringing top 
dollar. Sold 79 percent of 466 consign- 
ments. 

* * * 


CHICAGO 
Arena Auto Auction. Sale every Tuesday 
(July 1). Had a terrific pre-holiday sale. 
Sold 455 cars ffom 641 offerings. 


1958 


$1,680*; Two-ten (8) station wagon, | 
$1,650. 

56 Bel Air (8) 2-dr., 
$1,155; Bel Air (6) 4-dr., 
ten (8) 2-dr., $1,005*; 

'55 Bel Air (8) "4-dr., 

2-dr., 


$1,210*; Hardtop, 
$390; Two- 
4-dr., $985*. 

$1, 120° (ps); 
$685; 


$675. 
$365, $150; 4-dr., 


$335°*. 


Two- 

ten (8) (6) 4- 
dr., $500. 

"54 Bel Air 4-dr., 

"53 2-dr., $475*, 


DODGE—’ 53 4-dr., 
"52 2-dr., $200. 


EDSEL—’58 Pacer 4-dr., $2,105°*. 

FORD—’58 Fairlane (8) conv., 

(ps); Hardtop, $2,150*; 

(ps); Custom (8) 4-dr., 

2-dr., $1,700. 

67 Thunderbird sedan, $2,700* ; 

(8) 

(8) 

4-dr., 

310°. 

"56 Country 

Fairlane (8) 

$1,000° (ps), 

Ranch wagon (8), 

’55 Fairlane (8) Hardtop, $960°; 

$890; 4-dr., $880; 

try sedan (8) $935. 

"54 Crest 
$515. 

"53 Ranch wagon, 


Two-ten 


$150. 


$2,265° 
4-dr., $2,015* 
$1,765, $1,690; 


Skyliner 
(ps); Fairlane 
$1,550* 
4-dr., 


Hardtop, 
Hardtop, 
$1,320; 


$2,100* 
$1,565°*, 
Custom (8) 


(ps); 
$1,- 


4-dr., $1,310°*; 
$1, 115°; 
2-dr., 


(8) 

Hardtop, 
$850°*; 

$950. 


sedan 
4-dr., 
$880°*; 


conv. 


2-dr., $790*; Coun- 


4-dr., $570; Custom 4-dr., 


$455; 


Custom 2-dr., 





$395; Country sedan, rc <a nc; > tan aoieletiaseidnnniaasnnianinsihbeassinaannanemmennmmnnsandmceh imei ads aie Riese teaten|  iliie miliin aide “ON Cite Custom 
4-dr., 
| IMPERIAL—’ 56 4-dr., $1,235*. 


MERCURY—’ 56 Monterey Hardtop, $),- 
080*; Custom 2-dr., $940*. 

"53 4-dr., $310*. 

| OLDSMOBILE—’ 56 (98) Hardtop, $1,56 
Super (88) Hardtop, $1,375*. 

’55 (88) sedan, $1,140*. 
PACKARD—’55 Hardtop, $790*. 
PLYMOUTH—’58 Belvedere (8) 4-dr., $2,- 

080*. 

’57 Belvedere (8) Hardtop, $1,500*. 

’55 Plaza (8) 2-dr., $620; 4-dr., $610 

’53 2-dr., $230. 


| PONTIAC—’57 Star Chief Hardtop, $i,- 
685; 4-dr., $1,550°. 
"56 Chieftain Hardtop, $1,040* 
55 4-dr., $1,000*%; coupe, $950°*. 
MISC ELLANEOUS—’ 56 International - 
ton pickup, $500. 


DETROIT 


Motor City Auto Auction. Sale every 
Thursday. Prices are for sale of June 26. 


(ps) 





Market steady —sharp cars still « 
premium, Sold 162 cars out of 258 con 
signments. 

BUICK—’57 Special Riviera 2-dr., $1,775". 

’56 Super 4-dr., $1,500* (ps); 2- dr., $1 - 

350° (ps), $i, 250° (ps). 

‘55 Special 4-dr., $790*. 

’54 Super 2-dr., $660* (ps); 4-dr., $61\ 


(Continued on’ Page 40, Col. 1) 


= THE HOUSTON CHRONICLE & poo: 


“LEADS ALL TEXAS 


OCHEVROLET—’58 Bel Air (8) Hardtop, 
$2,185* (ps); 2-dr., $1,785. 
’57 Bel Air (8) Hardtop, $1,695*; conv., 
| 
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AND IN HOUSTON 
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MORE DAILY HOME DELIVERED THAN THE POST 
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MORE TOTAL CITY CIRCULATION THAN HOUSTON’S 
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MOST#MODERN 
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"+..i would like to tell you Ge 
some of the wonderful things the 
poap Box Derby has done for my son." 


This letter, from the mother of:a champ, beautifully 
expresses the reasons why the Soap Box Derby is 
known as one of the world’s greatest activities for boys. 

Both Chevrolet and Chevrolet dealers are proud 
of the part they play as Derby co-sponsors along 
with newspapers, radio and T'V stations, civic and 


fraternal groups throughout the country. Right now, 
boys in cities all over America are ready to roll in 
hundreds of local races. They’re aiming to be there 
for the big one—the 21st All-American Derby in 
Akron, Ohio, August 17. . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


Mrs. John Ha kman 
5415 Keniston Avenue 


Los Angeles. C 
C alifo 
May 12, 1958 — 


Mr. Bruce Overbey 


Nationa] Soa 
P Box Derb 
Chevrolet Division of 


Detroit 2, Michigan 


Y Director 
Genera] Motors 


Dear Mr, Overbey: 


this made a]} 
onderful things 


tudent organe 
He plans to 


y has the Oppo 
desires, 


May I expres 


t through givin 
. g 
I know of Severa] boys 
nd competition of 


a boy interested 
These are busy boys who 


i i 


Sincerely, 


Mrs. John Ha kman 








a 
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BEAD BREAKER An air powered 
double bead breaker that attaches to any 
Bishman electric power tire changer has 
been developed by Bishman Mfg. Co.,| 
Route 2, Osseo, Minn. A large air cylinder | 
powers both upper and lower bead break- | 
ers, simultaneously or independently, with 
a long stroke that pushes both beads 
into the drop center. The air supply | 
comes from any air hose which is applied 
to a valve in the handle. The wide circle} 
shoes are said to be designed to prevent | 
their slipping off the bead and to break 
the beads over ¥% the way around the 
rim at one stroke. 





| 





VALVE TOOL—A redesigned magnetic 
key inserter for replacing split valve keys 
hos been morketed. The key inserter is 
made by Zim Mfg. Co., Chicago, Iil., of | 
nonmagnetic stainiess steel with two 
permanent magnets attoched to the jows 
of the tool. The magnets hold the valves 
in place permitting the mechanic's hands 
to be free for adjustments, it is said. 

> . 7 





HANGER—The Benmatt Hang It All is 
en all-purpose hanger that can be used 
in the cor or home. The easy-to-install 
henger con be removed intact from base 
plote. It hangs down when not in use or 
can be removed and put in the glove 
compartment. Benmatt Organization, Inc., 
3447 €E. Fifteenth St., los Angeles 23, 
Calif. 


| 





FILTER SALES AlIDS—Two sales aids for 
air filter cartridges have been developed 
by the Fram Corp., Providence 16, R. I. 
Known as the “Inspect-O-Lite and Display” 
and the “Inspect-O-Scope,” these aids 
are said to make it easy to show cus-| 
tomers when their cartridges are dirty} 
and need replacing. The “Inspect-O-Lite 
and Display” shows customers when the 
cartridge is dirty or damaged. The port- 
able Inspect-O-Scope shows the condition 


of the cartridge right at the car. 
a: * . 


Wheel-Straightening Tools 
Are Introduced by Bear 


A rim-block adapter and modifi- 
cations in the rim lever, rim hook 


| load. The SJ-20 has a lifting range of 
| 19 inches . 


NEW PRODUCTS 


announced by Bear Mfg. Co., 1949 


Thomas St., Rock Island, IIl. 


“Today’s car production, utilizing 
the newer, deeper drop-center 
wheels, necessitated changes in 
these wheel straightener tools and 
the addition of the rim-block 
adapter,” according to Victor B. 


| Day, Bear president. 


* + * | 





TIRE GAUGES—Omega Service Parts 
Corp., Empire State Bidg., New York, N. 
Y., has announced the importation of a 
line of car and truck tire gauges precision 
made by Messko of West Germany. The 
gauges’ glass enclosed calibrations are) 


| mever hidden by dirt or wear, it is said. 


The line includes blow guns and dval 


chuck gauges for service station use. 
ian ae 





| is the HT-606 remote circuit control. Her- 


TIRE TOOL— Faster, easier mounting 
and removing tubeless tires on any hand 
operated tire changer is said to be ac- 
complished with the Bishman Movunt- 
Demount Speed-Bor. The end used for 
removing the tire is designed to engage 
the tire bead to prevent it from slipping 
off the tool as it is rotated to lift the 
bead off the rim. The end vwsed for) 
mounting has a designed follower bor | 
that pushes the bead down onto the 
rim so that it won't climb off again as 
the tool is moved around the tire.| 


Bishman Mfg. Co., Osseo, Minn. 
> > > 





LP-GAS ADAPTER—An LP-Gas adapter 
for converting four-barrel carburetors to 
combination (LP-Gas and gasoline) operc- | 
tion hos been morketed. This adapter is 
suitable for all Ford Motor Co., Chrysler 
Corp. and General Motors Corp. products, 
except Ford-6 and six cylinder ‘57-'58 
Chevrolets. The corburetion adapter unit 
is built into a dry bath air cleaner which 
replaces the standard factory air cleaner. 
A metering device maintains an exact 
ratio of gas to air, and assures excellent 
starting and trouble-free performance in 
all driving conditions, it is claimed. Cen- 
tury Gas Equipment Co., Marvel-Schebler 
Products Division, Borg-Warner Corp., 625 


Southside Drive, Decatur, Ill. 
.e 2 < 


- 
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FLOOR JACK—A 40,000-pound capacity 
hydraulic service jack, model SJ-20, is| 
designed to handle the loads of modern | 
trucks, construction equipment and other 
off the road vehicles. The service jack has 
an extra long (68-inch) heavily rein- 
forced main frame. A convenient foot op- 
erated pedal lifts the saddle to contact the 


- « from a low saddle point} 
in 1%, 2, 4, 10 and 20-ton capacities. 








and rim-tool jaw for all wheel- 
straightening operations have been 


Blackhawk Mfg. Co., Dept. 10, 5325 W. 
Rogers St., Milwaukee 46, Wis. | 


| insert. It is designed to provide a strong 


| may also be installed in the harder metals 


| San Francisco, Calif. The amount of air| 





THREAD INSERTS—Newton Insert Co., 
6500 Avalon Bivd., Los Angeles 3, Calif., 
has announced the production of Keensert, 
an easily installed, self-locking threaded 


internal thread for bolt attachment in 
relatively soft materials, such as aluminum 
and magnesium alloys and plastics. It 
to provide a self-locking internal thread 
in a blind hole, it is claimed. 

* * + 








CIRCUIT CONTROL—Latest addition to 
the Herbrand line of “tune-up” equipment 


brand states that its 11 time-saving uses 
will increase flat rate profits and make 
one-man jobs out of most of the 
electrical-mechanicol problems encoun- 
tered in motor tune-ups. It can be used 
on any type of engine, it is said. The 
corrosion resistant chrome housing is 
enclosed by neopreme mounts. Connection 
ends are of rubber. Herbrand Equipment, | 
Binghom-Herbrand Corp., Fremont, oO. 








MIRROR—Peerless Accessories Co., P. O. 


Box 159, Mount Holly, N. J., has an-| 
nounced its Flight series of rear view) 
mirrors. The series includes No. 484, 


above, with a four-inch oval offset head; 
No. 485 with a seven-inch wide mirror, 
and No. 486 with a rimmed six-inch wide 
head. The mirrors feature a replaceable 
head, swept-wing pedestal, variable head 
tension, and are said to be fully adjust- 
able. 





* > = 
j 





BRAKE DRUM COOLER—The Drum tur- | 
bine, brake drum cooler has been re- 
leased by Misco Corp., 25 California St.,| 


flowing over the brake drum increases 
with the vehicle speed giving a cooling 
action of as high as 300 F, prolonging 
the life of brake linings and eliminating 
brake fading, it is said. Packaged in 
sets of four, two right and two left, fitting 
over standard wheel studs, for 14 and | 
16-inch rims. 


* x + 
Oilzum in 2.5-Liter Can 
Offered for Import Service 
White & Bagley Co., Worcester, 


| EAD-6841-A on many of the Ford cors, 
| trucks and buses. 


| high and is 


liter cans. The company says this 
is the exact measure for crankcases 
of Volkswagen, Renault Dauphine 
and other imports. 

The new cans are designed to 
eliminate the problem of leftover 
oil after servicing the small im- 
ported makes. By U. S. measure, 
2.5 liters is about 2.64 quarts. 


* * x 





j 





FILTER—A crankcase vent filter replace- 
ment for late model Ford products has 
been announced by Purolator Products, | 


Inc., Rahway, N. J. This refill was de-| 


| signed to allow proper air circulation for | 


vital lubrication systems, it is said. Regu- | 
lar replacement guards against the danger | 
of fuel pump damage, oil waste, and oil 
fumes inside the car, it is claimed. Filter 
refill No. 61905 replaces Ford Element No. 


| manufactured by 
| Food Machinery & Chemical Corp., Lan- 


| gent compound is 
| pressure 
| coil section of the unit. The units convert 





STEAM CLEANER—Improved design is 


cleaner line 
Bean Division, 


said to make the steam 


John 


sing 4, Mich., easier and faster to op- 
erate. The company offers a variety of 
models from which to choose. The steam 


| cleaners are available as stationary units, 


portable units with casters, and portable 
units with pneumatic tires or trailer 
mounted. In the cleaner, a special deter 
combined with high 
steam and vaporized in the 
100 gallons per hour of cold water into 
steam under 100 pounds per square 


| inch, it is said. 
* 








RADIUS GRINDER — Borrett Equipment 
Co., 2101 Cass Ave., St. Lovis, Mo., has 
announced that its B-75B radius grinder 
is now being preset at the factory to 
automatically undersize grind brake shoes 
to properly fit the brake drums into which 
they are to operate. Barrett claims it is 
not necessary to cgiculate mathematically 
the proper undersize grind. 





MAGNETIZER Small tools can be 
magnitized or demagnitized with the 
Magneformer, model F-100, introduced by 


Perma-Power Co., 3100 North Elston Ave., 


Chicago, Ill, Plugged into any 115-volt ac 
outlet, the portable unit is said to mag- 
netize or demagnetize tools in less than 
10 seconds. 





SHELVING BINS—Bin-type steel shelv- 
ing, designed for the storage of small 
parts, has been marketed by Penco Metal 
Products Division, Alan Wood Steel Co., 
200 Brower Ave., Oaks, Pa. Each standard 
Penco bin unit measures 36 inches wide 
by 12 inches deep by 7 feet 3 inches 
equipped with 84 parts 
drawers. Drawers are supplied with ad- 
justable dividers, label holders and com- 
bination drop pulls. The standard unit, 
model 165, is one of 20, Penco models 





Mass., is markéting Oilzum in 2.5- 


available. 


| 


| CHIP SHIELD—Borrett Equipment Co., 

2101 Cass Ave., St. Louis, Mo., is offering 
|@ transparent chip shield which fits over 
| lathe arbor against inner face of drum. 
|The unit is said to keep chips and 

grinder dust ovt of hub and bearing cup. 
|The shield fits all makes of drum lathes 
| using 1l-inch diameter arbor. 


* * * 


MIRROR 


— Mountable on body or 
fender, the No. 24 Falcon rear view 
mirror is said to have a complete range 
of adjustments. Twin arms are adjustable 
at the base, mounting left and right. The 
4¥,-inch diameter mirror on the deep 
| drawn head is said to eliminate blind 
spots. The mirror can be used on any 
model, any make of car, it is claimed. 
Supersite Corp., 300 Seymour Ave., Derby, 
Conn. 








THERMOMETER — The Airguide ther- 
mometer, model No. 410, for automobile, 
garage or any enclosed area subject to 
temperatures ranging from —50 to 150 
degrees has been introduced by Airguide 
Instrument Co., 2210 Wabansia, Chicago 
47, Wil. Spring-clip rotates to allow wide 
selection of locations for thermometer on 
either sun visor. Clip is made for any 
visor including padded safety models, 
and can be removed. Overall dimensions 
are 4% inches long, 3 inches wide, and 
one inch deep. 
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Factories and Dealers . 





Auto Advertising 


By Martin L. Whitmyer | 


Staff Writer 
The three Washington metropoli- | 
tan newspapers, Post, Star and 
Daily News, have combined their | 
advertising efforts in an unprece-| 
dented campaign to promote the} 
“ready-cash” market now existing | 
in the Nation’s Capital due to re- 
cent government pay increase. 
The cooperative advertisements 
that are now appearing in the trade 
journals point out that Washington, 
which is a $4,500,000,000 market, has 
now been augmented by the recent 
government pay increase which will 
add more than $100 million annu- 
ally to the payrolls. In addition, the 
retroactive feature of the payroll 
bill provides an immediate flow of 
$60 million into the Washington 
market. 
. * > 


Chronicle in Sunday Group 

Effective Sept. 21, the San Fran- 
cisco Chronicle will edit and publish 
its own Sunday rotogravure maga- 
zine and on that date will become 
a part of the Sunday magazine 
network. 

In 1957, Sunday magazine has a 
gross billing of $45,200,000—an all- 
time record high. 

> 





* : 


Anderson Joins Petersen 


George L. Anderson has joined 
the advertising staff in the Detroit 
office of Petersen Publishing Co., 
according to an 
announcement by 
A. M. Benedict, 
advertising direc- 
tor for the pub- 
lishing firm. 

Anderson for- 
merly was west- 
ern sales manager 
for McKettrick 
Directory of Ad- 
vertisers in Chi- 
cago, and since 
1951 has concen- 
trated on sales work in the publi- 
cation field. 

Petersen’s Detroit headquarters 
are in the Book Building. 


Allis-Chalmers Ups 3 


Charles W. Parker jr., formerly 
manager of the company’s Phila- 
delphia district, has been named to 
the newly created position of sales 
promotion director at Allis- 
Chalmers Industries division, 

A. R. Tofte, formerly manager of 
the advertising and industrial press | 


Accident Victim | 
Sues Mercury, 


TV Star Sullivan 


SYRACUSE. — Ed Sullivan, the} 
Mercury division and a Syracuse 
dealer are defendants in a $150,000 
negligence suit filed by a Matty- 
dale (N. Y.) man. 

Elon J. Frazier claimed a broken 
or missing brake pin in the left 
rear wheel of a 1954 Mercury caused 
an accident in which he and two 
friends were injured. 

Frazier alleged that the car he 
bought from Bob Barth, Inc., had 
aot been inspected as required by 
aw. 

Mercury and Sullivan were 
named because of advertising on 
the Sullivan Sunday night show, 
said Joseph A. Ryan, Frazier’s at- 
torney. 

The auto, said Ryan, was listed 
as “A Safe Buy Seal” car of the 
type advertised by Sullivan on his 
Mercury show. 

Sullivan, according to the lawyer, 
Said during the show that such cars 
oe sold with a “new-car guaran- 
ee 

Thus, Frazier’s suit contended, 
the auto was not considered a used 
=! but “a reproduction of a new 
ar.” 

The lawyer said Frazier contends 
that the defendants were negligent 
in that they failed to make a “rea- 
Sonable and proper inspection,” 
that they failed to notify or inform 
the plaintiff of “the defective and 
dangerous condition” of the car, 
and that they were negligent “in 

€ manner in which they repro- 
duced, reconstructed, remade, re- 


modeled and reconditioned” the 
auto. 


G. L. Anderson 


i 
| 
i 








department, was named manager 
of the publications and industrial 
press department, and J. W. Mur- 


phy, formerly assistant manager of | 


the advertising and industrial press 
| department, is manager of the new 
advertising department, 

oa cg * 


Times Sets Ad Record 


The New York Times published 
more advertising last month than 
in any other June in its history. 
The total was 4,544,000 lines, a 
gain over June, 1957, of 17,200 
lines (57 columns). 

* * * 


Mathes Opens Western Office 


J. M. Mathes, Inc., New York 
headquartered advertising agency, 
has opened a branch office in San 
Francisco to handle its western 
region business, Robert E. Little, 
formerly manager of Benton & 
Bowles’ San Francisco office, has 
been appointed Mathes’ western 
manager. 

Prior to his affiliation with Ben- 


A Gold Mine 
of Tool 
Information 


Your copy of the new Snap-on tool catalog is 
now ready. This big 112-page book brings the 
complete Snap-on line right to your finger tips. 
Use it to buy from. Use it as a ready reference 


and guide. 


You'll find full details on the wide range of 
Snap-on shop equipment — Anal-O-Scope engine 
analyzer; tune-up meters, gauges, testers; auto- 
matic transmission tools; wheel aligners and bal- 


SNAP-ON TOOLS 


Cc Oo rR RP O&O RA T 
8082-G 28th Avenue e 





catalog 


ton & Bowles, Little was automo- 
tive editor as well as a member of 
the national advertising sales staff 
of the San Francisco News. He 
also was an account executive and 
public relations director for Elliott, 
Goetze & Boone, now Philip S. 
Boone & Associates, San Francisco 
agency. 
* ae oa 


Names 


James E. Dotter has joined the} 


sales staff of Macfadden Publica- 
tions, Inc., Chicago, and will repre- 
sent the True Story women’s group 
in the midwest. Dotter formerly 
was an account executive with 
Ruthrauff & Ryan, Inc. 


* * 


William R. Gordon has joined the | 


national advertising staff of TV 
Guide magazine with headquarters 
in New York. He formerly was on 
the advertising sales staff of 
Woman’s Day and with the Hearst 
punmenene. 


Rental Offices Open 


ST. LOUIS.—National Car Rental | 
System has opened offices in New | 


York and Chicago. F. James Munz | 


has been appointed New York|Rambler dealers of southern California to supervise a new ad campaign. 


manager, and Donald H. Schwenk | 
heads the Chicago office. 









Me hmnny 
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Rambler Sectors Elect Ad Committee— 


An advertising and sales promotion advisory committee has been elected by the 
From 
left are Mike Ricker, Whittier; Clarence R. Walker, Los Angeles; Chairman Edd Young, 
Culver City, and H. Floyd Brown, San Bernardino. 


112 pages packed with information and pictures — over 4,000 


quality shop tools, 


Kenosha, te 


mechanics’ tools, work-saving specials. 


ancers; hydraulic service and body-repair jacks; 
pullers; valve and valve seat grinders. Complete 
description of Snap-on tool chests and cabs. Page 
after page of high-quality hand tools — wrenches, 
sockets, pliers, screwdrivers, tool sets — every- 
thing the modern shop needs for complete auto- 
motive service. 

Ask your Snap-on man or write us for your 
free copy of this valuable catalog “W.” 
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Safety Devices Seen 
Halving Fatalities 


Studies by the Cornell Medical | 
College show that if every car on| 
the U.S. highway were equipped 
with safety devices, the 40,000 
deaths a year due to car accidents 
could be cut to 19,000, according to 
an editorial in the August issue of 
Ford Times. 

“We now know how to save 
five times as many lives as polio 
once took—and we aren’t using 
this knowledge,” the editorial 
stated. 

Safety devices, such as seat belts, 
safety door locks, deep-dish steer- 
ing wheels, padded dashboards and 
sun-visors and shatterproof rear-| 
view mirrors, have been available 
since 1956 when Ford Motor Co.| 
pioneered the development and in- 
stallation of such equipment at a) 
cost to the company of more than| 
$10 million, Ford Times pointed out. 

The Cornell studies indicate new! 











Since 1903... 
PARTNER 


to the 


AUTOMOTIVE 


INDUSTRY 


safety features on late-model cars 
have saved a quarter of a million 
persons from injury of all kinds, 
more than 3,700 of which could have 
resulted in death, the editorial 
added, 

In spite of these impressive sta- 
tistics, however, the general public 
has remained indifferent, according 
to Ford Times. 

There may be some cause for 
optimism, however, the editorial 
noted, since there is evidence the 
tide may be turning. 

“The state governors and the 
doctors are digging hard into the 
facts and are recognizing more and 
more the need for better public 


|education ... 


“Also, we have _ responsibility 


working for us. There is increased | 


awareness that the risk of accident 
is not personal; it involves not only 


|the owner but every passenger as 


well. 


“Finally, we have word-of-mouth | 


advertising—the best kind—work- 
ing for us. Everyone who survives 
a bad crash knows exactly why he 
escaped and tells the world about 
it.” 

The editorial concludes: 

“This, then, is the challenge: 
How to save 21,000 lives a year, It = 
won't be easy; we can’t hope for 
the magic of another Salk vaccine. 
But the direction is right and the|~— 
progress is good; perhaps that is 
all we have the right to expect.” 

* * ~*~ 


Mass. Still Ranks No. 1 


The Massachusetts division, 
American Automobile Assn., an- 
nounced that for the 12th straight 
year the state led all others of its 
population group in the AAA’s na- 
tional pedestrian safety program. 
Massachusetts had 24 fewer pedes- 
trian deaths in 1957 than in 1956, 
the AAA said. 


* * x 


10,000 Employes Take Part 
In Firestone Safety-Check 


Ten thousand vehicles were in- 
spected in special safety-check 
lanes sponsored for employes by 


LINCOLWN-— One of the many fine motor cars using Perfect Circle 
piston rings for both original equipment and replacement service. 


Behind the world-wide acceptance of Perfect 
Circle is a history of more than half a century 
of PC engineering leadership—and more. There’s 
a history, too, of unceasing creative research... 


a constant search 


for the new and the better... 


matchless manufacturing skills...and scores of 
contributions to the forward march of the auto- 
motive industry, year after year. 











atte 


me down on 
my knees begging people to buy! 
Pu wait ’til after dark!” 


“They won't see 





Firestone Tire & Rubber Co. in 
plant cities throughout the country | 
during May. 

The company said it was the first | 
industrial firm to sponsor such a| 
nationwide program especially for 
employes in connection with the 










Leading manufacturers specify piston rings 
developed in co-operation with Perfect Circle 
engineers. You and your customers benefit with 
Perfect Circle’s achievements in engineering, re- 
search and manufacturing skills when you install 
PC rings. Perfect Circle Corporation, Hagers- 


town, Ind.; The Perfect Circle 


Co., Ltd., 888 


Don Mills Road, Don Mills, Ontario. 


PERFECT CIRCLE /isron eines 








Check for Communities conducte: 
annually by the Inter-Industr) 
Highway Safety Committee. Th 
Firestone program was carried o 
by nine plants in states and citie 
which do not have compulsor; 
motor- vehicle | inspection. 


Traffic Survey 
Slated in St. Paul, 


Minnea polis Areas 


Minneapolis and St. Paul, their 
major suburbs and surrounding 
area will be the target during th« 
next five months of one of the most 
extensive traffic surveys ever under 
taken in Minnesota, according t 
L. P. Zimmerman, State highway 
commissioner, whose department is 
conducting the study in cooperation 
with the U.S. Bureau of Public 


Roads. 
Some 20,000 residents of the sur- 


| the area will be interviewed in 
their homes by the highway depart 
ment regarding any motor-vehicl 
| travel they did the previous day. In 
addition, about 100,000 motorists 
will be stopped and queried regard- 
ing the origin and destination of 
trips they are making. 

The three-fold purpose of this 
| survey, known as the Twin Cities 
| Area Transportation Study, is to 
| develop an adequate street and 
| highway plan to serve the transpor- 
| tation needs and desires of the 
metropolitan area, to forecast in- 
| creased future needs and to develop 
|a long-range construction program 
of major arterial streets and ex- 
| pressways to meet increased trans- 
| portation needs, Zimmerman said. 
| The survey area covers about 900 
| square miles and includes all of 
Ramsey county (St. Paul), most of 
Hennepin county (Minneapolis), 
and parts of Anoka, Carver, Da- 
| kota and Washington counties. 

More than 8,000 home interviews 
will be conducted in Minneapolis, 
over 5,000 in St. Paul and about 
6,000 in the suburbs and surround- 
ing area. 


'2 States Boost 
Insurance Rates 





| 

An increase in compulsory insur- 
| ance rates next year was predicted 
by a spokesman for the casualty 
insurance companies in Massachu- 
setts. He refused to say how much 
the increase will be and termed 
reports that the rates would climb 
10 to 20 percent as “pure specula- 
tion.” 

Automobile liability and property 
damage rates have been boosted in 
New Hampshire and Vermont. 

In Vermont the hike will cost 
motorists an estimated $386,000 a 
year. In New Hampshire, the State 
Insurance Department approved a 

| 9.9 percent increase for liability in- 
surance, 15.6 percent for full com- 
prehensive coverage and 5.2 percent 


for deductible collision insurance. 
> 


Hot Rod Safety Awards 
Go to Caldwell, Meunier 


Bernard R. Caldwell, commis- 
sioner of the California Highway 
Patrol, and Frank C. Meunier, ad- 
vertising manager of General 
Petroleum Corp., have received the 
National Hot Rod Assn.’s annual 
distinguished service awards. 

Wally Parks, president of the 
75,000-member association, said 
that Caldwell and Meunier were 
presented this year’s awards “in 
recognition of their outstanding 
efforts on behalf of greater highway 
safety.” 

. > +. 
Hope, Esso Chief, to Retire; 
Will Continue Safety Work 


Stanley C. Hope, president of 
Esso Standard Oil Co. since 1949, 
announced that he will retire soon. 
He will devote much of his time to 
highway safety, a field in which he 
has been active in the past through 
the Esso Safety Foundation. 

Hope is a director of the National 
Safety Council, vice-chairman of 
the Automotive Safety Foundation 
and a member of the Council of the 
Bureau of Highway Traffic at Yale 
University. He joined Esso Stand- 
ard as executive vice-president in 


Flintkote Boosts Prices 

NEW YOR K.—fFlintkote Co. 
announced a price increase of 10 
to 15 percent on all asphalt roof- 
ing and saturated felts depend- 
ing upon destination. 


national voluntary Vehicle Safety- 


ee 


Ween O37 


Re eo Slt Oe 


. 


eal AEE TS. 





ur- 
ted 
ity 
1u- 
ich 
1ed 
mb 
la- 


rty 
in 


ost 
) a 
ate 
la 
in- 
ym- 
ent 


1is- 
vay 


ral 
the 
ual 


Lid 
ere 


jing 
way 


of 
949, 
on. 
2 to 
| he 
ugh 


ynal 


tion 
the 
Yale 
und- 
t in 


Co. 
10 
of- 


Lia 


dire a 


» it 


feb On aT oe & 






Ce of a ied... 


IN ALL THE WORLD! 


And in all the world there is only one BLUE CORAL! The 
BLUE CORAL TREATMENT stands alone . . . Undisputed 

. . unchallenged leader in the art of preserving, restor- 
ing and beautifying finely engineered automotive finishes! 
But equally significant is BLUE CORAL'S overwhelming 
acceptance by manufacturers, dealers and discriminating 
car owners! This is the true measure of any product's 
merit. Although the demand for BLUE CORAL has grown 
tremendously over the years, the quality has never 
varied. It is always what you expect it to be . . . THE 
WORLD'S FINEST FINISHING TREATMENT FOR THE 
WORLD'S MOST BEAUTIFUL CARS! 


H. D. T. COMPANY FACTORS, INC. 


Creators of the Blue Coral Treatment + 
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News to Note... 


AUTOMOTIVE NEWS, JULY 14, 1958 





Auto World in Brief 


NEW YORK.—Formation of U. S. 
Parking Corp. to design, construct 
and finance mechanical and ramp- 
type 
nounced by Paul Riebenfeld, pres- 
ident. Headquarters are in New 
York and Des Moines. 

U. S. Parking Corp. has acquired 
Bowser Parking System, Inc., Des 
Moines, manufacturers of mechan- 
ical parking equipment. U. S. Park- 
ing also has established a subsidiary 
to design and construct ramp- 
parking facilities in areas where 
land prices are not high enough to 
warrant building of mechanical 
skyscraper garages of the Bowser 
type, Riebenfeld said. 


* - * 
New Seat-Cover Material 


Is Introduced by Firestone 


AKRON.—A new type of seat- 
cover material that looks like 


parking garages was an-| 





leather but stretches, is being in- 
troduced in Firestone dealer and 
company stores. 

Elastic-like vinyl backing en- 
ables the seat cover to be fitted 
over irregular surfaces and 





around corners, according to J. | ; ; 
; | brake fluids with more severe per- 


F. Faunce, manager of the home 
and auto supply department. It is 
called the “Fry Stretch Leather.” 


* * * 


Tire Used in ‘500° Safest 


Ever, Firestone Reports 


INDIANAPOLIS.—Tires used in 
the 500-mile Memorial Day race 


track surface because of improved | 
tread compounding. A new tread} 
rubber, called “Rubber X” com- | 
mercially, is credited with the im- 
proved traction, 

+ * * | 


Prestone Brake Fluid | 


Meets New Standard 
NEW YORK.—Conformance of | 


| Prestone heavy-duty brake fluid to 


the new SAE 70R3 brake fluid speci- | 
fication adopted by the Society of 
Automotive Engineers has been 
announced by National Carbon Co., 
Division of Union Carbide Corp. 
The 70R3 specification calls for 


formance requirements including a 
minimum boiling point of 375 de- 
grees. The higher boiling point of 
the specification is said to minimize 
the danger of brake failure due to 


| vapor lock. 


* * * | 


National Adds 17 Outlets 


ran cooler than ever in Speedway| To Car Rental System 


history, according to Firestone 
engineers. 
Engineers said post-race 


| 
| 


ST. LOUIS. Seventeen new 
cities have been added to National 


tests| Car Rental System’s coverage, ac- 


j}and research showed the cooler-| cording to Robert W. Miller, Na- 
running tires made them the safest | tional president. 


ever developed for racing. They 


said the tires clung better to the! Springs, 


These new additions are Hot 
Ark.; Palo Alto, Sacra- 








SO an ae 
FLAMM 


This early racing car, built in 
1903 by Serpollet in France, was 
able to go 104 m.p.h. 





mento and San Jose, Calif.; 
Panama City, Fla.; Champiagn and 
Urbana, Ill.; Clayton, Mo.; Billings, 
Mont.; Las Cruces, N. M.; Paines- 
ville, O.; Laredo and Tyler, Tex.; 





McQUAY-NORRIS makes 
the finest COMPLETE LINE 
in the world! 


tines 


@ BROAD COVERAGE 
@ COMPETITIVELY PRICED 
@ EASIEST TO INSTALL 


@ FINEST WHOLESALER 
SERVICE 





Distributed by the finest wholesalers in the industry 


McQUAY-NORRIS MANUFACTURING CO. 
ST. LOUIS «ee TORONTO 





| Enka said. DuPont has been 





| have been completed for the trans- 
| fer to duPont of ownership 


| applications of American Enka re- 


Michigan Firm to 
Tubing Plant in Ohio 





aad 


Elkins, W. Va.; Lethbridge and 
Medicine Hat, Alta. and Regina, 
Sask. 


Ed cd * 
Air-Conditioner Plant 


Is Purchased by McFaddin 


HOUSTON.—J. A. McFaddin an 
nounced the purchase of the aut 
motive air-conditioner plant of Lo 
Merc Corp. 

He said his firm, also known : 
Lo-Merce Corp., will be the exclu 
sive national distributor of L« 
Merc auto air-conditioners mani 
factured by Climatic Air Corp 
Tyler, Tex. 


* * * 


e 
\ 
- 


Kanner, Schrank Organize 


Sales Representative Firm 
CLEVELAND. — Kanner-Schran 
& Associates has been formed by 
Al Kanner and Reub Schrank to 
represent automotive manufac- 
turers in Ohio, Michigan and 


| Western Pennsylvania. 


Kanner has been a manufac- 
turer’s representative for 20 year 
Schrank, former sales manager < 
Lee Motor Products, Inc., has be« 
active among jobbers in this terri 
tory for 13 years. 

ol - - 


U.S. Crane Appointed 


Distributor for Conco 


HAZEL PARK, Mich. U. S. 
Crane & Conveyor Co. has been 
appointed Detroit-area distributor 
for the Conco line of overhead 
travelling cranes, jib cranes, hoists 
and trolleys. 

U. S. Crane & Conveyor is known 
as a designer-manufacturer- 
installer of custom-engineered con- 
veying systems. The firm, which in 
the past has designed and manu- 
factured any crane equipment em- 
ployed in its systems, will now 
use Conco as a source for all cus- 
tom engineered double-girder over- 
head cranes. 

~ ce » 


Flintkote Ups Flooring Prices 

NEW YORK.—Flintkote Co. has 
increased prices 3% percent and 
instituted a new merchandising 
policy for flooring products sold 
by its Tile-Tex division, according 
to George J. Pecaro, president. 

7 i. ” 


American Enka Transfers 


Yarn Patents to du Pont 


NEW YORK.—American Enka 
Corp. announced that negotiations 


in 
certain U.S. patents and patent 


lating to textured yarn processes. 
The action was taken to remove 
possible patent conflicts, American 
li- 
censing textile processors to make 
bulk or textured yarn under its 
trademark “Taslan.” Enka’s li- 
censing program will be discon- 
tinued, but the company will con- 
tinue to produce “Skyloft” bulked 
rayon yarn. 
> = 


Build 


WAUSEON, O.—Highbie Mfg. 
Co., Rochester, Mich., will build a 
$500,000 plant on a 15-acre site in 
nearby Archbold. Construction was 





scheduled to start in June. 

Carlton Highbie, president, said 
the plant will produce small- 
diameter, thin-wall steel tubing 
used mainly in the auto and re- 
frigerator industries. 

z * * ee 

Pontiac Dealer Gives Up V 
Franchise, Sells Equipment 

DECATUR, Ill.—B. B. Burns Co. ai 
announced it has given up its Pon-§ in 
tiac franchise. j 

The firm’s office and garagey 
equipment was disposed of at an 
auction. ani 


nee 


* * * 


King Bee Opens in Denver 


DENVER. — King Bee Leasing 
Inc., national auto and truck leas- 
ing and rental service, has opened 
a Denver branch at 491 W. Missis- 
sippi Ave., under management of 
Frank T. Ferris, Denver auto vet- 
eran. 


+ maa 


* * * 


+ > 2 
Denver ‘Dodgers’ Unite ~ reader 


DENVER. — Formation of the\ 
Denver Dodge Dealers Assn, was 
announced by Denver's four Dodge 
dealerships — Thomas-Hyer Motor 
Co., James Motor Co., Standard 
Motors and Dodge City. Earl Pring 
was elected president. 


Each ¢ 








DAVID L. BLAUSHILD, Pres. Cleveland Auto Dealers Assoc., winner of the 1957 Quality Dealer Award for an outstanding retail selling operation. 


|“We know the new-car money is there! The 3,200 cars we sold 


/in one week of concentrated effort proved it! Now, we have to keep after it- 


" }and The Saturday Evening Post can help us plenty. The Post not only sells 
ns) People, it sells the people who influence the buying of others—the ones we 


a need if we’re going to keep that new-car money coming in!” 


Each Chrysier-Plymouth ad page is exposed to the 
| feaders of the Post 29,456,000 times per issue. 


Pr me ants 


OM ME Selis the POST WF INFLUENTIALS -they tell the others! 


CURTIS MAGAZINE 
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4-dr., $400, $370; 2-dr., $255*; Bel Air 
2-dr., $435, $390; Sport coupe, $350; 
One-fifty 2-dr., $150. 


e * . 
Used-Car Auction Prices |) #{sess' iio: ome » 
*28 Coupe, $125. 
CHRYSLER—'55 NY St. Regis, $1,035° 
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(Continued from Page 32) nesoro 64 Firedome 4-dr., $490°; e 
y ter 4-dr., $330. 
Century 4-dr., $575*; Special 2-dr.,; ‘54 Monterey 2-dr., $615. ‘ BOnOn aT Corenct = coupe, $1,600*. . * nif ) 
$500. NASH—’54 Ambassador 4-dr., $385°. " ‘55 Lancer sport coupe, $800*, $720*. . a J 
'53 2-dr., $400°; 4-dr., $325. OLDSMOBILE — '58 (S88) 4-dr., $2,275 54 Coronet 4-dr., $360°. ; i bs 
; AC—’ 2) club c , $2,160° (ps) ’ ; v., $255; 4-dr., $230°. _ 
Caen an) GMD coupe, $2200" | sat "iRaD Ate. $1,040" (0), a, | FOMDO'OT Pairians (8) ‘500. conv. St. | } 
54 (60) 4-dr., $1,270* (ps). — 2-dr., $1,000%, $930°; 4-dr., 825*; Victoria coupe, $1,660°; (8) = 
a 58 Impala (8) 2-dr., $2,-| +54 (98) 2-dr., $800, $675° (ps); Hard- oar. $1 Sos,’ Custom 500 2-dr.. $1, 
—s e top, $700; (98) 4-dr., $650* (ps). oane” sess ° ey 
'57 - thd 50* . 235°. 
”(os), fucose a-ar,’ S1.438°;’ Feoten oS Super (os) Hardtop, $515° (ps). ’56 Country sedan (6), $1,200*; Fairlane 
. Oe ae @ 7 vane ” PLYMOUTH— 57 Belvedere (8) club coupe, . > 0: Custom 
6 -d $1,700*; One-fifty (6) 2-dr., | ¢ (8) Victoria, $1,200*, $1,150; Custo 
S).° dr., 7 ; One y 2-dr., | $1,660*; Savoy (S) 2-dr., $1,010. (8) Victoria. $1.190*; 2-dr 790: 4- 
ond aan . amce.| °56 Belvedere (8) 2-dr., $1,050°. 80: R: ; Wagon (8), $1,035°. 
56 Two-ten (8) 4dr, $1,100". $1,075; *55 Savoy (8) sedan, $670°; Piaza (8)| .c'Zaitiang (8) conv., $1,000, $890"; 2- 
ee aes.» Sores ‘dr., $710°; Country Sedan (8), $945°; 
‘ase Ate (8) 2-dr., $1,025°, $725 ‘53 Cranbrook 4-dr., $295; Belvedere Neneh Wagon (8), $886; Custom (8) 
club coupe, $820; 4-dr., $760*. '| PONTIAC '57 Star Chief (8) 2-dr., $1,- Pieters (8) Victoria, $750°, 600° Ford Cites Top Salesmen— 
, a 2- Ro* oon - sie ry eee "54 Custom (8) ctoria, ; ; ie 
33 Bel Air 2-6r."’9200°.. ie iin le $1.300° (ps) 4-dr., $610*; 2-dr., $535, $480*; Crest- Top members of the Atlanta Ford district's 300-500 Club were honored at a 
peeve> "St ~Firedome (8) 2-dt., $2,000. ‘Ba edt. “Serse. tis aan 3500 (8) Vietoria, $725°; 4-dr., $610°, | banquet in Atlanta. “Top Hatter" Ford salesmen pictured with James M. Moore, 
’56 Fireflite (8) conv., $1,400°. +e ’ goone’ 500°. sous inal 
’55 Firedome 4-dr., $925* (ps); 2-dr., oe ; 250 '53 (8) Country sedan, $700*; Crestline | extreme left, Atlanta Ford district sales manager, are, from left, D. G. Shinail, 
$855° = : 51 2 0106 $360; 2-dr., $250. (8) conv., $640%; “Main (8) 2-dr.,| Cartersville, Ga.; Fred Mishoe, Cordele, Ga.; A. H. Ainsworth, Albany, Ga.; N. H. 
. * ~ " ane> 51 2-dr., § ° 90: ~ 210, 180°: (8) Ranch " : . . 7 
ee = os eae, o7as conv., $1,250°; | RaMBLER—'54 Super sedan, $490, $455°. Some 40", BH (8) Victoria, | Hightower, Atlanta; C. L. Sloan, Cleveland, Tenn.; Frank Roper, Cumming, Ga.; A. D. 
'53 Coronet sedan, $375°.. STUDEBAKER—'52 Champion conv., $160. $475* $420*: 4-dr., $460*, $320, $240;| Holbrook, Cumming, Ga., and Jack Carnes, Atlanta. 
"51 4-dr., 2 at $105 : . 2-dr.,” $370, $300; (6) 2-dr., $185. | ———— —_————— —-—— —_____— — - 
FORD—’'58 Fairlane (8) conv., $2.750* ALBANY, N. Y. 7 ~~ ee? ete qin, aan, coupe, $1,130°. conv., $985* (ps); Super Riviera 4-dr., 
’57 Fairlane (8) Hardtop, $1,715* (ps); Tim Anspach Dealer's Auto Auction, Sale $150° ee : z 7 ’55 Star Chief (8) conv., $1,110* (ps) ; | $975*; 2-dr., $735*. 
2-dr., $1,662, $1,605*, 2 at $1,560°.| every Monday (June 30). 51 Custom (6) 2-dr., $175°* Catalina, $815*; Chieftain (8) conv., '54 RM Riviera 4-dr., $495* (ps). 
$1,350; club coupe, $1,655°; 4-dr., $1,- 254 cars rode in with the first real | wiunson—'52 Wasp 4-dr., $175*. $1,050* (ps); 4-dr., $750*; station| CADILLAC—'54 (62) club coupe, $1,590* 
605°, $1,600*, $1,265°; conv., $1,540* summer day. Prices held on all models IMPERIAL 57 coupe, $3.100* (ps) wagon, $685; 2-dr., $600. (ps). 4 ' 
"56 Sunliner (8) conv., $1,325* (ps);| —buyers galore, Sold 187 out of 254 LINCOLN—’55 Custom 4-dr.. $970°. ’54 Chieftain (8) 4-dr., $530*%; 2-dr.,| CHEVROLET—’5S Bel Air (8) 4-dr., $2,- 
205° - Ab Lw—’S -» $8 : — bs ° ° $9 : Bi 7 ‘ ‘ Z 
— (8) Hardtop, $1,205*; club! offerings. MERCURY — ‘55 Montclair Sport coupe, . $475; Star Chief (8) 4 dr., $480 = 110°, $2.008; Biscayne (8) 2-dr., $1, 
jan, $1,050°; Custom (6) sedan, | suic@K—’'56 Century 4-dr. station wagon $880° 53 Chieftain (8) 4-dr., $325*, $200°; 950°, $1,900°. 
e: -dr., S°. | one . ; S : i 250° ’57 Bel Air (8) 4-dr., $1,700* (ps), $1,- 
58 Cu t = “lar “an. $1.575° (ps); Super Riviera coupe, $1,-| ‘54 Monterey Sport coupe, $560°; 4-dr., | Chtertate a8)” ar $13 . “700°, $1,580%, $1,500°; 2-dr., $1,45 
’ ustom (8) 2-dr., . 5 . i , 4 : 2 51 Chieftain (8) 2-dr. 0°. 700*, $1,580°, $1, ; 2-dr., $1,455; 
~<a 450° (ps); Special 2-dr., $960. $460°*. ’ : i. 
MERCURY—'56 Montclair 4-dr., $1,350*| ‘55 RM Riviera coupe, $990° (ps); Spe-| °53 Monterey 4-dr., $420°. RAMBLER—'58 4-dr., $1,980* (ps). 26 Tel Ae a8) tolien wane, 0.5001 
ss he an = $1. 008° $820. cial 2-dr., $890 NASH—’53 Ambassador 4-dr., $360°. 54 station wagon, $580. - by $1,060°: waeten ey canine 
” ontelair 2-dr., $1,005°. | °53 RM 4-dr., $200° "52 Custom 2-dr., $200 STUDEBAKER —'53 commander 4-dr., ‘can : ; En: : 
'52 Super 4-dr.. $150*, $130°. OLDSMOBILE—'58 (88) 4-dr., $2,760*. $160°. — $1,150; 4-dr., $930; 
*. :. ‘ ; . : 2 : 5. 
Fri I Sh Pe eee eee ee ee ety Oe toe), $1-325° (he), | WILLYS—'S3 station wagon, $325, $250.| ‘55 Two-ten (8) 4-dr., $1,040°, $785°. 
risco Import ow CADILLAC—'56 (62) conv., $2,650° (ps); 2-dr., 2 at $1,150°. a "| MISCELLANEOUS—'55 Ford (6) %-ton| ‘54_ station wagon, $735; club coupe, 
May Need More Space | :s8°185) “hae Soo tosh bey Png 1” eee Os - oy xup, $3 15S 2 ds. gushes 4dr... $370, $260 
4 "55 (62) 4-dr., $1,700° (ps). (88) 4-dr., $1,080°. ’53 Ford (8) %-ton pickup, $370. — ; 4-dr., ’ . 
7 , , . : 52 club coupe, $195. 
> 54 (62) 4-dr., $850° (ps). ° (98 Holida coupe, 1,190°, $1,- 52 Dodge %-ton pickup, $260. jue © 7 
SAN FRANCISCO.—Space de- ome (62 : . - a s ) 7 ns ( pe. *. Rane "49 Ford (RB) %-ton picku $140 51 4-dr., $255°, $165°. 
52 (62) coupe, $600°. 025° (ps), $675 ps); 4-dr., $885°, ‘4 P P, . CHRYSLER — °53 Windsor 4-dr., $285* 
mands may force use of all of | CHEVROLET—'5S Bel Air (8) 4-dr., $2,- $770* (ps); (88) 2-dr., $910°, $640°,| °46 Dodge tow and winch, $470. io. 0 Sau 
. - . , ° . = . 
Brooks Hall instead of only half, ‘OF Baa Ale (8) conv, 01.898°: (6) « } a Oe My ~ Pa <Pe)¢ SON. "52 4-dr., $185°. 
as originally planned, for the Bay “ dr., $1,600*; One-fifty (6) 2-dr., $1,-| "53 (38) 4-dr., $450: (98) 4-dr., $380°; JENISON, MICH. DeSOTO—'57 he (8) 4-dr., $1,850° 
Area’s first Imported Car Show, 250 Super (88) 4-dr., $350° Grand Rapids Aution. Sale every Tues- A Re ia ~ataee” $1,715°. 
Nov. 19-23. ‘56 Bel Air (6) conv., $1,400°; (8) 4-dr.,| PACKARD—’53 Clipper 4-dr., $110° $100°. | day. Prices are for sale of July 1. DODGE 57 Coronet (8) 2-dr é $1,580° 
. i ie $1,175° (ps); Two-ten (6) 4-dr., $1,-| PLYMOUTH—'57 Belvedere (8) Sport Market solid. All makes and models 55 Ce oust $8) em enue $s50°: c . 
After receiving a preliminary 020, $870. coupe, $1,700*; Savoy (8) Sport coupe,| sold well through the entire sale. Sold ——aute a ; Coro- 
report on space commitments, 55 Two-ten (8) 4-dr., $930°; (6) 2-dr., $1,510°. | 133 cars out of 197 consignments. —n ate a, a. 
whe . " on. , — = . w<« om, “a MN . 2.065* : 2 » o. 
Kjell Qvale, president of the Im- | $S870°, $800; 4 dr., | $725; Bel Air (8) "56 Savoy (6) 4-dr., $1,080 5 ™ | BUICK = R f —_— = eee (pe) FORD 'S7 Fairlane (8) conv., $1,850: 
rted Ca Deale 4 sport coupe,, $920°; (6) 2-dr., $910; 55 Plaza (8) station wagon, $830°; Bel Super iviera 2-dr., $1.93 ps); Hardto $1.785* (ps): 4-d $1.750° 
po . rs n., said, 4-dr., $810; One-fifty 2-dr., $670. vedere (8) conv., $800°; Savoy (6) Special Riviera 2-dr., $1,880°, $1,795°; $1.420°° 1.290°: a am r., oy (8) 
“Tll be very much surprised if ‘54 Two-ten Delray coupe, $700*; 4-dr., coupe, $340; 2-dr., $800°. | Special 4-dr., $1,750°; 2-dr., $1,675*. cocnsam” $1,2 ‘es onee 7 en 
we don’t wind up using the whole | $640; 2-dr., $510, 2 at $500, $430; Bel| ‘°54 Savoy 4-dr., $445; Plaza 4-dr., $415 ‘56 Special 4-dr., $1,370*, $1.165*; Spe- (8) 4-47. 4120. ” (ps); Custom 
Air 4-dr., $560; One-fifty 4-dr.. station "53 Cranbrook 4-dr., $300°, $320; Savoy cial Riviera 2-dr., $1,185*; Super 4- a ) S-cF., — 
hall—all 95,000 square feet of it.” | wagon, $310. _— : 4-dr.. $180 ; dr., $1,195* (ps). 5 eft eS” $2,008"; a 
5 a . . ' , , , ° one : ane (8) 4-dr., . . ardtop, - 
53 Two-ten 4-dr. station wagon, $450°; | P O N TI A C—'5S6 Chieftain (8) Catalina 55 RM Riviera 4-dr., $1,125 (ps); 050°; Ranch Wagon (8) station’ wag- 
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"Media Records reports:* - 
NEWSPAPER with most new passenger car 
‘advertising in U.S.A. is The CINCINNATI ENQUIRER! 





*For year 1957 : 1,334,000 lines 
That's right. National champions! And the Daily Enquirer continues to perform like a champ in 1958, 


too, carrying more total automotive display linage than the evening papers for the 4th straight year! 


And that’s not all—the Daily Enquirer is now carrying a bigger share of this linage than it ever did before 
(Daily Enquirer—36.6%, Post—33.6%, Times-Star—29.8%f). 
Smart advertisers today &now that the No. 1 automobile salesman in Cincinnati is its No. 1 newspaper— 


the Cincinnati Daily Enquirer. 


P. §. Proof positive: Cincinnati's local car dealers, who know the market, place 51% of their daily automotive 
classified linage in the Enquirer. 





tMedia Records, first 5 months, 1958 


ree A giant is growing in Solid Cincinnati! It’s... 


The CINCINNATI ENQUIRER 


Represented by Moloney, Regan & Schmitt, Inc. Detroit Office: 1680 Penobscot Building, Detroit, Michigan 
‘ 


’ 


e$ 






Se 





on, $1,110; Custom (8) 4-dr.,. $930; 
Country Sedan (6) station wagon, 
$900°; Main (8) 4-dr., $850, $835°, 
$815 

"55 Thunderbird sedan, $1,655; Country 
sedan (8), $1,005*, $975; Sunliner (8) 
conv., $975. $870*; Custom (8) 2-dr., 
$800°, $775°. $675, $670; 4-dr., $720°; 
Fairlane (8) Hardtop, 795°; Ranch 
Wagon (8), $695; Main (8) 2-dr., 
$440 

’S4 Fairlane Hardtop, $550*. 

"53 station wagon, $470; 2-dr., $280. 

"52 station wagon, $400°*. 

"51 4-dr.. $150. 

KAISER—'51 4-dr., $100. 


LINCOLN - "57 Premiere 4-dr., $2,750° 
‘pe? 

MERCURY—'56 Montclair club coupe, $1,- 
285° (ps) 


‘55 Montclair Hardtop, $$70°. 
‘54 Monterey 4-dr.. $550, $475°. 
NASH - *55 Ambassador 4-dr., $765*; 
Statesman 2-dr., $405. 
"53 Statesman 2-dr., $255. 





"52 4-dr.. $130° 

OLDSMOBILE — ‘57 (88) 4-dr., $1,650° 
‘ps? 

"55 Super (88) Holiday coupe, $1,215* 
‘ps? 


"52 Super (SS) 2-dr.. $325°, $285°. 

PLYMOUTH—'57 Plaza (8) 4-dr., $1,025*. 

56 Savoy (S) 2-dr., $865°; Savoy (6) 
4-dr $700 

"55 Suburban (6) station wagon, $750; 
Belvedere (8) club sedan, $655°*. 

"53 club sedan, $250. 

"52 sedan, $115°*. 

PONTIAC—'56 Star Chief club sedan, $1,- 
355°, $1,315° (ps); Chieftain 2-dr., 
s9so* 

"55 Chieftain Catalina club coupe, $865*; 
station wagon, $850°; 4-dr., $820*, 
$625*. 

"53 Chieftain 4-dr., $380*, $185°. 

"51 2-dr., $100°. 

RAMBLER—'56 station wagon, $1,365*. 

"55 station wagon, $1,000*, 

STU DEBAKER—'55 Commander (8) 4-dr., 
$675* (ps) 

"52 2-dr.. $175°. 

MISCELLANEOUS — '56 Chevrolet %-ton 
pickup, $795. 

"53 Dodge %-ton express, $360. 


8.8 Cents a Mile 


Salesmen’s Stipend Up, 


Emkay Reports 


CHICAGO.—Mileage payments to 
salesmen driving their own cars 
on company business have reached 
an alltime average high of 8.84 
cents per mile, compared with 7.72 
cents a year ago, according to 
Michael Braude, president of 
Emkay, Inc., auto fleet leasing firm. 


An Emkay survey found that 
payments ranged from 6.5 to 11 
cents per mile. It covered payments 
by more than 100 companies with 
fleets ranging from 50 to 500 cars. 
Almost 10,000 cars were included. 


Most popular mileage rate, 
Emkay said, was 8 cents per mile, 
paid to 42 percent of the salesmen 
covered. Sixteen percent of the 
total are paid 9 cents or more, 2 
gain of 6 percent from the year 
before. 
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HERE’S PROOF THAT... 


America wants the 
extra safety...extra value 
of nylon cord tires 


e Almost 4 out of 10 replacement tires sold today are nylon. 





: 


sor 


a A e In just one year, the sale of nylon cord tires went up 65%. 
" ; e Recognizing nylon’s popularity, 12 out of 18 auto manufacturers 
| are offering nylon as optional equipment. 
“ e Above all, new-car buyers want nylon. A recent Dun & Bradstreet 
o- survey shows that 6 out of 10 say they will buy nylon cord tires 


if you take the trouble to offer them. 


Build customer satisfaction by offering nylon cord tires with every car you sell. 


ee SPORTS 
Powerful Du Pont advertis- 1 ie ha 
ing will dramatize the safety : 
of nyloncord tires totheread- 
ers of nine of the nation’s 
leading magazines this year. 
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BETTER THINGS FOR BETTER LIVING 
««-THROUGH CHEMISTRY 


REG. U. 5. paT.OFF 


THE SAFEST, STRONGEST TIRES ARE MADE WITH iW : LON 
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. . individually tailored to his particular market. 


4 


TRAILER COMPANY 


solution to housing problems for millions of families. 


CAR DEALERS! 


carefree way of living — mobile homes are continuing to gain in stature as the best 


It’s safe, sane logic for the automotive dealer to consider capitalizing on an industry so akin to hi 


established enterprise. In growth potential, consider the fact that mobile home sales almost tripled in the 
past few years: from $216-million in 1950 to nearly $600-million in 1957. More than just being the 


Alma Trailer Company, the leading manufacturer of mobile homes for more than twenty-five years, offers a 
complete money-making plan for a mobile home dealer . 
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THE 
HOUSTON POST 


SETS NEW 
CIRCULATION RECORD 


WEEKDAY SUNDAY 
CIRCULATION AVERAGE 


(For six-month iod 

ending March i. 1958)* 216,209 225,374 
ONE YEAR GAIN 

(From March 31, 1957) 12,466 11,209 
FIVE YEAR GAIN 

(From March 31, 1953) 31,748 24,054 


*A.B.C. 3-31-58 


Another all-time high record in weekday and Sunday 
circulation has been set by The Houston Post—Texas' 
largest morning newspaper. The Post's growth is no acci- 
dent. Some 65 awards for journolistic excellence explain 
why Time Magazine (Feb. 21) called The Post “the South- 
west'’s most readable daily.” Advertisers have found that 
the growing Post audience makes any selling campaign 
more effective, more productive. 


W. P. Hobby Oveta Culp Hobby 


| Obituaries 


} last six years, Mr 
| been a used-car manager for Jake Sweeney 
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‘Press Trials’ in California s.2's 





Driving the British Lines 


By William Carroll 
Staff Correspondent 

RIVERSIDE, Calif. — Britain’s 
best was “given the works” by 
more than 100 members of South- 
ern California’s automotive press 
in an all-day “try it yourself” dem- 
onstration sponsored by represent- 
atives of the British automotive 
industry. 

Officially titled the First An- 
nual Press Trials and Driving 
Day, it was a California adapta- 
tion of Driving Days for the 
newspaper fraternity which have 
proved so successful for several 
years at Goodwood, England. 


On hand were 104 members of 
the press, 306 luncheon guests and 
82 British cars ranging from awe- 
some Rolls Royce to the wearable 
Berkeley. 


The host committee for the event 
included Rene Palandini, World- 
wide Imports, Inc.; Dorothy Deen, 
Cal-Sales, Inc.; Dave Forman, 
Berkeley Motor Cars, Ltd.; W. E. 
Listenwalter, Gough Industries, 
Inc.; George J. Wheeler, Rolls 
Royce; Norman Plummer, Lucas 
Electrical Services; Roy Jackson- 
Moore, AC Cars; T. L. King, Pon- 
tiac; Charles H. Hornburg jr., C. 
H Hornburg jr., Inc.; Henry Hen- 
kel, Rootes Motors, Inc., and Ed- 
ward J. Flynn, coordinator of the 
trials. 

The most _Popular car was the 





Frank A. Shaw 
SEATTLE.—Frank A. Shaw, 81, auto-| 
parts jobber in the Seattle area, died of a 
heart attack June 21. 
* - * 


Jack Reynolds 
LUBOCK, Tex.—Jack Reynolds, 66, who 
had been in the auto business here for 20 
years, dled June 18. | 
* * * | 


Frank A. Brinkmoeller 
CINCINNATI.—Frank A. Brinkmoelier, 
an automobile salesman and sales man- 
ager for 25 years, died June 23. For the; 
Brinkmoeller, 56, had 


Mercury, Inc. 


* > 
Jules I. Shapiro 
CHICAGO.—Jules I. Shapiro, 65, general 


manager of the Midway Chevrolet dealer- 
ship, died June 26. 
. * . 


Richard Ashby Schwab 

FREDERICKSBURG, Va.—Richard 
Ashby Schwab, 55, part owner and gen- 
eral manager of Capital Motors here since 
last February, died of a heart attack. A 
native of Warrenton, Va.. he was with 
Bendall Pontiac in Alexandria, Va., before 
coming here. 





George W. Williams 
LORAIN, O.—George W. Williams, 74, 
former owner of Williams Auto Sales, died 
here June 28 after a three-day illness. 
* * . 


Ray E. Matticks 
MIAMI.—Ray E. Matticks, 65, a former 
Ford dealer in Newark, O. died here June 
25. Mr. Matticks also operated dealerships 
in Bluefield, W. o* and Savannah, Ga. 
‘* + 


R. W. Parrott 

LONGVIEW, Tex.—R. W. Parrott, 82, 
who was known as the ‘“‘dean of Texas 
Ave. automobile row’’ in Shreveport, La., 
died here July 2. He was a native of 
Dalton, Ga. and operated a used-car busi- 
ness in Shreveport for several years. 

* * * 


Harry J. Schreiber 
OSSEO, Minn.—Harry J. Schreiber, 59, 


Partner in Brayer Motor Co, (Chrysler- 
Plymouth) here, died in a Minneapolis 
hospital. 


> * * 


Henry Allen Williams 
DALLAS. — Henry Allen Williams, 58, 
operating manager of United Motors Serv- 
ice in Dallas, died July 2 after a brief 
iliness. He was a native of Dallas. He had 
been with UMS 37 years. 
* * * 


William B. Wachtler 
LONDON, England.—William B. Wacht- 


ler, 64, General Motors regional executive}. 


in charge of Brazilian operations, died here 
July 7 while en route to Brazil. He joined 
Hyatt Roller Bearing Co. in 1916 and. 
after that company became part of Gen- 
eral Motors, he served in GM export offices 
in Java, England and Germany. In 1930, 
Mr. Wachtler was named assistant general 
sales manager. He served as an ordnance 
consultant during World War II and was 
named manager of planning and develop- 
ment for GM's overseas operations in 1943. 
a position he held until ae appointed 





Chairman of the Board 


you need 


ee 


Represented Nationally by MOLONEY, REGAN & SCHMITT 


THE HOUSTON POST 


to cover the Houston market 





President to the Brazilian _Post in May. 


Edward aaa 
SAN FRANCISCO.—Edward Doherty, of 
Doherty Brothers (Ford), died July 6. He 
was 67 and had been a member of the 
firm since 1922. 
* * 7 


James H. Lee 
FORT WORTH.—James Hampton Lee, 
81, a former automotive editor of the 
Fort Worth Star Telegram, died June 27 
in Miami, Prior to coming’ here, Mr. Lee 
was with the Miami Herald and the 
Birmingham (Ala.) Ledger. 


‘ 





AC Aceca Coupe, followed by the 
new Austin-Healey Sprite. The 
Aceca is a British coupe with Ital- 
ian styling and a slightly detuned 
racing engine. It seldom is seen in 
the U. S. 

The Sprite, introduced in the 
U. S. the day before the Press 
Trials, is powered by a specially 
tuned version of the BMC “A” 
series engine, a four-cylinder, 
948-c.c.. overhead valve power 
plant with a top rated speed in 
the 80s. 


At $1,795, Port of Entry, it is said 
to be the lowest-priced true sports 
car available in the U. S. 


Cars driven by Automotive News 
included the new Sprite, a cute 
little two-seater roadster which 
should turn the teen market inside 
out. Well made, easy to drive and 
fairly comfortable, it had plenty of 
power for its size. 

Steering was so easy that it re- 
quired getting used to, but a pee-| 
wee price tag makes the package | 
seem destined for a wild ride on} 
the American market. 

Berkeley, the Tiny Tim that 
seems to have started all the fuss 
about shoe-sized roadsters, has a 
well-designed plastic body and an 
intriguing two-stroke engine. Not 
comfortable for a tall person, the 
car is much too simply finished to 
appeal to the American market, as 
is the questionable appeal of an| 
uncommon gearshift. 

Jaguar was out in force with 
coupes, sedans and roadsters. All | 
with traditional fine British fin- 
ish, they are still a small boy’s 
idea of what a sports car should | 
look like. The car is improved 
for 1958, and it is reported that 
Jag dealers sold as many cars in 
May, as in March and April com- | 
bined. 





Local distributors report an in-| 


creasing number of inquiries from 
Detroit — product dealers anxious 
for a Jag dual, with many of them 
being given serious consideration 
as Jaguar expands its marketing 
area. 

Rollys-Royce, “the world’s finest 
car,” must be that and more too. 
A reported 400 were sold in the 
U. S. in 1957, with more expected 
to leave the dock this year. 

American dealers dualling with 
Rolls find it a prestige bit lending | 
class to the store. One DeSoto deal | 
reportedly sold three the first) 


month, with sales of DeSotos mov-| 
ing up a notch or two at the same) 


time. 

Rover, the doctor’s Rolls, is a 
small (four-passenger) sedan with 
all the fine finish of a Rolls-Royce 
at one-third the price. Rover pro- 
duced some 10,000 units last year, 
has used the same body design for 
nearly eight years. 

A quiet and comfortable car, 
the Rover is distributed by the 
Rootes Group in the U. S. 

(though the factories are not as- 
sociated). If Rover business in- 
creases at its present rate. it 
would not be surprising to find 
a separate Rover sales group es- 
tablished in the U. S. 

Wallflowers at the track were 
so-called “economy cars” such as 
Morris, Hillman and Vauxhall. 

Most interesting is the Pontiac- 
distributed Vauxhall station wagon. 


One of the few imports on hand) 


in which there is adequate space 
for a tall man, the little wagon 
cruised nicely at 60 and handled 
well on the twisting Riverside race 
course. 

One distributor (for another 
make) commented that the Vaux- 
hall wagon is priced about $200) 
high for the U. S. market, but 


Minn. Nominating Unit 
Is Headed by Rinkel 


ST. PAUL.—R. C. Rinkel, Merit 


Chevrolet, has been named to head 


the nominating committee for the) 


convention of the Minnesota Auto- 
mobile Dealers Assn. The event will 
be held Sept. 8-9 at the Leamington 
Hotel, Minneapolis. 

Dealers have been urged to sub- 
mit names of members as candi- 
dates for the board, Using dealer 
suggestions, Rinkel’s committee will 
draw up a proposed slate of officers 
and directors and submit it at the 
convention. 


tor ¢ cars. 


on Car Lot Displays 


called it a real contender once the 
public drives it. To date there are 
only five Vauxhall wagons on the 
Coast; dealers have only sedans, 
which are still slow movers. 

Conspicuous by its absence was 
Ford of England. It was rumored 
that the local division was all ready 
to participate, but brass in Dear- 
born nixed the deal unless all Ford 
models could be shown. 

Like most rumors, this was 
false, as the trials committee sect 
no limit on the number of cars a 
maker could show. But Ford was 
not there. 

How successful was the affair? 
Henry Henkel, of Rootes, said, 
“We are thoroughly pleased and 
should begin right now planning 
an even bigger show for next year.” 
“It made many friends for us,” 
said Dorothy Deen, of Cal-Sales, 
Inc., importer of the Triumph line. 
With California sun blistering 
bald heads and tender noses, it 
was a successful demonstration of 
cooperation for a common cause, 
The cost—a mere $3,000. The result 
—a lot of goodwill for British mo- 








AUTO-TU RNTABLE 
Assembled in 30 Minutes 7 


Send for 
free folder. 
AMER-STAGE 


805 East 134 St. 
Bronx 54, N. Y. 


Buy Direct and Save 





Save 25% to 60% ...get 
faster delivery and 
guaranteed quality on: 


Pennants (flag, strip, panel, 
spiral and propeller) + Banners 
* Posters * Letter-Banners * 
Vertical Pole Displays °* 
Mobile Displays * Window Dis- 
play Letters + Plastic Spinners 


The Pratt Poster Co. 
PRINTCRAFT BLDG. * INDIANAPOLIS 4, IND. 


Where Should the 
Sale Be Closed? 


You'll find the 
answer to this 
and countless 
other questions 
in Martin H. 
Bury’s remark- 
able new book, 
“The Automo- 
bile Dealer.” 
The book is al- 
ready in its sec- 
ond printing 
and has been hailed as the “bible” 
of its field. Use coupon to order 
now. If, after 10 days, you are not 
convinced that this book belongs 
| on your shelf for permanent ref- 
erence, return it and we will re- 
fund your money! Order now, 
before it slips your mind! 


AUTOMOBILE 


j 
| 
| 
| 
} 





PHILPENN PUBLISHING COMPANY _ 
1750 N. Broad St., Philadelphia 21, Pa. 


Send (copies) of the new book, 
“The hae ile Dealer" 


0) | enclose check covering books at 
$5.20 each 


(J Send books C.O.D., plus postage 
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dy (Continued from Page 8) 

rd many customers and results in 
securing the money and continuing 

is to get the business of the customer. 

et * * * 

= ove a policy of firmness in col- 

- lection of monthly accounts 
and let the customer know that is 
the way you do business. 

‘id, The dealer who permits unpaid 

nd accounts to slide along month after 

a month encourages nonpayment of 

ir. these bills. Whenever any customer 

is,” gets into a “tight spot” financially, 

les, he usually pays the most insistent 

ne. firm first—the lenient one last. 

ing Hold back on the impulse to 

it get tough in letters and over the 

of telephone with delinquent ac- 

ise, counts. Sparse collections and 

ult lost customers invariably result 

no- when a dealer loses his temper 


or forgets the problems of the 
customer. 

There also are legal angles in- 
volved— a businessman can find 
himself in a mess of trouble if he 
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NEW CAR 
DEALERS 








yet 

n: 

; 4 

Don’t lose your 
; | chance by waiting! 
‘0. Only one in 64 authorized new 
woe (caf dealers can now join Cars 


Rental System. 
Are you waiting, wondering what 
the gimmick is? 


a University sponsored Seminar 
and asked to join CARS. Your 
chance may be gone if you delay. 


Ask any CARS member about 
the Seminars and about CARS. 
Satisfy yourself that there is no 
gimmick. Then phone collect to 
make your reservation for a 
three-day Seminar starting July 
22 or August 5. 


You pay $75 registration fee and 
travel expense. Hotel, food and 
all other costs paid by CARS. No 
other obligation. 


T. L. Jackson 
Executive Director 
LOgan 6-4321 


CARS RENTAL SYSTEM, 
Inc. 


938 Sunrise Lane 
Ft. Lauderdale, Fia. 
P. O. Box 7126 A-7 





CABLE: 
CARENTAL 
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Over 500 have gotten the facts at | 












Handled Right . 


Collecting Delinquent Accounts 





abuses his rights in collection pro- 
cedure. 


Put the “guilt” for the delin- 
quency on the customer, not your- 
self, in your approach to obtain 
payment of the account. Make 
certain that the customer under- 
stands that he has “let you down.” 
Cooperative response comes much 
easier when this is done. 


A dealer should adopt a “get- 
tough” procedure in collecting ac- 
|}counts only when he has decided 
|he no longer wants that particular 
| individual as a customer. 


This is invariably the type of 
person to whom credit should not 
have been granted in the first 
place. Any leniency with him may 
result in never making the col- 


| deal of money to do so. 


who does the collecting. Too often 
these problems are placed on the 
shoulders of some individual in the 
firm who is thoroughly incapable of 
handling these delicate situations. 


Not everyone can be an efficient 
account collector and at the same 
time hold the business of worth- 
while customers, Equal care should 
be exercised in selecting an outside 
collection agency after initial ef- 
forts have failed to secure settle- 
ment of the account. 


Approach the delinquent indi- 
vidual privately—not in front of 
others, even members of his own 
family. A dealer must remember 
that every delinquent account is 
not always a bad customer. 

More care in granting credit in 
the first place also is advisable. It 
saves a lot of later collection trou- 
bles if a dealer does a little inves- 
tigating before permitting anyone 
and everyone to charge any amount 
with his firm. 








> > > 
For the customer who is actually 
in financial trouble, it often 


pays to ask if you can help him 
work out a plan to get over the 
difficult situation. Consolidating his 


Salesmen’s Pay 
Up 4.2%, Poll 
Of Makers Finds 


(Continued from Page 8) 


tion is higher, the study shows. 


Salesmen today are almost on a 
par with other employes in terms 
of vacations, and retirement and 
insurance benefits, the report in- 
dicates, Ninety percent of the 
companies surveyed have retire- 
| ment plans for their salesmen, 
and nearly all provide life insur- 
ance, hospitalization, and surgical 
benefits for salesmen. 


Better than 80 percent give sales- 
men three weeks of paid vacations, 
usually after 10 or 15 years service, 





and more than a third allow four) 
weeks’ vacation for salesmen with | 


20 or 25 years of service. One major 


reason for the increasing extension | 


of such benefits to salesmen, the 
study suggests, is that competition 
for salesmen forces each company 
at least to match what others are 
offering. 

Companies surveyed represent all 
types of durable and nondurable 
manufacturing and are located in 
all parts of the U.S. They range in 
size from less than $5 million an- 
nual sales to more than $500 mil- 
lion. The number of salesmen they 
employ ranges from less than 10 to 
more than 1,000. 


Anderson Wins 


Wiper Patent Suit 


GARY, Ind.— Federal Judge 
Julius J. Hoffman has enjoined 
Zaiger Corp. and Sears, Roebuck & 
Co. from further infringement of a 
patent owned by Anderson Co., 
Gary, covering windshield-wiper 
blades for curved windshields. 

Anderson said the case was 
brought under the same patent 
upon which Anderson sued Trico 
Products Corp., Buffalo. That case 
was decided in Trico’s favor and 


| lection or having to spend a great} 


Use care in choosing the person | 





but generally their total compensa- 
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debts into one loan that he can pay 
off easily is one such suggestion. 

It is amazing how many people 
never think of this solution. 


Simply mentioning it often solves 
the collection problem and builds 
considerable goodwill toward the 
firm, 

Once the collection effort has 
been started it pays to be persist- 
ent. Quiet persistence pays off in 
collecting delinquent accounts much 
better than periodic bursts of ef- 


fort. A contact each two weeks is! 


advisable, and some firms find a 
weekly call works best. 


Be different about collection 
procedures, A man in financial 
trouble can become pretty bitter 
with the same type of pressure 
being applied by all his creditors. 
The dealer who stays clear of 
such stereotyped procedures is 
not forced to carry the illwill 
they engender. 


Sometimes legal procedures, such 
as securing court judgments, are 
necessary to collect a delinquent 
account, It is, however, good prac- 
tice to exhaust every other method 
of collection before taking this 
step. 

When court action is taken, the 
dealer can be sure he never again 
will get any business from that 
customer, his friends, relatives or 
neighbors. Also, the publicity in- 
volved seldom does the firm any 
good. 


However, when a dealer becomes 
convinced that all is lost, he should 
avail himself of every legal protec- 
tion open to his firm. 

As a final suggestion, successful 
dealers say that it is important 
that the records quickly signal 
when an account is slipping into 
default so the proper action can be 
taken before it is too late. 


La. Convention Date Set 
NEW ORLEANS.—The Louisiana 
Automobile Dealers Assn. will hold 
its 1959 convention at the Roosevelt 
Hotel here Feb. 22-23. 












FORD—GM—CHRYSLER 


@ LOW PRICES MUFFLERS _ 


@ TOP QUALITY 














List 
PRICE 
BUICK 1949, Series 50, 70, Super, ‘Readmaster 
PMP 3856 1950-52, All 1953, Series «®, Special cocovecescnossssssvneveeneet $13.00 $ 5.10) 

























CHEVROLET ] 
PMP 8040 49-52 Pass. except Conv. Standard Shift .................000 9.45 3.95 
PMP 8041 50-53 with power glide except Conv. ................cccceee 9.45 3.95 
PMP 8710 Truck 1950-56, 6-cyl., 2-2 Ton, All GMC Truck, 1950- 

53, 6-cyl., Y-% Ton, FC 100, FC 150, 100-22, 150-22, | 

POE ccccestsvetssunvsisennccnssevccenesenescennenceneennantabeonsennoonsieantets 70 3.25 
PMP 8989 54-57, 6 & 8 cyl., Pass. and Station Wagon 

except Comv. & Duels 2.0.0.0... ccccccceeeesceeeseeeeeenenensensenees 12.05 5.00 











PMP 5230 49-53, 6 & 8 Cyl., All Models 1954, 6 Cyl., All Models . 9.10 e 
PMP 5231 Fairlane, 55, 56, All Models . 11.60 5.25 
PMP 5232 1954, B Cyl, AM Models ono ccccccccceeecceeeeeeneeeenenene 11.60 5.25 
PMP 5233 55, 56, 8 Cyl., Exe Fairlanes, Conv. & Station 

Wagons eae sdevecsensesecesnensceceensovsosesconsecsesseseees 11.60 5.25 
PMP 5260 Truck, 1948-53, 6-8 Cyl., Vo 2 Ton, all covcovancessencseesnes 9.10 4.35 







































MERCURY 


PMP 6230 1949-S1, B Cyb., AM Mroeds i cccccccceeeceeeeeeeeenees 10.64 4.75 
PMP 6233 1956, 8 Cyl., Custom & Medalist 2 Dr. Sed., Cust. 

4 Dr. Sed. & Hardtop, Single Exhaust ..................06 16.36 7.65 
PMP 6234 1956, 8 Cyl., Montclair, Monterey, Dual Exhaust sys..... 16.36 7.25 
PMP 6235 1955, 8 Cyl., MC Custom Single Exhaust System ........ 16.36 7.65 
PMP 6232 1955, MC, Montclair, Monterey Dual Exhaust System.... 16.36 7.25 





a, : ae > 











PONTIAC PONTIAC, 1934-54, All Models 

PMP 0867 KAISER, 1946-47, All Models 

EE, GUM) BENE CRIED ciecmscexceccecorsnssecerneritinasio 10.65 4.00 

PMP 0992 PONTIAC, 1955, All Models —..-.cornnnnnnenennnnnnnn 12.75 5.15 
CADILLAC —=—s_—- 1952-56 8 Cyl., Series 605, 4 Dr. Sed. 

PMP 3159 Series 62 All (Rear) ...ovnnvnmnnnnnnenneninn ose B10 3.80 
MERCURY 

PMP 6236 1954 8 Cyl, MB (Exc. Monterey Conv.) 160 HP ......... 13.88 7.00 
PLYMOUTH 

PMP 2279 POGE-BS (8) Gdagin, Brae. COW. on aaccnneccecccecseseccsssnsessess 12.65 5.50 

PMP 2281 DESOTO, 1956 (8), Fir 


Firedome, 5-24, Fireflite and Estate 
w » Fact Equipped duals 
DODGE, 1956 (8), D63-1, D-63-3, Coronet, Cust. Royal, 
Royal Lancer, Exc. Conv., Factory equipped duals 
PLYMOUTH, 1956 (8), 'p- 29 Plaza, Savoy, Belvedere, 
Exc. Conv., Factory equipped duals 
PLYMOUTH, 1949-56 (6), Exc. Conv. Cpe. 
DODGE, 1949-56 (6), Exc. Roadster 
Conv. Cpe. & 8 Pass. Sedan 
DESOTO, 949-52 (6), Exc. Conv., Cpe. 
& 8 Pass. Sedan 
CHRYSLER, 1949-52 (6), Exc. Conv., Cpe. 

Sedan 


16.30 


PMP 2698 


Slocum 6-8501 





The greatest selling force 
ever to get behind a car 
is the tremendous enthusi- 
asm of SAAB owners for 
its smoother performance, 
greater comfort, extra value! 


SAAB fiom Suedon 


Increased production now permits some expansion of the 
SAAB dealer organization in the area West to Illinois and 
South to Washington, D. C. Details of franchise requirements 
upon request. 


























the economy car 





SAAB MOTORS Inc., Executive Offices 


405 Park Avenue, New York 22, N. Y. 
American Subsidiary of Svenska Aeroplan A.B. of Sweden 
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500 Datsuns, 200 Toyopets . 





Japan’s Export Goal: 700 a Month 


TOKYO. 


industry expects to be shipping 700 | 


cars a month to the U. S. by the 
end of this year, according to 
sources here. 

The shipments would consist 
of about 500 Datsuns, made by 
Nissan Motor Car Co., and 200 
Toyopets, exported by Toyota 
Motor Sales Co., Ltd, 

The first large shipment of Japa- 
nese cars to the U. S. will be a 
consignment of 150 Toyopet Crown 
Deluxe models, scheduled to leave 
Nagoya early in July. 

(In Los Angeles, officials of Toy- 
ota Motor Sales, U. S. A., Inc., said 
20 Toyopets arrived June 20. They 
will be shown to the public July 
18 in Hollywood.) 

The Toyopet Crowns have left- 
hand drive and a four-cylinder 
valve-in-head, six-cylinder engine. 
They are expected to sell for about 


r bak 


Tiaa 





— The Japanese auto/| $2,000 


'Southeast Asia and Central 


nq 


in Los Angeles, according | 


to Japanese sources. 

The industry has begun to con-| 
centrate on the U. S. market be- 
cause of the growing popularity 
of small imported cars there. Also, 
and 
South America—which were grow-| 
ing markets for Japanese vehicles 
—have begun cutting orders be- 
cause of a shortage of foreign 
exchange. 

Local observers believe that 
one thing that can prevent a 
big increase in exports of Japa- 
nese cars to the lucrative Ameri- 
can market is the fact that they 
are higher priced than Western 
European cars of comparable 
size and performance. 

Nissan has concluded a contract} 
to ship 500 Datsuns to the U. S. 
and 30 to Hawaii. On the basis of 
inquiries from San Francisco, it 
is aera that monthly — 


Chocolate covered market! 


chocolate, chips, bits. morsels 


an Farmina famili« $s spend 


$3,118,000 per year 


r families are laraer 


e food than 1 


timated averc 


YOU fide» Ce | 


AUTO | 
BUY | 


94.2% of all Elks own one or more automobiles. In this 
Starch classification only one magazine in the survey exceeds 
the Elks Magazine while only one other equals the Elks. 


31.2% of all Elks made a new car purchase in the last 12 
months. In this category The Elks Magazine is exceeded 
by only one of the 58 consumer magazines reported. 


This high percentage of car ownership, plus an 
above-average median income of $6,636, makes 1,209,351 
Elks a valuable mass market for auto manufacturers. 


To best reach and sell this vital market, the buy you ought 


to make now is... 


MAGAZINE 


New York « Chicago « Los Angeles « Portland, Ore. 


of 2,000 to 3,000 cars were thought 
possible, but the plans were shelved 
because of inability to reach an 
agreement on price. 

(In New York, Datsun Motors, 
Ltd., Queens, has announced a 
port-of-entry price of $1,799 for a 
four-door sedan. The first models 


are expected to be shipped to deal-| 


ers from New York in August, the 
company said.) 
> * * 


'Communist China Plans 


7 New Types of Vehicles 


HONG KONG. — Communist 
China plans to produce seven new 
types of vehicles during its cur- 
rent five-year plan, 
sources here. 

Plans reportedly 
streamlined sedan, tentatively 


a tow truck, a “high-performance” 
truck for national 
poses, an economy truck for rural 


|areas and an “all-purpose medium- 
| sized truck. 


The Chinese Communists claim 


| prototypes already have been built! 


j}at the nation’s leading auto plant 
| in Changchun, Manchuria. Parts 
will be supplied by plants through- 
|}out the mainland, The Changchun 
factory gave Red China its first 
| domestically produced truck, the 
four-ton “Liberation.” 


Internal Strength 
Of Tires Cited 
As Safety Factor 


NEW YORK.—The internal 


strength of the modern passenger-| 
car tire gives the motorist a wide) 


margin of safety against pressure 
breaks or blowouts, George L. 
Storm, of American Viscose Corp., 
said after a series of tire-rupture 
resistance tests conducted by Motor 
Vehicle Research, Inc, South Lee, 
N. H. 

The tests included both rayon 
and nylon tires and proved, Storm 
said, that most of today’s 
passenger-car tires, which ordinar- 
ily operate at about 24 pounds 
pressure per square inch, can safely 
withstand pressures up to 10 times 
the recommended inflation. 

“Tire-company engineers have 
virtually eliminated blowouts as a 
hazardous cause of tire failure,” 
Storm said. 

“An insurance company’s recent 
| investigation indicated that blow- 
outs and punctures figured in only 
three-tenths of one percent of the 
auto accidents reported in 1956-57. 
In many of these cases, the tires 
—— tread bare and worn beyond 
| the point that most safety- conscious 
drivers replace their tires.” 

Tires reinforced with super rayon 
|cord withstood higher internal pres- 
lsures than the nylon tires in the 
| tests, according to Storm. Some of 
lthe rayon tires withstood internal 
pressures up to 300 pounds per 
| Square inch, he said. 


14 Dealers Sign 


‘Alma Franchises 


| ALMA, Mich.—Alma Trailer Co. 
has signed 14 more auto dealers to 
|handle Alma mobile homes. 

| “There’s no more logical tiein for 
the car dealer than a mobile-home 
franchise,” said Ken Mitchell, gen- 
eral sales manager of Alma. 

“Cash investment is modest and 
|the auto dealer is already estab- 
lished locally, so it’s a relatively 
simple step into the field of selling 
mobile homes in addition to cars.” 








Patents Held Invalid 
In ‘Puffed-Fabric’ Case 

MACON, Ga.— Federal Judge 
W. A. Bootle has ruled in favor 
of Columbus Fiber Mills Co., Inc., 
in a patent-infringement case 
brought by Chicopee Mfg. Corp. 
on so-called puffed fabrics used 
in automobile seat covers. 

Judge Bootle held that the 
patents on which Chicopee had 
sued were invalid “by reason of 
lack of invention.” For that rea- 
son, he said, there was no in- 
fringement. 
aS 


according to| 


defense pur-| 





include a 


| called the Tung Fung (East Wind); | 





3000000 th 
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Dana's Milestone Axle— 


Dana Corp.'s Fort Wayne (ind.) division has completed assembly and shipped 
the nine millionth axle to come off its production lines since the plant began op- 
erating in 1946. When the division began production it had but a single customer— 
Studebaker—for which it manufactured both car and light truck axles. Today, the 
plant produces axles for 36 major customers in the automotive and allied industries. 





Private Auto Inspections 


Favored by Miami Dealers 


By George S. Connell 
Staff Correspondent 

MIAMI.—The Miami Auto Deal- 
ers Assn. has gone on record as| 
favoring countywide automobile in- 
spections by shops and garages | 
under supervision of the new met-| 
ropolitan government. 

H. Coman Munroe, who repre- 
sented dealers in consultations 
with County Manager O. W. | 
Campbell, said inspections would | 
be on the basis of safety and not | 
primarily for revenue, as in the 
case of many municipalities now | 
operating inspection stations. 

Herman Duchin, administrative | 

analyst for Metro and a member 
of the SAE, explained that if the 
county system is set up, inspection 
stations will be under rigid super- 
vision and chiselers will be “treated | 
rough.” 

A few dealers, while approving | 
the plan in principle, expressed 
fear that the rigid inspections ten- 
tatively proposed could not be| 
made profitably under fees which | 
have been suggested. Duchin men- 
tioned a charge as low as 50 cents. 

Considerable opposition is an- 
ticipated from the municipalities, 
which now obtain considerable 


Detroit’s Autos 
Are Not for 
This Playboy 


CHICAGO.—John Keats does not 
like Detroit. He likes Detroit's 
major industry even less. 

Writing in the August issue of 
Playboy magazine, Keats asserts 
that “Detroit dug itself into its 
own bog largely because it always 
has been an introverted, provincial 
town.” 

Detroit is out of touch with the 
outside world, Keats said in his 
dispatch from the outside world. 

This failure to understand the 
average U.S. driver, Keats declared, 
caused the auto industry to reach 
the point where it “cynically sought 
to exploit mental illness for profit, | 
unaware that most people aren’t | 
sick.” 

Cars are sold as dreams, he said, | 
“because the pseudo-scientists of 
motivation research told Detroit! 
that people don’t buy automobiles. 
Instead, they said, people buy 
dreams of sex, speed, power and | 
wealth.” 


Keats continued: “Your problem, | 
the researchers told Detroit, is to| 
find some way to provide everyone | 
with his private variations of these | 
favorite illusions while, at the same | 
time, practicing mass production.” 

The end product of Detroit’s 
“dreams,” Keats said, is “that their 
design has nothing to do with any 
mechanical or human reality, that 
they are shoddily built of inferior 





tions make 
| traffic 
|“We hope to stamp out the evil of 
| ‘selling’ stickers without adequate 





stuffs, that they are idiotically costly 
to operate and to repair, that at the 
very most they are little more than 
four-wheeled insults to reasonable 
men of good taste.” 


revenue from the twice-a-year 
inspections, The AAA, speaking 
for motorists, also has indicated 
opposition to the plan. 

“Our main object, regardless of 
whether the county or private sta- 
the inspections, is 


safety,” Duchin declared. 


inspections.” 


Under Metro’s plan, motorists 


| would have their cars checked at 
| their 


nearest garage instead of 
going to a city inspection station. 

“We would set up standards 
for the garages and check them 
regularly to see that the inspec- 
tions are thorough,” said Camp- 
bell. “Nobody will be gouged.” 

Charges for repairs which might 
be necessary for the car to pass in- 
spection would be at regular ga- 
rage rates, he added. 

Garages would lose their certifi- 
cates if they passed cars that 
needed repairs or if they ordered 
unneeded repairs, Campbell added. 





the JOHN O. MUNN CO. 
Aad we'll send you the current icowe of cur 


Monthly ADVERTISING and 
SALES PROMOTION SERVICE 


@ DON’T SELL just half your dealership! 
Alert dealers have profited by our 
ideas since 1919. 


YOUR FIRM NAME is your only 
natural monopoly. Your most valu- 


able asset, exclusive sales tool! 


EVERY MONTH yow will receive a 
file folder packed with ideas for new 
and used car sales — service and lube 
promotions - newspaper, radio and 
direct mail material. 

MUNN AUTOMOBILE NEWS- 
LETTER, authoritative digest of 
industry news is FREE with each issue 
of the marketing service! 


MOTOR IDEAS 


the JOHN O. MUNN CO. 








MOTOR oy 
MASTER 


MOTOR MASTER PRODUCTS feorp. 


BOX 96., DEFIANCE, OHIO 


| UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLOW- 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 
OGENUINE BLUE CROWN SPARK 
PLUGS. 
OMOTOR MASTER UNIVERSAL 
JOINT KITS. 
NAME 


CITY & STATE 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 




















Week Ended Same Week Ended Output, Jan. 1to Jan. 1 to 
duly 12, Week, July 5, duly, duly 13, July 12, 
1958 1957* 1958* To Date 1957* 1958 
AMER. MOTORS.** ... 4,130 1,960 3,336 6,631 59,213 99,443 
EN EEE 4,130 1,960 3,336 6,631 54,307 99,443 
CHRYSLER CORP. .... 14,050 23,267 10,542 22,341 760,938 338,598 
SII « escermvinnencsmnvesin 1,700 2,400 1,298 2,692 76,623 32,937 
IEE ceereveermmnssiwese 250 848 208 403 25,816 8,021 
EEE 1,000 1,989 1,261 1,950 75,109 21,817 
ST iccicnaceniniantien 3,000 4,778 2,350 4,816 179,853 60,957 
Plymouth 0.0.0.0... 8,100 13,252 5,425 12,480 403,537 214,866 
FORD MOTOR*** ........ 15,135 37,490 = 11,874 23,579 1,074,105 614,593 
 _ ree a oe 6,944 
FOr oooccccsssececcsseeseeveeeee 14,300 31,099 11,787 22,698 9 870,858 527,673 
SE secon 300 883 87 346 «624,366 «=: 15,179 
Mercury ttmm Ve a <a 535 178437 64,797 
GENERAL MOTORS .. 40,788 47,968 8,409 47,101 1,625,628 1,269,309 
ST <csincninesticais iain | a | —dilliaidi veces 244,018 133,095! 
Cadillac .............. . 3200 2697 ..... 3,200 89,731 80,251 
Chevrolet ....... .. 28,300 31,593 8409 34,613 848,921 747,104 
Oldsmobile ...... ; 5,188 5,232 5,188 236,374 184,574 
POMBE oocceeeccccceeeen. 4100 5,609 _......... 4,100 206,584 124,285) 
S-P CORP. ..... 1251 1,112 916 39,600 20,664 
OO =e 4 62 42 «66,101: 1,588 
Studebaker 1,247 1,050 874 33,499 19,076 
Total Cars, U. S. ...... 74,103 111,936 35,273 100,568 3,559,484 2,342,607 
*Revised 


**american Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 




















Week Ended Same Week Ended Output, Jan. 1to Jan. 1 to 
July 12, Week, July 5, July, July 13, July 12, 
1958 1957* 1958 ToDate 1957* 1958 
CHEVROLET ............... 5,800 6,904 639 6333 198,318 155,573 
DIAMOND T .............-.-.. 135 120 69 186 2,746 2,996 
STII asngnisstsenbiabasiastcnisinadeltinntlind 32 26 8 1,844 1,413 
es 1,400 1,545 1,027 2,186 44,171 32,525 
SUID deccnsnciinstinbonsiinianabitetinsih 3,230 7275 1,728 4539 196,830 120,445 
ace tatmiasiiscietel 1,050 1,134 750 1,614 37,191 33,516 
INTERNATIONAL 1,365 2,796 1,219 2,269 64,164 51,137 
MACK*** ..... ae 2380 340 223 457 9,644 8,006 
STUDEBAKER ‘ 147 127 95 6,125 3,222 
WHITE*** 315 386 228 479 10,896 9,372 
WILLYS... 1,750 1,768 1,522 2,697 35,748 43,531 
MISCELLANEOUS** . 90 xO 72 144 2,175 2,337 
Total Trucks, U.S... 15415 22,527 7,630 21,007 G09,852 464,073 
Total Cars, Trucks, 
U. 8. . ; cee 89,518 134463 42,903 121,575 4,169,336 2,306,680 
Total Cars, Trucks, 
Canada . es 8,796 9,146 3,029 12,452 280,254 226,589 


Grand Total, 
Cars and Trucks, 


U. S. and Canada .... 98,314 143,609 45,932 134,027 4,449,590 3,033,269 





*Revised. 


**Misceliancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, etc. 
***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals. 


N.B. All U. 8, totals include cars and trucks for military orders. 





More Model Runs Ending 
At Chrysler Plants, Olds 


(Continued from Page 1) 


Linden, N. J., and Wilmington, 
Del., were on four-day schedules as 
was Ford division’s Chester (Pa.) 
plant. 


* * ” 


LANTS down the entire five 

days last week were B-O-P 
units at Arlington, Tex., Atlanta 
and South Gate, Calif.; Ford divi- 
sion units at Dallas, Dearborn, 
Louisville and Norfolk, Va.; the 
Edsel line at Louisville; Mercury 
plants at Metuchen, N. J.; Wayne, 
Mich., and St. Louis, and the S-P 
plant at South Bend. 

In what may be the last full 
week of its 58 model assemblies, 
B-O-P will work its Framing- 
ham (Mass.), Linden (N. J.), 
South Gate (Calif.) and Wilming- 
ton (Del.) plants five days, and its 
Arlington (Tex.), Atlanta and 
Kansas City units four days this 
week. 

A breakdown of GM operations 
last week showed Oldsmobile with 
5,188 assemblies; Pontiac with 4,100 
units, and Cadillac with an esti- 
mated 3,200 cars. All three divisions 
Were completely idle the week of 
Independence Day. 

Ford Motor boosted its output 


from 11,874 units a week earlier to 
an estimated 15,135 units last week. 
Ford division built about half the 
Chevrolet schedule, and only one 
plant was working at Mercury. 

* * = 


T CHRYSLER CORP., all divi- 
sions except DeSoto showed 
production gains. 

American Motors returned to five- 
day operations last week and built 
an estimated 4,130 Ramblers, as 
against 3,336 on a four-day sched- 
ule the previous week. 


Truck output rose sharply from 
7,630 the previous week to an 
estimated 15,415 assemblies last 
week as most commercial-car 
makers returned to five-day op- 
erations. 


Of the volume makers, Ford had 
its Kansas City truck line on four 
day operations, as did Chevrolet at 
Baltimore, Norwood, O., and Kansas 
City. 

Canadian car and truck manu- 
facturers also were back on five- 
day schedules last week following 
a Dominion Day respite the pre- 
vious week. As a result, vehicle 
output more than doubled to an 
estimated 8,796 units. 





‘Harsh Though It May Seem...’ 


Tucker Dealers Find 
No Mercy in Court 


(Continued from Page 2) 


bankruptcy was filed against| pointed to the franchise agree- 

Tucker Corp. ment’s “clear” language, as fol- 
Although noting that Tucker| lows: 

“knew or should have known” at “Dealer agrees that the Company 

this time that the projected financ-| will not be liable for any failure 

ing program would fall short of|on the part of the Company to 

manufacturing requirements, Judge| deliver all or any part of such 

Duffy reminded the dealers of the/| quota.” 

pentup demand for cars as a result| “Dealer agrees that said sum is 

of the World War II dearth. the purchase price of this Tucker 
“Had Tucker been able to get | dealer franchise and that it has no 


into production while this demand | ©/@im for the return of all or any 
continued, it is very likely each | P@tt of this sum. 
franchise would have become a 
valuable property right,” he de- 
clared. 

The opinion added that neither 
of the plaintiffs was solicited per- 
sonally to sign a Tucker franchise. 
They responded to newspaper 
stories and advertisements, he said. 


“A valid charge of fraud by 
Tucker in January or May, 1947, 
cannot be based solely on the fact 
that an engineering survey made 
two years later showed that the 
management of Tucker had under- 
estimated its capital requirements,” 
Duffy stated. 

“Nor is there any sound basis 
for a charge of fraud because the 
Tucker management may have 
been disappointed in financial help 
that had been expected.” 


= = ia 
NSWERING the dealers’ con- 
tention that failure of Tucker 
to get into production eliminated 
their obligations, Judge Duffy 


ments “with their eyes open.” 


sters Automotive Employes Union. 

Elsewhere on the dealer front, 
the National Labor Relations Board 
has ordered an election among new 
and used-car salesmen employed 
by members of the Motor Car Deal- 
ers Assn. of Sacramento (Calif.). 
The salesmen will vote for or 
against Teamsters Local 165. 

In Tuckahoe, N. Y., the NLRB 
has ordered a decertification elec- 
tion among service department em- 





Merchandising Panel . .*. 


Experts Advise Buffalo 


admit it is a problem. One 
panelist has five service cars but 
says they are “awful,” which 
makes the customers happy to 
get back into their own cars. 


7. It's a sad commentary that 


BUFFALO. — Four successful 
automobile dealers from various 
parts of the country provided local 
auto tradesmen with some inside 
tips on merchandising and profit- 
able operation at a session spon- 
sored by the Buffalo Automobile | dealers don’t know their costs. Min- 
Dealers Assn. imum selling expense is $250 for 

Serving on the panel of experts | new cars, $175 for used. 
were: David L. Blaushild| g The swing is away from a 
(Chrysler - Plymouth), Cleveland; | 50-50 split with mechanics, with 
Donald A. McIntyre (Oldsmobile), the trend toward prewar split of 
Detroit; Larry E. Herron (Lincoln- | g9-40,. 

Mercury), Williamsport, Pa., and 9. It is high time dealers 


sane E. Archer (Ford), Roches- started projecting themselves in 
. their advertising. 
Here are some of the opinions; 10. The successful dealer today 
expressed by panel members: |should have good personnel and a 
1. Retailing of used cars today is|clean establishment, giving cus- 
a must. | tomers the “red rug” treatment. 


2. Used cars should be ap- 
praised at wholesale. 


3. The declining new-car market | 


makes the used-car market more| In Car Exports to U.S. 
important and more lucrative. Ag 


trades become scarcer, used-car | on ae ok aie - _ a 
prices will remain firm. | in the first three months of 1958, 

4. One-year used-car warranty| sending 39,773 autos plus 322 
plans probably do not make any! commercial vehicles here, the 
money for dealers, but do give cus-| Automobile Manufacturers Assn. 
tomer satisfaction. | reported. 

5. Agencies must departmentalize, West Germany was second with 
with each section standing on its| 31,892 cars in addition to 3,305 
own feet. Dealers should use daily! commercial vehicles. France was 
operating statements, set up incen-| jn third place *with 15,910 cars. 
tive systems and let department) Total imports in the first quar- 
heads fix their own goals. ter were 97,831 cars and 3,677 

6. Three of the panelists loan | commercial vehicles. 
cars to service customers but 


First Half Truck Output —'58 





England Tops Germany 








vs. ‘5 
























1957 Pet. 

Pos. Output Make Output Pos. Change 
1—149,240 a —20.3 

2—115,906 ARE pe ere —37.4 

3— 48,868 is —17.2 

4— 40,834 ee a Oe +20.8 

5— 31,902 a ee — 98 
6— 30,339 ie EE Soe —26.9 

7— 8,893 LS Ee eee —13.7 

8— 17,549 SN Sad a eh ee —17.1 

9— 3,127 es —44.2 

10— 2,810 a oa 119 
1l— 2,193 Miscellaneous** 1.3 
a aa ae —218 





—22.7 

** Miscellaneous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, 
ete. . 

*** Autocar, Freightliner, Reo and Sterling are included in White totals ; Brockway 

in Mack totals. 







“If all went well,” he said, “there | 
were prospects ‘of large profits. As| 


Unity of Seattle Strikers 
Suffers First Break 


(Continued from Page 3) 


it turned out, the venture failed.” 

As to Bates’ $500 debt to the com- 
pany, the judge declared bluntly 
that his decision to pay the $4,000 
in installments does not distin- 
guish him from those who paid in 
one sum. 

* ” * 
— hoped to raise $6 million 
through sale of dealer fran- 
chises,on top of a $20 million public 
stock sale. The Tucker car proposed 
for production had advanced styling 
and a rear engine. 

Actually, according to Tucker 
Trustee Norman H. Nachman, 
about $3 million actually was 
paid by dealers. Another $3.7 mil- 
lion is owing on remaining fran- 
chise notes and will be “gone 
after,” Nachman said. 

However, an appeal to the Su- 
preme Court is considered certain, 
with many former Tucker 
franchise-holders expected to help 


Bates and Veenkant, said Judge | defray expenses. 
Duffy, entered into these agree- | 
|dorsed without dissent by Circuit 


Judge Duffy’s opinion was en- 


Judges Philip J. Finnegan and W. 
Lynn Parkinson. 


ployes at Jernigan Pontiac, Inc. 
They will vote for or against the 
retention of Amalgamated Local 
259, United Auto Workers. 

In Milwaukee, new and used-car 
salesmen at Nelson Bros. Pontiac, 
Inc., will vote for or against Team- 
sters Local 158. 


Local 158 won one NLRB elec- 
tion and lost a second among 
salesmen at two other Milwaukee 
dealerships — Ziebell Ford, Inc., 
and Gordon Motor Co, (Ford). 


The union won recognition at 
Ziebell by a 5-3 vote, and was 
turned down by a 7-3 vote at 
Gordon. 


In Santa Barbara, Calif., Local 
101, Associated Workers, Independ- 
ent, received all 16 votes among 
service department employes, parts 
men, used-car mechanics and lot 
men in an NLRB election at Wash- 
burn Chevrolet. 

In Oak Ridge, Tenn., all employes 
at Oak Ridge Motors, Inc. (Ford), 
rejected Local 900, Operating En- 
gineers, AFL-CIO, 11 to 4, 

= > 7 


UAW, Big Three Meet 


THE factory front, an appeal 

by officers of UAW Local 212 
last week ended a walkout at the 
Plymouth body plant in Detroit. 

The company sent home work- 
ers at the body and assembly 
plants after UAW trim-depart- 
ment workers refused work as- 
signments, according to a com- 
pany spokesman. 

The walkout ended after Eurie 
Bruce, president of the body-plant 
workers’ Local 212, and other union 
officials urged the workers to “stay 
on the job” in compliance with the 
UAW international policy of “no 
trouble during the no-contract 
period.” 

Bruce said that, although the 
union charges the company with a 
100 percent speedup in the trim 
department, “we want to strike at 
the time it suits the UAW, not 
Chrysler.” 

Contract negotiators for the 
UAW and the Big Three auto 
makers—Ford Motor Co., General 
Motors Corp. and Chrysler Corp.— 
are slated to meet today (July 14), 
ending a two-week recess. 

In the rubber industry, Fire- 
stone Tire & Rubber Co. and the 
United Rubber Workers reached 
agreement on an eight-cent-an- 
hour covering some 16,000 work- 
ers in eight Firestone plants. 
The increase is retroactive to 
June 30. 

A joint announcement last week 
termed the agreement similar to 
those reached earlier between the 
union and Goodyear Tire & Rubber 
Co. and Goodrich Co. 

Company and union negotiators 
followed the pattern set by Good- 
year and Goodrich in deferring 
talks on pension and insurance 
matters until next spring, when the 
master contract expires, 


Dillon Mercury Folds 
MISHAWAKA, Ind.—Paul Dillon 
Mercury is quitting business and is 
closing out its new and used-car 
stock. 
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With the Foreign Makes... 


Import-Car Notes 


(Continued from Page 6) 
cago, Inc., 2429 N. Cicero Ave., Chi-| 


cago, has been appointed Lloyd | 
distributor in parts of four Midwest | 
states. Don Vassallo is president of 
the firm. 

The firm’s area includes northern | 
Tilinois and northern Indiana, all of | 
Wisconsin but the northwestern 
one-third of the state and Berrien 
and Cass counties in Michigan. 

aa * = 


Ford International 


EDESIGNATION of Ford In- 
ternational division’s general 








Chevy Lists June 
As Top 58 Month 


Division Claims Lead | 


In V-8, Ragtop Sales 
(Continued from Page 4) 


year and the truck total was 29.2 
percent better than the former 
peak, Fish said. 

He said the division's sales for 
June totalled 128,748 cars and 28,419) 
trucks. 

Chevrolet has taken over as the| 
industry sales leader in convertibles 
and V-8s, accord- 
ing to Fish. 

With registra- 
tions of nearly 
280,000 new V-8s 
through April,| 
Chevrolet led in| 
that category by 
more than 34,000 
units and added 
to the margin in 
May, Fish said. 
He added that in 
recently revised 
tabulations for the first quarter, 
Chevrolet's convertible lead was 712 
and increasing steadily. 

= ~ = 


Rambler 


Rambler retail sales in June 
topped the biggest month in 1957, 
Roy Abernethy, AMC vice-president 
of automotive distribution and 
marketing, said. 

Rambler dealers delivered 14,876 
cars during the month, which is 
16.1 percent greater than the total 
for June, 1957, when 12,810 were 
sold, he said. June was last year’s 
top month. 

It marked the ninth consecutive 
month in which Rambler sales have 
exceeded total sales for the same 
month a year ago, according to 
Abernethy. Sales of Rambler cars 
since the fiscal year began Oct. 1 
total 112,832, up 66.8 percent over 
sales in the same period of a year 
earlier. 





W. E. Fish 





Chrysler Corp. 


Retail sales of Chrysler Corp. 
1958 station wagons have increased 
16.4 percent over last year, Byron 
J. Nichols, group vice-president- 
automotive sales, said last week. 


“Currently,” Nichols said, “the 
corporation’s four lines of station 
wagons—Plymouth, Dodge, DeSoto 
and Chrysler—are accounting for 
more than 21 percent of our pas- 
senger car retail sales, which is 
more than double their perfor- 
mance last year.” 

Citing a steady climb in the cor- 
poration’s retail sales of station 
wagons, Nichols said that in Janu- 
ary the corporation’s station wag- 
ons accounted for 18 percent of the 
company’s sales, in February 20 
percent and in March 21 percent. 
In April station wagon sales moved 
to 22 percent of sales and 24 per- 
cent in May. For June, sales figures 
show another increase to 26 per- 
cent. 

Leading the Chrysler Corporation 
sales advance in station wagons is 
the four-door, three seat model with 
the observation seat facing the 
rear, introduced for the first time 
in the automotive industry by 
Chrysler in 1957. 

“Specifically,” Nichols said, “re- 
tail sales of these four-door obser- 
vation seat station wagons are 154 
percent ahead of last year for the 
first eight months of the 1958 model 
run.’ 


marketing office as the sales office 
and personnel appointments within 
the reorganized activity have been 
announced by Tom Lilley, general 
manager. 

R. N. Conn, formerly general 
marketing office manager, was 
named general sales manager and 
Nelson F. Bowe, former sales man- 
ager of the marketing office, was 
appointed executive assistant to 
the general sales manager. 

Other key assignments include 
appointment of R. P. Foley as sales 
promotion and planning manager; 
D. A. Brown, marketing manager 
—Europe and Egypt; G. B. Frau- 
mann, as parts, service and tractor 
manager, and T. P. Czubiak, sales 
planning and analysis manager. 


Foley formerly was area man- 
ager (Caribbean), export sales op- 


| erations, Brown was sales planning 


and analysis manager, Fraumann 
was parts and accessories sales 
manager, Czubiak was section su- 
pervisor in the sales planning and 
analysis department. 

= * = 


Renault-Peugeot 


AY HOEN has been appointed 
general manager of the South- 


|}ern District for John Green Corp., 


Los Angel es, distributor of the 
Renault and Peugeot. 


Hoen, who has been in auto 
wholesaling for 12 years, will cover 
southern California, Arizona and 
Nevada. 


Robert Carlsen, of Long Beach, 
Calif.. won the Renault “Tea-Cup 
Derby” sponsored by John Green 
Corp., Renault distributor. Carl- 
sen’s mileage on a teacupful (four 
ounces) of gasoline was measured 
and it was estimated that he would 


have gone 80 miles on a gallon of| 


gas. 


The finals of the event were held 
in Gardena Stadium, Gardena,| 
Calif. Carlsen and Bill Creighton | 
|;each received a pair of round-trip 


airline tickets to Paris, and three 
other contestants were awarded 
expense-paid weekends at the 
Desert Inn, Palm Springs, Calif. 





Frank Duffy has been appointed | 


wholesale manager for Auto France 
Distributors, Inc., Springville, N. Y., 
which distributes the Renault and 
Peugeot in New York, New Jersey 
and western Connecticut. 


Engineers from Societe Anonyme 
des Automobiles Peugeot have ar- 
rived in the U. S. for consultation 
with U. S. auto industry engineers. 


Purpose of the visit is to com- 
pare and discuss techniques em- 
ployed in the manufacture of 
automobiles in France and in 
the U. S. 


Leading the first group is Noel 
Duclos, an executive assistant man- 
ager of Peugeot’s main plant at 
Souchaux, France. A second mission 
will be headed by Paul Beugniet, 
who is also an executive assistant 
manager at the Souchaux plant. 

” * 7 


B. F. Goodrich 


B F. GOODRICH TIRE CoO. has 
* added three sizes to its line 
of tires for the foreign-car market 
—the six-ply rated 5.75-15 for the 
Simca station wagon and the four- 
ply rayon 5.20-12 and 5.00/5.20-14 
for Fiat cars. 


The three sizes are tube-type 


6 Dealers Sign 
To Handle Jaguar 


NEW YORK.—Jaguar Cars, Inc., 
has announced the addition of six 
dealers. Four of the new franchise 
holders are in the East; one is in 
the Midwest, and one is in the 
South. 


The new Jaguar dealerships are: 
Atwood Motor Co., 19 May St., 
Bangor, Me.; Sports Cars, Ltd., 182 
Clifton, Ansonia, Conn.; John J. 
Hayes Motor Sales, Inc., 242 Mer- 
_ Rockville Center, Long Island, 

Goodwin Auto Co., 651 Wyoming 
Ave., Kingston, Pa.; Auto King, 
Inc., 10335 W. Grand, Franklin 
Park, Ill., and C. E. Pitts Motor 
Co., Molton St., Montgomery, Ala. 





tires, available in both black and 
white sidewall. The 5.75-15 is manu- 
factured by Kleber-Colombes Co., 
Goodrich’s associate company in 
France, 
5.00/5.20-14 are produced by Good- 
rich’s associate firm 
Vredestein Co. 

This brings to 16 the number of 
tire sizes the company is making 


while sizes 5.20-12 and) 


| 


in Holland, | 


| 


available to owners of practically | 
all imported cars sold in the U. &.,| 


Goodrich said. 
* = * 
Mercedes-Benz 


TUDEBAKER-PACKARD an- 


nounces opening of 18 Mercedes- | 


| = 


Benz dealerships. They are: 


Brown Motors, Berwick, a 
Hop’s Service, Inc., Mahaw, N. J.; 
Paul Able Motors, Inc., Munice, 
Ind.; Bill Hawley, Inc., Mason 
City, Ia.; Shepherd Foreign Cars, | 
Oak Park, Ill.; Gouverneur Motor | 
Sales, Gouverneur, N. Y.; Snider | 


K noxville, Tenn.; 
Inc., Dayton, O.: 


Motors, Inc., 
Penny Motors, 
Imperial Motors, 
Calif. 

Fellows Motor Co., 


Inc., Tampa, | 


Fla.; Mitchell Motor Co., ‘Chanute, | 
Kans.; Bob Francisco, Inc., Rancho | 
Santa Fe, Calif.; Paul 





Honesdale, Pa.; 
Easton, Pa.; 
ment Co., Bloomington, IIL; 


Motors, Inc, Boston; Barksdale | 


Moorman, Inc., Topeka Kans. 
| * * 


Palm Springs, | 





P. R. Henderson, | to 
Kohler Farm Equip-| imported car sales of M-E-L divi-| 


Foreign | sion. 





rived in New York and we are 
rushing them to New York and 
other East Coast dealers who report 
record showroom traffic and boom- 


UI ing sales,” Lund said. “To meet the 
customer demand we plan on open- 
ing additional dealerships in Florida 
later this month.” 

* * * 


Toyopet 
LOYD FRAKES, former Lincoln- 
Mercury distribution manager 
in Los Angeles, has been named 
national administrative manager 
for Toyota Motor Distributors, Inc. 

Edward F. Kerl, former Rich- 
mond (Calif.) Ford dealer and Ford 
division executive, has been ap- 
pointed assistant to Frank J. Mul- 
len, Southwest regional sales man- 
ager. 

John N. Miner, former Pontiac 
district sales manager in Northern 
California, has been named North- 
west regional manager, His terri- 
tory includes Northern California, 
Nevada, Montana, Wyoming, Colo- 
rado and Utah. 

Erik J. Hansen, general manager 
of Toyota Motor, announced the 
formation of two distributorships. 
They are Francis Pacific of Oregon, 
Ltd., and Francis Pacific of Wash- 
ington, Ltd. The organizations are 
headed by C. Edwin Francis, Port- 
land, Ore. 

The Japanese-built Toyopet will 
| be shown to the U.S. public for the 
first time July 18 in Hollywood. 
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One of Jules Verne’s prophecies, 
about 100 years ago, was a com- 
bination automobile - submarine- 
airplane. 





Motors, Inc., Bossier City, La., and 


> 
Taunus 
EMAND for the Taunus during 
the first week this newest im- 


|port has been on sale “practically 
exhausted” the supply on hand at 





Howard O. Lund, manager of | 





“A second shipload has just ar- 





ae N33 he ee) 


estimated 
TWENTY-TWO CENTS 


Reaching an 
Tees 


150,000 readers 
(22¢) 


Mee te ee ee a ee 


PTT rT. | 
EACH INSERTION. POSITION WANTED ADS, | 
| 
| 
1 


PER WORD FOR 


lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. 


Box Number ads are forwarded to advertiser, 
IN ADVANCE OF PUBLICATION DATE. Contract 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 


TEN DAYS 
WANT AD DEPT., 


‘HELP WANTED 


OPPORTUNITY with Automobile Manu- 
facturer for aggressive district and 
regional field representatives for midwest, 
west coast, southern, southeast and east 
coast areas sales force. Also service di- 
vision vacancies. Applicants must have 





Add One Dollar ($1) per insertion for use of a box number 





extensive experience in automotive trade. | 


Factory training an advantage. Send 
resume stating experience, present sal- 
ary, region. Write Box 8371, c/o Auto- 
motive News, Detroit 26. 

CADILLAC SERVICE MANAGER — 
Cadillac dealer in a small, live, pros- 
perous town, Toms River, New Jersey, 
wishes to contact an experienced Cadillac 
service manager. One who is interested 
in living in ‘God's Country’’—lots of 
breathing space, fishing, bathing and 
boating. One who wants a cleaner, 
healthier life for himself and family 
and is tired of living cooped up like 
a sardine. Write full details to: Ocean 
County Motors, Box 367, Toms River, 
New Jersey. 


OPENING FOR MANAGER U-DRIVE 
CAR LEASING operation. $800 per 
month salary, one month paid vacation 
yearly. Must put up $10,000 cash bond. 
Contact Lincoln C. Leitch, De-Vur Hotel. 
Detroit, between July 20th-July 3ist, or 
write Lincoln C. Leitch, Lincoln U-Drive, 
Anchorage, Alaska. 


EXPERIENCED AUTO FINANCE MAN to 
solicit new and used car dealers in 
northern New Jersey area. Operations 
from bank. Salary plus commission. Al- 
lied Discount Co., Inc., 898-30 16ist 
Street, Jamaica 32, New York. 








TRUCK MANAGER 


Wanted by a Large Volume 
Ford Dealer 


e@ At least 15 years’ experience han- 
dling and selling trucks. 


@ Must have complete knowledge of 
truck specifications and set-ups. 


@ Take complete charge of sales force. 


This is an excellent opportynity for the 
right man, offering salary and incentive 
bonus plan. Location, large city in upper 
New York state. Write giving resume, 
background and availability. Include ref- 
erences and recent photo, An interview 
will be arranged. 


Box 8383, c/o Automotive News, 
Detroit 26, Mich. 





BUY IT! 
TRADE IT! 


SELL IT! 
HIRE HELP! 


Through 


AUTOMOTIVE NEWS 
Classified Want Ads 








ty i ee 
Pr i ee ke ee CLOSING 


rates supplied upon request 


POSITION V WANTED 


| SERVICE MANAGER, 12 
ence GM volume operation; prefer South- 


POSITION WANTED years’ experi- 


or) 


Oe ern California or surrounding area; con- 
benefit of those seeking employment | gider shop foreman or service sales; 
J Le eee = =6=—Clcormplete knowledge service operation. 
a eee Write S668 Franklin, Los Angeles 25, 
wee Me ee ee Calif. 





eT 
a ee 
PTs] 


sertion for a ee 


GENERAL MANAGER—38, married, three 
children, sober and responsible. Know all 
phases of dealer operation, proven ability 
to operate all departments at a profit. 
Complete knowledge of business manage- 
ment and sales management; experience 
wholesale and retail. Financially able to 
buy part interest if desired. Box 8376, 
c/o Automotive News, Detroit 26. 


mn oedvonce a 


ce) i ee 


ipicy ec 


GENERAL MANAGER-SALES MANAGER, | 
age 44, married, 24 years’ experience as 
general manager, parts manager, sales-| 
man, dealer for 15 years. Currently em- 

Interested in | 





ployed Cadillac-Olds deal 








position with future buy-in opportunity. TRUCK SPECIALIST—Highly experienced 
Box 8368, c/o Automotive News, Detroit in all phases of heavy duty motor truck 
26. oS o" : sales—f actor y—wholesale—retail and 
GENERAL MANAGER—Rambiler dea! pre- heavy equipment. Can organize and direct 
ferred—Prefer midwestern city of not a producing organization. Have references 
over 75,000. Sober and highest moral and record of qualifications. If interested 
character, civic minded. Actual working contact at once: 2832 Fondren Drive, 
experience in every phase of the business Dallas 5, Texas. Phone: EMerson 8- 0857. 
and Jail enite, successfui in hiring and| TOP-FLIGHT MANAGER available for 
. | progressive automobile dealer. General 

training personnel. Do not wish to buy manager with exceptional “Big 3’’ rec- 


only to make your business profitable | 
and a credit to its community. Box 8354, 
c/o Automotive News, Detroit 26. 


GENERAL MANAGER or Sales Manager 


ord seeks connection with high volume, 
quality operation. Outstanding results 
new and used car sales, service absorp- 
tion, operation control, sales training. 





—Unlimited experience with General Mo- Strong closer, AAA-1 references. An out- 
tors and Ford. Proven background, best standing man looking for an outstanding 
of references. California preferred. Box opportunity to do an outstanding job. 


8341, c/o Automotive News, Detroit 26. 
GENERAL MANAGER, EXPERIENCE with | 
Ford and General Motors, plus Motors 
Holding. with the know-how to train 
employes and control expenses. Can take 
complete charge of dealership. Box 8339, 
c/o Automotive News, Detroit 26. 
GENERAL MANAGER OR SALES MAN- 
AGER—young man, qualified by ten years’ | 
diversified experience in automobile sales 


and management. Former successful GM | Pittsburgh, Pennsylvania 
dealer with extensive background to 


train, build and maintain a| Washington, D. C. 

profitable, hard-selling, volume sales | aan auee set a responsibility to a 

organization through a proven high- level | ' Shi janagemen rm, now managing 

Box 8372, ¢/ “a — — | [pee and in training. 
x utomotiv ews. i 

troit 26. - - | Only sound practices used, Will consider any 


al - make if potential is there. 
OPPORTUNITY WANTED in new car) 
ealership, preferably with truck opera- Write to Dick Frost or telephone FOrest 


ion, in southern Florida coast area. Ten 62550 to arrange meeting. 


years’ experience, | three ae nused, ar| DEALERSHIP MANAGEMENT 
4 4 COMPANY 


new car and truck salesman, five as/| 
truck ae — that aageew, - 2415 oa Seven Mile, Detroit, Michigan 
present. ast seven years @ ‘or eal. "'Servin Deale: and Investors" 

Prefer Ford, consider others. Thirty-six | 3 = 
years old, married, three children. Box 


8373, c/o Automotive News, Detroit 26. DEALERSHIPS AVAILABLE 


FACTORY REPRESENTATIVE—32 years| SOUTHEAST FLORIDA—major metropoli- 
old, family man, Eight years’ experience tan city dealership handling Genera! 
with same company in all phases of Motors. Buy only parts, furniture, equip- 
factory wholesale work, Includes assem- ment and lease on modern plant with 
bly plant operations, district manager and facilities for volume operation, Furnish 
regional staff positions. Complete resume 
on request. Prefer west coast. Box 8374, 
c/o Automotive News, Detroit 26. 


MANAGER—CHEVROLET—Presently em- 


Buy-in or buy-out possibilities of inter- 
est. Box 8381, c/o Automotive News, 
Detroit 26. 


DEALERS WANTED in 
Columbus, Ohio 
Herrisburg, Pennsylvania 
Indianapolis, Indiana 


direct 








bank or finance company reference. Box 
8240, c/o Automotive News, Detroit 26. 


MAKE MONEY WITH ALMA TRAILERS 
—A natural ‘‘sideline’’ for car dealers 


ployed, but desires change to single who want to make money with minimum 
dealer town, southeast. Know how to cash outlay. Growing market, sound 
operate profitably in a recession if given profit picture. Choice territories stil! 
a ‘‘free hand.”’ Box 8375, c/o Automo- available on new Alma Franchise deal. 


tive News, Detroit 26. 


MARRIED MAN, 31, wants position as 
sales or general manager. Nine years’ 
sales experience. Can handle any phase 
of dealership. Loyal and hard worker. 
— _— c/o Automotive News, De- 
troit ‘ 


See Alma ad page 42 this issue. 


DEAL HANDLING GM CAR in the fastest 
growing area of the southwest, 400 to 
600 new car per year potential, $65,000 
parts, equipment and leasehold. Exce!- 
lent facilities. Give references. Box 8377, 
c/o Automotive News, Detroit 26. 
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DEALER SERVICES 






















@ © TWO ESSENTIAL SERVICES ® © 
INVENTORY SERVICE 
Parts, accessories and similar goods. 
APPRAISAL SERVICE 
Furniture, equipment, machinery 
For Buy/Sell Agreements 
Annval Fiscal Reports 
Tax, Banking and Insurance 
@ @ Call or Write for Details @ @ 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 


10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 


BUICK 
IN NORTH TEXAS 


In city of approximately 125,000, 325 
to 350 car potential, excellent parts 
and service operations. Building avail- 
able. Reason for sale: Owner is de- 


ceased. 


and tools. 
















CARS FOR SALE 


VOLKSWAGENS 


Sedans - Convertibles - 
Ghias 
Karmann Ghia Convertibles 
"57, "58 
Completely Americanized 


Wholesale—To Dealers 


We are the only American Importers with 
our own organization in Germany—We 







Box 8386, c/o Automotive News, 
Detroit 26, Mich. 





KANSAS — Dealership handling Ford- 
Mercury. Good county seat town of 4,- 
000. Extra nice facilities on 11,000 ft. 
with exceptional lease of $200 per month. 
Clean parts inventory and good equip- 
ment. No used cars or accounts, One of 
the partners wants out. $22,000. Box 
8382, c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED | 





FOR CHEVROLET DEALERSHIP 
in city over 50,000 population. No real) 
estate. Consider any area. Ample expe- 
rience, factory approval assured. Can act | 


F. H. K. CORP. 
at once. Send details in confidence. Box | 


8379, c/o Automotive News, Detroit 26. | Long Island City 6, N. Y. 


an , EMPIRE 1-0557 

NEW LINES WANTED EMpire 1-0600 

We can also supply Station Wagons, 
Panels, Pick-Ups, Buses, etc., either di- 
rectly from U.S.A, or through ‘our German 
organization: 


ship only Selected, Top Choice Cars. 














WEW PRODUCT PROMOTION | 
fy wholesale merchandising outlets through- | 
ot the country. 

Do you have an automotive product that | 


needs National distribution? Send full descrip- | 
fon and details of your item to: 


1. J. WRIGHT 
Ti Green Bay Road, Wilmette, 
Letters will be treated confidentially. 


Deutsch-Amerikanische Auto- 
mobil Handelsgeselischaft, MBH. 


HAMBURG 1, GERMANY 


CONTINENTAL MARK II, 1957, fire job. 
Needs all glass, interior, dash and clock 
— balance of car in good condition, 
$2,000. Trans-Union, CLoverdale 6-1042, 
Brooklyn, New York. 


Ilinois 








DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; | 
durable, brilliant colors. Write for sam- 
. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio. 


DO YOU WANT 
PROFITS NOW?7? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 
Sedans—Convertibles—Karmanns 
Shipped by the 
World's Largest Independent 
| Volkswagen Operation 

All Cars Selected, Serviced, Cleaned 
and Expertly Shipped Directly to 
All U. S. Ports. Contact ovr Ameri- 
can Representatives for Details. 


Expincorp, 
Lyndhurst, New Jersey 


Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 








DEALER SERVICES | 


MILITARY BUSINESS 
— Got Your Share? — 

Militory people will want to: 

Finance for 30 to 36 months. 

Register and Title car out of state. 

Take cor overseas without refinancing. 

Get low, money saving, financing rates. 

Toke immediate delivery. 
We specialize in such transactions on a sim- | 


. no trouble, without recourse basis for) 
cers and first three grades enlisted per- 
sonnel. 








flnence 4 ante — | (Bank References Furnished 

@2 Tioga Bidg., P. O. Box 2166 | Know Your Supplier) 

220 Milvia San Antonio, Texas | Also Supplying Station Wagons, 

ferkeley 4, Calif, CApitol 6-268! Panels, Pick-ups, Buses, Etc. 

THornwall '3-7423 Export Industrial Corp., S. A., 
Hamburg |, Germany 


“Worldwide Financing for Military 
Personne!” 


ATTENTION: DEALERS ONLY—For sale, 

| two 1958 Mercedes-Benz 2208S. Also, one 
1957 220S with leather reclining seats. 
All cars in mint condition. Thorpe Motor 
Sales, Studebaker-Packard, Marysville, 
Ohio, Phone: 7921-7951. 








H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 
LOCATOR AND 


REPOSSESSION SERVICE 


FOR DIRECT SHIPMENT FROM GERMANY 
MERCEDES 


all models, used & new, fully equipped. 
Contact: 
G. M. TER-MINASSIAN 
5! Maria-Louise St. 
HAMBURG, GERMANY 
Automobile Exporter to all countries. 
Estab. in 1929 


and America's Premier Skip Bulletins to 


dealers, banks, finance firms, law enforce- 
ment sources. Write for loss forms and 
rates on financed, leased, rented autos, 
mobile homes, tractors, trucks. Fast, daily 
service Cherry Point, Fort Bragg. Camp 
Lejeune, N. . and all beaches in 
Carolinas. Write P. O. Box 862 or phone 
BR 2-2034, BR 5-3757, Greensboro, N. C. 








DEALERSHIPS AVAILABLE 


ATTENTION 
AUTO DEALERS 


Some franchises open in 
the following states 


Illinois, Indiana, Ohio and Michigan 
Simca Motor Cars & Trucks 








America's Best Import Buy Consumer's 
Report January, 1958 


Tom McCahill's Reports 


E. B. JONES MOTOR COMPANY 
DISTRIBUTOR 


2009 State St. East St. Louis, Ill. 
UPton 4-8532 BRidge 1-2782 


Over 500 Dealers in the USA 
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CARS FOR SALE 


1956 FORDS 


PLYMOUTHS 
5195, 


Four-door ex-taxis with heater 


and defroster. Very good tires. 
Some with Automatic Transmis- 
sion and Power Steering. 


Don't wait ... call, wire or 
write 


CURRY 
CHEVROLET 


3300 Broadway New York City 
Call Bill Curry—ADirondack 44630! 





AMBULANCES FOR SALE—1955 Cadillac 
Meteor ambulance, 1956 Cadillac Flower 
Car, also 1951 and 1953 Cadillac Flower 
cars, 1952 Cadillac eight passenger sedan, 
$950. For information write Box 8384, | 
c/o Automotive News, Detroit 26. 





Distressed Merchandise 
For Sale | 
NEW GOLIATHS 


ond 2-door passenger 
cost—All serviced. | 
Selling reason: As of June 2, 1958, three | 
selling dealers in town. 
Call or Write 


ABC MOTORS, INC. | 


DeSoto Dealer 


550 W. Douglas, Wichita, Kansas 
Phone: HO 4-2394 


Station wagons 


cars. Below dealer 





CARS WANTED | 





Foreign Car Dealers!! | 
NEW AND USED | 


Don't sacrifice your foreign car inventories 
—Call the largest import dealer in the mid- 
west. No stock too small or too large for 
us to handle. Write or call: 
JAN ROSS MOTOR CO. 
Import Division, 380 E. Broad St., 
Columbus, Ohio. CApitol 8-4514. 


| 





St MODEL WRECKS—Parts bought 
and sold. Large selection. Ed Matt, 55 
Madison Ave., Paterson, New Jersey. | 
SHerwood 2-4488. 





SEVEN-PASSENGER CADILLAC SEDANS 
and limousines, Becker-Taylor, Inc., 219 
Putnam S&t., Marietta, Ohio. Phone: 
FRontier 4-6715. 


PARTS WANTED 





THUNDERBIRD, 1957, convertible 
Beach Auto Service, 1410 
Columbia, South Carolina, 


top. 
Legare S&t., 


ACCESSORIES FOR SALE 


LUGGAGE CARRIERS 
All Aluminum — Permanent Type 





Full Length Half Length 
$62.30 $44.25 
72" platform 48" platform 
CANELL CO. | 


Little Ferry, New Jersey | 
Send for Details | 





TRUCKS FOR SALE 





KENWORTH WRECKER 


Model Dé!, 5200 series, Timken tandem axle. 
Excellent 180 H.P. Cummins diesel engine, | 
Page & Page suspension, 3-way auxiliary with 
5 spd. transmission, Twin Ram hoists with 
supporting tower, Fruehauf winch, reinforced | 
throughout, air brakes, Sth wheel. Excellent 
mechanical condition. Write, wire or call 
now. Always the finest and biggest selection 
of used trucks in the Northwest! 


INTERNATIONAL TRUCKS 


2727 University Ave., S$ 
Minneapolis 14, Minnesota 


eae ee, 


. &, 
FEderal 8784! 





AUTO HAULAWAY FOR SALE—’56 Ford 
F6 tractor and mechanical trailer. Good) 
condition—Price $1,850. Also Whitehead 
and Kales trailer, newly painted, Price 
$800. Contact Joe Sone Auto Sales, 18018 
Woodward Ave., Detroit 3, Mich, TOwn- 
send 5-5700. 





DUMP TRUCKS 


1952 State of Illinois. Ford dumps. 
big 6 engine, 


2 speed axle, 2-3 
Anthony body. Good rubber. Price 
Dealers only. Courtesy Motor Sales, 
3567 W. Grand Ave., Chicago, Ill. 
boldt 9-4300. 





SCHOOL BUSES WANTED—one or twenty, 





SCHOOL BUSES WANTED 


NEED 54 OR 60 PASSENGER SCHOOL 
BUS, 1952 up. Bus must be clean and 
in good condition. Write or wire Box 
8385, c/o Automotive News, Detroit 26. 


BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 


1951s up—36 to 66 passenger. Quick ac- 
tion. Write Box 8380, c/o Automotive 
News, Detroit 26. 


SHOP EQUIPMENT WANTED 
WANTED: Used air compressors and shop 


machinery, any condition. For sale: Hi 
Gloss baking enamel, all colors, “$3.00 AUTOMATIC BRAKE 
per gal. Davenport, Box 152, Louisiana 


& BRAKE CABLE 


18, Kentucky. 
——~. DEALERS' SPECIAL (F.0.8. Factory Net) 


ANTIQUE CARS FOR SALE 


1924 DODGE 4-door touring sedan, Very| $52 35 Fed. Tax Included 
good condition. A one owner car, has| © 
— driven daily. Price $350. Larson | 
es, 28 ¢., Superior, Wisconsin. THE FAMOUS 
MISCELLANEOUS | MOTO-MATIC 


TOW . GUIDE 


The “ORIGINAL YELLOW" 


Automatic Braking 


Is the ONLY—TOW BAR—TODAY 


wets acrions +S 945] 
Incldg. BRAKE HOOK-UP 

$61 45 
$4500 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL fro. B. Factory Net) 


$44.85 Fed. Tax Included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEX 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


Conedion Distributors 


FIVE WHEELS, LTD. 


COMPLETE with 
GUIDE CABLES AND 
BRAKE HOOK-UP 


TowKinG 223 


Hook-Up 
It’s 


NEW! 
For fast Pickup & Del 
ALL Foreign & American 


TRAIL-KING 
rs $37.50 


Liberal "Trade In" or REBUILD 
Your OLD Tow Bars With Our 
SPECIAL CHANGEOVER KIT 


STEEL (Tow Bar) CARRYING 
CASE with Wheels & Handles 


BROWNIE CARRY-ALL — 
BAG Mounted ON 
Rubber-Tired WHEELS $11.11 


Tow Bar Sales Co. 


Exclusive Factory Distributor 
DE 2-0700 AN 3-8888 Nites: BA 1407 


Call Collect “spo core". 
40 So. Clinton St., Chicago 6, Ill. 


YOuR 


condition, Loel Lust Chevrolet Co., 
deen, South Dakota. 


CLASSIFIED WANT ADS 
BRING RESULTS 


BU SINESS OPPORTU NITIES 


Hi. A. Makes All Tire Regrooving Obsolete 


HAMILTON-ART TREAD CARVER is the only completely auto- 
matic machine on the market with wrist and elbow movement as 
done by hand. The Hamilton-Art duplicates all standard tread 
designs with speed second-to-none. Three minutes on passenger 
car tires, four on trucks. Weighs only 132 Ibs., yet it handles 
oll tires from the smallest passenger through 1100 x 22 truck. 
Will carve tires on or off trucks, buses, and even passenger cars. 
Carves mud and snow treads. Has side stroke from 1/16th of 


an inch to 4 inches with multiple cam. All this and more you get 
in a Hamilton-Art, yet it costs only $995 full price—with financ- 
ing available. Can learn to operate in one hour or less. Never 
before anything like it offered. 


For Demonstration Call or Write 


HAMILTON-ART, INC. 


2042 Virginia Ave. Connersville, Indiana 


Phone: 43 
ALSO EXCLUSIVE DISTRIBUTORS WANTED FOR 16 STATES 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 


All Other Countries — One Year $12 [] or Two Years $20 [J 
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GENERAL ELECTRIC ANTI-AIRCRAFT 
SEARCHLIGHT with power plant and 
extra carbon and spare parts. Perfect 

Aber- 
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Reo recommends Sealed Power KromeX 
piston ring sets with chrome-cyclan top rings 


Reo dealers everywhere can now provide famous 
Sealed Power KromeX Piston Rings for replace- 
ment service. These outstanding KromeX Piston 
Ring Sets are especially designed, tested and ap- 


proved to meet the rugged performance require- 
ments of the world’s toughest trucks. 


The cyclan-plus-chrome combination in these 
rings positively defeats excessive heat, side-wear, 
breakage, friction and corrosion in applications 
where other rings fail. They break in fast—last, 
and last, and last. 


Sealed Power Piston Rings are original equip- 
ment in Reo trucks. 


SEALED POWER CORPORATION, MUSKEGON, MICHIGAN 


Sealed Power KromeX Ring Sets 





